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E.. C. Stone’s Reply 
To Critics Of His 
Automobile Remedy 


Explains When His Suggestion For 
a “Preliminary Proceeding”’ 
Should Be Used 


HIS PLAN NOT A CURE-ALL 


Feels That New “Ideas and Con- 
structive Thought Should Be 
Order of the Day 








Ever since compulsory automobile lia- 
bility insurance has been agitated, Ed- 
ward C. Stone, U. S. manager of the 
Employers’ Liability, has been one of the 
leaders in the belief that it does not 
solve the real evil—that of reducing the 
tremendous toll of accidents created by 
the use of motor vehicles. In a num- 
ber of speeches made in different parts 
of the country Mr. Stone has offered a 
remedy in which he deals with the situ- 
ation on its merits but does not necessa- 
rily offer his plan as a cure-all in eradi- 
cating the automobile accident evil. It is 
his purpose to deal specifically with the 
problem of offering security to the few 
persons who without fault on their part 
sustain injuries because of the negligent 
operation of motor cars by others. 

Mr. Stone’s remedy has been widely 
commented upon and naturally there has 
been some criticism of some of its pro- 
visions. The first objection is that the 
plan will require the addition of further 
red tape in the legal situation, thus plac- 
ing more of a burden upon the courts 
which are already glutted with litigation. 
Such a situation, it is felt, would saddle 
the taxpayers with a tremendous ex- 
pense. 

Stone Replies to Critics 

“A little careful thought quickly dis- 
poses of this objection,” Mr. Stone told 
The Eastern Underwriter this week. 
“Taking away from employers their three 
defences in common law actions did not 
increase law suits against employers. It 
worked the other way. To avoid such 
suits the employer voluntarily turned to 
compensation. 

“Likewise with my plan. To avoid 
being haled into court on a proceeding 
which may result in (1) the loss of use 
of his car or (2) the loss of the right 
to operate any car, operator and owner 
will turn voluntarily to automobile lia- 
bility insurance. 

“The ‘preliminary proceeding’ suggest- 
ed in my plan will be availed of against 
only the uninsured and the otherwise 
financially irresponsible. These, .as the 
plan is more understood or brought to 
the attention of the automobile public, 
will largely, if not wholly, pass aways As 
they pass away, the number of ‘prelim- 
inary proceedings’ passes away. 

“No one will use the ‘preliminary pro- 
ceeding’ if the defendant is solvent or 
adequately protected by insurance or 
clearly not to blame. Nothing is ulti- 
mately accomplished in these cases. 


Meaning of “Preliminary Proceeding” 


“The expense to the taxpayers, even 
if the courts be flooded (and they won’t 
be) with these ‘preliminary proceedings’ 


(Continued on page 38) 




















PHOENIX 


Assurance Company, Ltd. 
of London 
100 William Street, New York 








A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 























The Insurance Company of North America has never 
lacked widespread and capable representation. The 
most aggressive insurance agents are attracted to its 
standards—because it enjoys national protection for 
dependability, because its scope of protection covers 
every property insurance need and because in its field 
organization and head office it is equipped to render 
the type of service that every agent needs for maxi- 
mum success. 


Insurance Company of 


North America 
Philadelphia 
and the 
Indemnity Insurance Company of North America 
write practically every form of protection except life. 





Founded 1792 

















A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the Penn Mutuat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hung, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 


























Blind Agents Form 
Association Of 
Life Underwriters 


Organization Set Going at Dinner 
of Philadelphia Association 
Wednesday Night 


WILL HELP EACH OTHER 
Julius Jonas, Who ‘Hee Had Fine 


Career in Insurance, Is a 
Leader in Movement 


The blind or near-blind agents—and 
there are quite a lot of them—are to or- 
ganize a life underwriters’ association of 
their own. 

The movement originated in Philadel- 
phia in the Philadelphia Association 
which held a meeting on Wednesday 
night which was scheduled to be ad- 
dressed by Julius Jonas of New York 
City, the country’s leading blind agent; 
Captain Frank Schoble, a University of 
Pennsylvania graduate who was blinded 
during the World War; Henry Robbins, 
Harry Keefrider and David Sillman, all 
blind agents. Dr. O. H. Burritt, princi- 
pal of the Pennsylvania Institute for In- 
struction of the Blind at Overbrook, Pa., 
also spoke. 

Braille System Developed 

There is now in process of develop- 
ment improvements in the Braille Sys- 
tem which will permit the production of 
suitable reading matter at cost which 
would render the frequent distribution of 
current insurance information and ideas 
among the blind. The new association 
will interest agents of both this country 
and Canada. 

In his call for the meeting Albert B. 
Kelley, president of the Philadelphia as- 
sociation, said in part: 

“As a compliment to the courage of our 
handicapped brothers-in-arms, as a mat- 
ter of great human interest and for its 
educational value as well, there should 
be a glorious turn-out for this meeting 
and I sincerely hope that each and every 
one of you, laying aside all other mat- 
ters, will devote the evening of Wednes- 
day, November 17, to what cannot fail 
to be ore of the most impressive gather- 
ings the Philadelphia Association of Life 
Underwriters can be permitted to enjoy.” 

Began All Over at Age 50 


Julius Jonas was holding down a 
$30,000 job when he was forty-nine years 
old. At fifty he became totally blind. 
He went into insurance and not only 
scored a success in personal production, 
but has helped a lot of other blind men 
succeed. At the recent convention of the 
National Association of Life Underwrit- 
ers in Atlantic City he had an exhibit 
of the Braille System and the applica- 
tion he has made of it to life insurance. 

There are few more historic stories of 
triumph over difficulties than the career 
of Julius Jonas. 
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Numerous Selling Aids Offered by The 
EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 


Are Receiving Widespread Commendation. 
Note the Following: 


Agents’ Lead Service Letters As An Aid 


in Prospecting. 


Illustrated Sales Service Manual to Catch 
the Prospect’s Attention. 


Leather-Bound Analysis Books For Pro- 
sramming and Analysis Cases. 


Household Budget Book to Aid Pros- 
pects in Budgeting Their Expenses. 


Illustrated Policy Jackets Describing the 
Type and Purpose of the Policy. 


Attractive Literature, Yearly Calendars, 


Monthly Blotters, Ete. 


HOEY, ELLISON & WENDT, INC. 


General Agents 
EQUITABLE LIFE INSURANCE CO., OF IOWA 


99 WILLIAM STREET - JOHN 0833 
BRANCH OFFICES 
1313 Military Park Bldg. 1270 Broadway 
Newark, N. J. New York City 
189 Joralemon Street 2246-48 Woolworth Bldg’ 
Brooklyn, N. Y. New York City 
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Four Boston Agents 
Will Speak Today 


TO TELL HOW TO AVOID RUTS 





They Are C. C. Gilman, Paul C. Sanborn, ‘ 
Alex M. Hammer and Paul M. 
Goddard; Expect Crowd 





There will be entertainment, instruc- 
tion, sales ideas and considerable other 
variety at the regular luncheon meeting 
of the Boston Life Underwriters’ Asso- 
ciation at the Boston City Club today. 
The topic for discussion is “Prospecting 
and Avoiding Ruts.” 

The four speakers are all rut-avoiders, 
being Charles C. Gilman, National Life 
of Vermont; Paul M. Goddard, New 
England Mutual; Alex M. Hammer, 
Provident Mutual, and Paul C. Sanborn, 
State Mutual. 

Mr. Sanborn, who was the boy wonder 
in life insurance in Boston, may be in- 
duced to swap a few of his European 
reminiscences. He is just back from 
across the pond. By the way, he ob- 
jects to being referred to as a youthful 
prodigy. 

“T was young at one time and have 
not grown whiskers yet,” he told The 
Eastern Underwriter. “l am considerab- 
ly older than J was when I first started 
writing insurance. Also, remember that 
I have written men old enough to be my 
grandfather. That proves that I have 
something in addition to youth.” 


Mr. Gilman 


Mr. Gilman, who has yet to make a 
dull speech, may also be induced to tell 
about his anti-blah Atlantic City address 
when, peeved at Southern small town 
agents telling how they soft-soaped com- 
munities, he declared that he had talked 
to the wife of a balky Boston prospect 
“and she was not beautiful either, nor 
did I make her think she was.” The 
only grievance the reporter who is writ- 
ing this article has against Mr. Gilman 
is that he gave a prize at the Kansas 
City convention last year in a sales con- 
test of which he was judge where the 
contestant explained how he interested 
the prospect by talking about his “kid- 
dies.” 

Alex M. Hammer, of the Provident 
Mutual, and Paul M. Goddard, of the 
New England Mutual, are the other 
members of the quartette which will 
speak today. 


AETNA LIFE APPOINTMENTS 


S. J. Booth and W. J. Butler Made 
Assistant General Agent and Agency 
Supervisor at Buffalo Office 
Howard W. Smith, general agent at 
Buffalo, N. Y., for the Aetna Life, has 
appointed Samuel J. Booth assistant gen- 
eral agent. From 1920 to 1922 Mr. 
Booth was assistant agency instructor 
for the life, accident and group depart- 
ments at the home office of the Travel- 
ers. Mr. Booth’s desire to get into the 
field in the actual production of new 
business led to his appointment as as- 
sistant manager in the life, accident and 
group departments of the Aetna at the 
Buffalo branch in the fall of 1922, where 
he remained until 1925 when he was ap- 
pointed to the assistant managership of 

the branch office at Pittsburgh, Pa. 

Another appointment made by Mr. 
Smith is that of Walter J. Butler as 
agency supervisor, who will devote his 
time to the developing an organization in 
territory outside of Buffalo. Mr. Butler 
has been engaged in life insurance the 
greater part of his life. From 1920 to 
1926 he was special agent for the John 
Hancock in Rochester, N. Y. 


OPEN NEW CANADIAN DISTRICT 

J. Arthur Desautels, formerly superin- 
tendent of The Prudential office at Ot- 
tawa, has been trafisferred to the Mon- 
treal office. Mr. Desautels was for 11 
years superintendent of the Ottawa dis- 
trict and succeds A. R. Boissonnault at 
Montreal No. 2 district, as it was neces- 
sary for the company to open a new 
district in the latter city. 














LET US 
BE THANKFUL 


Swe go about our daily duties we sometimes lose 
sight of our good fortune in having chosen life 
insurance as our life work. We may not be sufficiently 
thank ful that we are employed in meeting humanity's 
principal need and in return getting humanity's heartfelt 
gratitude. 


We should always be thank ful that this work is noble 
and honorable and followed by men of true character 
and lofty purpose, and that the business has spread far 


enough to prepare a way for our coming. We should, 
therefore, have the deepest sense of gratitude that our 


vocation is pleasurable, profitable, and that our earning 
power is unrestricted. 


A great continent has set its seal of approval on life 
insurance as the best means known to men for serving 
its people. Today the whole world looks upon our 
business with newer and greater appreciation. Wéith 
joy then we should eagerly reach out for the tasks of 
tomorrow, and as the new day dawns we should rise to 
a full realization of our responsibility and go forward 
with heart-throbs of sentiment, friendliness, consider- 
ation, the desire to do and a high and proper regard 
for our profession. 


Look around you and be thank ful that you chose to 
make life insurance your life work. 


The Prudential 


Insurance Company of America 


) STRENGTH OF! 
GIBRALTAR.” 


Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 











Pilot Life To Build 
Six Miles In Suburbs 
GREENSBORO COMPANY TO MOVE 


President McAllister Has Been Studying 
Buildings Throughout Country; New 
Location Near Golf Links 
Announcement is just made that the 
Pilot Life Insurance Co. of Greensboro, 
N. C,, will go to the suburbs and erect 
a splendid office building, not only of 
the most modern design and equipment 
but also one of beauty. The new home 
office will be located at Sedgefield, an 
exclusive suburban development six miles 
from the heart of Greensboro. The com- 
pany has large holdings at Sedgefield, 
which is a club and residential property 
with a splendid golf course already ip 
use and a handsome club-hotel planned 
lor the not distant future. The present 
club house is already a mecca for sports- 
men and society folk of the section, 
drawing from Greensbore, High Point 

and Winston-Salem. 
100 Acre Tract 


The new insurance building will occu- 
py a commanding site on a 100 acre tract 
lying along the central North Carolina 
highway, which is the principal artery 
of motor travel in the state. Plans for 
the structure have not yet been complet- 
ed, but they have developed to the ex- 
tent that an idea may be gained of the 
type of building. It will be along hori- 
zontal rather than vertical plan, as the 
ground permits broad expansion. There 
will be nothing of the skyscraper type 
about it. According to A. W. McAllister, 
president of the Pilot, the finest insur- 
ance office buildings in the country have 
been studied in arriving at the kind of 
structure. The cost has not yet been 
estimated. 

The building will be surrounded by 
spacious lawns and gardens, enhancing 
the natural beauty of the site. In addi- 
tion to this feature athletic grounds will 
be provided for exclusive use of em- 
ployes. Auto-bus transportation will be 
provided for employes who live in the 
city. 

The present home of the company, 
formerly the Southern Life & Trust, was 
erected in 1889, and its five stories at that 
time and for years after overlooked 
Greensboro’s modest skyline. The com- 
pany at first occupied a room on the 
ground floor, but expansion of the or- 
ganization has forced it into the four 
top floors, and even these do not provide 
sufficient space. 

The building program has been under 
consideration for two years and the de- 
cision to go ahead with the project was 
made unanimously at a meeting of the 
executive board Saturday. 


KORNHEISER AFTER A RECORD 

Abe S. Kornheiser celebrates his tenth 
anniversary with the Travelers Insurance 
Co. in November. He has been one of 
the stars of the sales staff of the Trav- 
elers in the Perez F. Huff agency and 
holds the exceptional record of having 
secured an application a day for the 
longest period during his ten years’ 
work. He will devote his entire time 
and attention during the month of No- 
vember on a tenth anniversary drive to 
write more life insurance applications in 
one month than anyone has ever done 
before. 


GENERAL AGENT AT ERIE, PA. 

The Connecticut General Life has ap- 
pointed N. B. Magoffin as its general 
agent at Erie, Pa. Mr. Magoffin has 
been an agency assistant for the com- 
pany for more than two years, covering 
the districts in Ohio, West Virginia and 
Pennsylvania. Shortly after graduating 
from high school Mr. Magoffin entered 
the employ of the Pennsylvania railroad 
where he remained for three years. He 
was then appointed office manager for a 
large manufacturing firm in Pennsylva- 
nia, which position he held for ten, vears, 
working as a part timer in the life in- 
surance business. 
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CONFIDENCE 


*O Peter Barthelemy, there cameadream . . . adream 
sent as if by destiny to alter the course of history and 
confound the plans of the mighty. Antioch had fallen 
é in 1098, but no sooner had the Crusaders occupied the 
city than they were surrounded by vastly superior forces. Then 
pestilence ravaged and hunger weakened. 

And Barthelemy had his dream. In the Church of St. Peter, the 
Holy Lance lay buried! If carried in their foremost ranks, the 
Crusaders could not be beaten! 

A day of feverish digging. A cry the lance was found! 
Then the remnants of the great army rode out fearlessly to meet 
overwhelming odds. Courage conquered and confidence prevailed! 
To those who know and understand, there is a similar significance 
in the achievements of Phoenix Mutual men . . .  achieve- 
ments indicated by the fact that the Company's entire selling force 
will produce in 1926, an average of better than $170,000 of new 
business per man. 

These men, like the Crusaders of old, have high ideals of service — 
but that is not all. They are better trained and more fully 
equipped — but again, that is not all. 

Their success is another triumph of confidence —confidence in 
themselves that 1s fostered by a Home Office which aspires to be 
not merely an employer but a builder of men! 


PHOENIX, MUTUAL 


LIFE an ay COMPANY 


HOME OFFICE HARTFORD CONN. 





First policy issued 1851 


November 


19, 1926 











A complete set of the Crusader 
series will be furnished to any 
reader upon request. Simply 
address the Advertising Dept., 
Phoenix Mutual Life Insurance 
Company, Hartford, Conn. 


CRUSADER SERIES 











No 
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J. J. Keon Addresses 
The McNamara Agency 


BELIEVES IN. H EART TALKS 
Large Producer a Equitable Life, of 
Iowa, Holds Big Audience by 
Personal Magnetism 
Keon, of the Equitable Life 
was a speaker at the 
the J. C. McNamara Organi- 
zation last Monday night, at the McNam- 
ara offices, 25 Church Street, New York 
City. Mr. declared, 
at the outset of that he 
would not attempt to tell his hearers 
to sell life insurance, but that he 
would tell them how he sells it. He is 
the national leaders in his com- 
having paid for $2,500,000 last year. 
We has used direct advertising with in- 
tclligence skill, and he also 
cussed this phase of work 
benefit of the agents present. 
His talk, for the most part, 
with approach, and personality, although 
he did give an illustration of actual sell- 
ing by a forceful and persuasive appeal 
to a man’s heart. It was what one of 
the audience termed a “heart talk.” The 
speaker seemed to put all of his feeling 
and personality into this little stunt, and 
he was generously applauded at the end. 
Mr. Keon was of the opinion that, 
unless an insurance agent has a system 
to follow, he will not get very far in 
the business. He said that time is the 
most valuable asset an agent has, and 
that he cannot conceivably afford to 
waste it. Taxi-cabs should be used as 
much as possible to get from one place 
to another with the utmost speed, he 

declared. : : 
Speaking of enthusiasm for one’s work, 
Mr. Keon said: “You have got to have 


Joseph J. 
of lowa, 
ing of 


mect- 


McKeon modestly 


his remarks, 
how 


one of 
pany, 
and dlis- 


his for the 


had to do 


a love for this business if you expect 
to succeed in it. If you will look at the 
successful men in any business or pro- 
fession you will find that they are the 


people who are happiest when they are 
doing their “stuff.” Take “Ty” Cobb or 
“Babe” Ruth. Are they not happiest 
when they are on the ball field? And 
there was the late Stanford White, of 
the architectural firm of McKim, Mead 
and White, who said that it gave him an 
indescribable thrill when he beheld the 
building or temple (which he had con 
ceived in his brain) in its complete 


state. Is not Charles Schwab happiest 
when he is selling steel? And so it is 
with the insurance agent: he has got 
to love his work. And there is no rea- 
son to apologize for the business you 
are in, for you are in the greatest busi 


ness in the world. 
On Good Physical Condition 

Mr. Keon went on to speak of physi- 
cal condition and the part it plays in 
the success of an agent. He was of the 
opinion that an agent who enjoys robust 
health has a decided advantage 
the person who is in frail or 
health. He said he had 
trainer last summer, 
campaign for 


over 
delicate 
engaged a 
when he had a big 
business on, who came in 
two or three times a week to massage 
him. After these treatments he felt re- 
juvenated and went out with more con- 
fidence and energy after business. “FEn- 
ergy is dvnamic force, and force is char 
acter,” said he. 

He said he would like to add a word 
of caution as to the use of the telephone 
as so many agents fail right here. because 
they do not understand the right use of 
the telenhone. 


Mr. Keon declared that he has usu- 
ally found the so-called “hard-boiled” 
fellow to be the best man to deal with 
in the lone run. He said that after the 


hard-boiled person has gotten over his 
fit of bad temper, he is utterly without 
ammunition and should be easy to sell. 
Developing Personality 

The speaker had some _ interesting 
thines to say about personality. There 
are many ways of improving one’s per- 
sonality, he declared, and every agent 









ae 
Est SHIA PN He tia ER ty 





THE EASTERN = 
a _ UNDERWRITER 


Page 5 




















Write it in the tna 


Call 
GRAHAM and LUTHER 


Triangle 7560 176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 


“A POLICY FOR EVERY NEED” 














should take advantage of them. “An ac- K. C. LIFE SCHOOL 

curate use of language is the biggest Beginning on October 18 the Kansas 
asset any salesman has,” said he. “There City Life will conduct a two weeks’ ses- 
is no poorer person than the English sion of instruction at the home office for 
pauper. Do you make use of the opu- the benefit of new and promising agency 
lence, the richness of the English lan- material. It does not recommend 


guage? Here is the way to improve your 
vocabularies. 
good book, 


every 


ment 


insurance 
will 


serve to 
rendered to widows 
years 


Speaking 


that 
old producers, men who are now actively 


Spend more time with a engaged in producing business in the 

ene of the standard authors.” field, attend this session. “We are con- 

concluding, Mr. Keon said that  fident that there are several dozen new- 

insurance agent builds a monu- er men and women throughout the or- 

for himself when he sells a life ganization that will greatly benefit by 
policy and that these policies this instruction,” it says. 


his services 
and children in the 


memorialize eee 
NEW ASST. 1 TREASURER 
Horace W. Foskett, by action of the 
Board of Trustees, was recently appoint- 


to come. 
of the use of the mails, Mr. 


Keon said that if an agent would send ed assistant treasurer of the Equitable 
out ten letters every day and keep it Life of Iowa. Mr. Foskett entered the 
up, it would result in some good pros- service of the company in April, 1919. 
pects. He had tried it himself and He attended the University of Wisconsin 


found that it worked. Tle 


lieve, 


fine 


iect; 
bility 


however, 
himself 
but 
and variety in his letter writing. 


does not be- 
that a person should con- 
to one phase of the sub- 
that he should develop flexi- 


and served as an officer in 
War. He has been assistant secretary 
of the company since January, 1923, and 
his splendid service in that position has 
won him this well deserved recognition. 


the World 











NEW TERRITORY 
IN NEW JERSEY 


The Pacific Mutual Life Insurance Com- 
pany of California is open to consider appli- 
cations for the appointment of full time 
agents, also special representatives with 
exclusive territory privileges in the large 
centers of the state of New Jersey. 


This company writes life insurance and 
accident and health, including the famous 
Non-Cancellable Income policy. For further 
information or interview write 








W. B. SNOWDEN 
31 Clinton Street, Newark, N. J. 


or 
130 William Street, New York City 


























THE L. C. YORK AGENCY 
Celebrates “Football Campaign,” During 
Which $2,375,000 Was Written; 
Football Star Addresses Meeting 
The 


agency organization of Leslie C. 
York, agency manager of the E quitable 
Life Assurance Society of the 


: United 
States, in the Metropolitan District of 


New York, at a luncheon given by Mr. 
York at the Hotel Pennsylvania, cele- 
brated the writing of $2,375,000 new busi- 
ness during a football campaign in which 
the agents were eng: ged during October. 
Mr. York is proud of his young organi- 
zation. It is in its first calendar year. 

In harmony with the spirit of the oc- 
casion, Clinton Black (“Kewpie” Black), 
former captain of the Yale team, an All- 
American Player, attended as an invited 
guest and made a stirring address. 

Superintendent of Agencies W. G. Fit- 
ting was present representing the Home 
Office. 

The leading producers in the 


campaign 
were: M. J, tod tg S. Handshoe, I. J. 
Schachter, Miss R. F. Maisel, Miss De- 
Muth, W. D. Be Bea Miss I. Gunsber- 


ger, Ff. Crews, 


Emil Loeb. 
DEPARTMENT A PUBLISHER 


Beha Issues Six Sets of Level 
Premium Mean Reserve Table 

On A. E. Bases 

York Insurance Department 

announced the publication of six 

sets of level net premium mean reserve 

tables on the American Experience 3% 

and 344% bases as follows: 

(1) Table No, 302. American 3%; Continuous 
Premium Endowments maturing at ages 40, 
15, 50, 55, 60, 65, 70, 75, 80, and 85; Ist 
to 70th years, both inclusive; ages at issue 
15 to 65, both inclusive. Each set consists 
of 48 c: ards. Price $9.00 per set. 

(2) Table No. 303. American 3% Twenty 
P ayment Endowments maturing at ag 
45, 50, 55, 60, 65, 70, 75, 80, 
to 20th ye: ars, both inclusive; 
15 to 65, both inclusive. 


Net 


The New 
has just 


ages at issue 

Each set consists 
Proce $4.00 per set, 

(3) Table No. “34 American 314% Ordi 

Life, Paid ie Life, and 5, 10, 15, 20, 

25 and 30 Payment Life; Ist to 8Ist years, 


both inclus sive; ages at issue 15 to 70, both 
inclusive Each set consists of 30 cards. 
Price $400 per set. 

(4) Table No. 3'4%4%-2. American 344%; Con- 


tinuous Premium Endowments 

ages 40, 45, 50, 55, 60, 65, 7 

85; Ist to 70th years 

at issue 15 to 65, both inclusive. Each set 

consists of 48 cards. Price $9.00 per set. 

Table No. 314-3. Americ an 314%; Twenty 

Payment Endowments maturing at ages 40, 

45, 50, 55, 60, 65, 70, 75, 80 and 85; Ist 

to’ 20th years, both inclusive; ages at issue 

15 to 65, both inclusive Rac a set consists 

of 20 cards. Price $4.00 per set. 

(6) Table No. 3%-7. American 3%4%; 5, 10, 
15, 20, 25, 30, 35, 40, 45 and 50 Year En 
dowments; Ist to 50th years, both inclusive; 
ages at issue 15 to 65, both inclusive. E ach 
set consists of 28 cards. Price $6.00 per 
set. 

The tables are 


maturing at 
, 70, 75, 80 and 
both inclusive; ages 


printed on cards for 
convenient use. Sets of the reserve cards 
will be sold at the prices indicated until 
the supply is exhausted. The price has 
been fixed merely to cover the approx- 
imate cost of printing. Checks should 
be made payable to “Superintendent of 
Insurance, State of New York.” 


APPOINTS ESSAY JUDGES 
Philadelphia Life Underwriters’ Associa- 
tion Lines Up Its Activities for 
National Thrift Week 
The Philadelphia 
Underwriters indicated this week that 
they are strongly in back of the cam- 
paign to make January a success as Na- 
tional Thrift month. A committee has 
been appointed, composed of Benjamin 
H. Ludlow, chairman of the Welfare As- 
sociation; Morton Gibbons-Neff, presi- 
dent of the Poor Richard Club: Harold 
W. Scott, president of the Philadelphia 


Life 


Association of 


Chapter of the American Institute of 
Bankers; Roland A. Hillas, vice-presi- 
dent of the Corn Exchange Bank. and 
Eugene Jordan, chairman of the Phila- 


delphia Thrift Committee to act as a 
board of judges to pass on the 
submitted by the members of the asso- 
ciation on “Life Insurance as Thrift.” 


essays 


DETROIT BANKER TALKS 
Tohn A. Reynolds of the Union Trust 
Company, Detroit, spoke on “Lif> Insur- 
ance Trusts” before the District of Co- 
lumbia Life Underwriters’ Association on 
November 11. 
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Life Agency Officers 
Hear Some Good Talks 


SELECTION OF MEN BIG TOPIC 


Messrs. Bloxham, Whitmore, Webb and 
Shephard Among Those Con- 


tributing to Convention’s Success 


The opening session of the Associa- 
tion of Life Agency Officers convention 
got off to a good start on Tuesday when 
Daniel J. Bloxham of the Travelers and 
James A. Whitmore of the Phoenix 
made unusually good talks. Mr. Blox- 
ham told how his company selected men. 
Those who have joined the Travelers in 
the last ten years who are less than 
twenty-five years of age are the least 
desirable from the standpoint of con- 
tinuity of service and satisfactory repre- 
sentation. From ages 25 to 36, 50% of 
the appointments have proved good ones; 
one-fourth of the appointments have 
been from ages 36 to 45 and the re- 
sults have been favorable. 

Only 7% of the appointments, said Mr. 
Bloxham, are over age 45 and those men 
have shown the greatest persistence. The 
Travelers has twelve thousand men and 
of these the accountants and bookkeep- 
ers have shown the best persistence. He 
said that the Travelers has not had good 
luck with salesmen of automobiles, 
stocks and bonds and similar activities 
and it is his .\belief that previous said 
experience is of litthe or no value in de- 
termining whether a man _ will make 
good in life insurance. 

Loyalty Indispensable 

Mr. Bloxham then discussed what in 
his opinion was the ideal agent. First, 
a man had to have a good reputation. 
He must have a successful record be- 
hind him. The company is not inter- 
ested in men who are out of work. Above 
all he must be loyal. Mr. Bloxham said 
there was not a company represented in 
the room which was not built up on loy- 
alty. The good agent must be indus- 
trious and have initiative. When a man 
has gone to college the Travelers is in- 
terested in knowing what he did there; 
whether he simply loafed his way 
through or whether he also had outside 
activities either in athletics, in admin- 
istration of the class or some other in- 
terest illustrating that he was taking ad- 
vantage of all opportunities. 

When Mr. Whitmore addressed the 
convention he said that the ambition of 
his company was that the average pro- 
duction of each agent should become 
$250,000. That time was not far off, he 
said. The Phoenix Mutual has 472 
agents and the 1926 production of each 
will average $180,000. The company has 
only full time agents. 

How Phoenix Mutual Selects Men 

Mr. Whitmore then gave an interest- 
ing recital of how the company is train- 
ing its managers to select men and he 
stated that out of seventeen men inter- 
viewed by each manager on the average, 
only one was successful in getting a con- 
tract as an agent. After a man’s name 
is selected by the manager and sent to 
the home office, his qualifications are 
gone over by a committee which votes 
on the applicant. 

Mr. Whitmore explained the various 
types of information that the company 
gathers about an applicant. There is not 
a life insurance company in the United 
States which gives more detailed atten- 
tion to selection and the success of the 
Phoenix-Mutual has attracted the favor- 





able attention of the entire insurance 
fraternity. 

Mr. Whitmore gave by ages and per- 
centages a number of interesting facts 
about his company’s selected men, say- 
ing that its best success is with men 
between the age of twenty-four and 
thisty-two. 

Small Companies Must Take Agents as 
They Come 

Following the talks of Mr. Bloxham 
and Mr. Whitmore, Walter E. Webb, 
vice-president of the National Life of 
U.S. A., made a clever talk by calling 
attention to the facts that the medium 
sized companies have to approach the 
subject from a different angle than the 
big companies as the small companies 
must have production and therefore 
must have plenty of new agents. 

“Mr. Whitmore has told you that the 
Phoenix interviews seventeen men_ be- 
fore it hires one,” Mr. Webb said. “With 
some of our medium sized companies we 
hire sixteen and throw out the other. 
We would like to be in a position to 
select so carefully but some of us are 
running a one ring and not a three ring 
circus.” 

Mr. Webb then proved that the medi- 
um sized companies get very good re- 
sults despite the fact that they do not 
have such severe tests for new. talent. 
He said it depended largely upon. the 
agency manager. There are some men 
who can recognize a potential agent 
when they see him. 

Making Agents of Policyholders 

Walter T. Shephard, vice-president of 
the Lincoln National Life, told the Asso- 
ciation of Life Agency Officers that the 
company has changed its plans about 
getting new agents in two particulars. 
Formerly the company offered $50 to all 
home office people who brought in an 
agent who paid for $50,000 or more. That 
was a failure. Then the company or- 
ganized a helping hand club and_ the 
membership is based upon finding suc- 
cessful agents. A certificate of member- 
ship is given and the Lincoln National 
Life has found that the home office per- 
sonnel will fight hard to win member- 
ship and certificates. 

In former years the company tried to 
interest policyholders in becoming agents 
but they paid little attention to circular 
letters on the subject. Then the com- 
pany decided to work through a selected 
number of agencies and see what the 
manager could do in making agents out 
of policyholders. It proved very  suc- 
cessful. 

At Amarillo, Texas, a three million 
dollar agency has been built up largely 
of former policyholders. At Akron, 
Ohio, among policyholders who have be- 
come successful agents are a retail 
grocer, a minister, and two employes of 
the Goodrich Rubber Tire Co. 

JOINS MANHATTAN LIFE 

Chicago, Nov. 17—George A. New- 
man, former publisher of the Louisville 
Herald and at one time one of the best 
known men in the newspaper world, has 
joined the agency force of the Manhat- 
tan Life in this city. 


ELECTED SEC.-TREAS. 

Chicago, Nov. 17—John Marshall Hol- 
combe, manager of the Life Insurance 
Sales Research Bureau, has also been 
elected secretary and treasurer of the 
Association of Life Agency Officers. He 
succeeds Loriman P. Brigham who has 
been made a member of the executive 
committee. Other new members of the 
executive committee are Frank H. Sykes, 
Fidelity Mutual, and Walter T. O’Dona- 
hue, of the Jefferson Standard. 
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Connecticut General News 
Hartford, Conn. 





The Biggest Group Year 
in History 


The best season of the biggest Group year in 
history is at hand. 


The men who are making the most of it are sure 
of regular production all next year. They will 
write hundreds of thousands, and some will write 
millions, in personal business on new Group pol- 
icyholders. 


You don’t have to be a Group expert to write 
Group insurance. Simply make the contact and 
we will help you close. Connecticut General Life 
Insurance Company, Hartford, Conn. 























SECURITY— 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 




















GUARDIAN 


LIFE 









Established 1860 Under the Laws of the State of New York 








Tel. RECtor 7501 






THE 
JOHN C.MCNAMARA 
ORGANIZATION 





MANAGERS 
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HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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GENERAL AGENTS WANTED 


in Illinois, Indiana, Michigan, Pennsylvania, 
New Jersey, Maryland, Virginia and West Virginia 


WE OFFER 





. Low net cost. 


Full Reserve values, second year. 


G2 N> = 


. Financial assistance in building agency. 


4. Up-to-date policy forms and disability clause with 
double indemnity. 


5. Several special policies not issued by other companies. 


6. Correspondence course for new agents, very attractive 
literature and direct-by-mail advertising for prospects. 


ADDRESS 
H. B. ARNOLD, President 
or 


J. A. HAWKINS, Manager of Agencies 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
COLUMBUS, OHIO 


“Tes Performances Exceed Its Promises’ 






























































When Longer Evenings Come 


ly IS BUT NATURAL that a prospect can be more easily 1n- 
terested during the winter months in protection for his 
home. For he has more time to enjoy the comforts of his 
hearth-side and to appreciate how much it means to him. 


Consequently the agent who can offer 
a well-rounded insurance program, planned 
to meet the needs of the home owner, 1s 
sure of considerable attention. 





The A‘tna-izer is equipped to provide 
unusual service. He has a policy to meet every 
home protection need and he is backed by 

iv a group of insurance companies favorably 
known by every home owner from Maine to 
California. 















It Certainly Pays to be an Attna-izer! 


AETNA LIFE INSURANCE COMPANY 


affiliated with 
ZETNA CASUALTY & SURETY CO. STANDARD FIRE INSURANCE Co. 
AUTOMOBILE INSURANCE COMPANY of Hartford, Conn. 


Timely Suggestions 


Combination Residence 
Accident and Health 
Residence Burglary 

Public Liability 
Rental Value 
Explosion 
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Life Agents Can 
Accumulate an Estate 

FROM THEIR RENEWAL INCOME 

©. J. Arneld, President Nesthwestern 


National Life, Writes Interestingly 
on Subject; Gives Statistics 





“The Life Agent’s Estate” is the sub- 
a of an interesting article written by 
J. Arnold, president of the North- 
ie National Life, which appears in 
the November issue of the company’s 
publication, ‘The Northwestern National 
News Mr, Arnold points out the fact 
that the division of fees paid a life in- 
surance agent into first year and rene wal 
commissions facilitates the accumulation 
of an estate. He also lays down a num- 
ber of fundamental rules and gives fig- 
ures for 11 years’ service renewal ac- 
counts to end of 20th year and also 21 


years’ service renewal accounts to end 
of 30th year. In his article he states 
that: 

“We, in the life insurance business, 


derive a certain degree of satisfaction in 
that in the prosecution of our business 
= are doing good to our fellow men. 
But this opportunity for good works is 
not what brought us into the business. 
Every one of us, I take it, went into the 
business primarily to make a living. Some 
of us—all, I hope, in this organization— 
imbued with ambition to attain financial 
independence, recognized the opportuni- 
ties offered by life. insurance selling for 
building up an estate, and this influenced 
us in sclecting it as a life work. 


“The business of life insurance offers 
every man an opportunity to become 
financially independent. Many cash in 


Why not all? Lack 

of a definite plan, with the result that 

the agent does not continue to realize 

the significance of his renewal income as 

an estate builder, is a principal reason. 
Lay Down Certain Rules 

“When a man whose income for per- 
sonal services is derived from a salary, 
commissions, or from fees, sets out to 
accumulate an estate, he must lay down 
certain rules for his guidance in accu- 
mulating that estate. One fundamental 
rule is to live within the income he de- 
rives from his personal services, setting 
off into the estate the excess of ‘such in- 
come over and above his living expenses. 
This excess so set aside he will look 
upon, until it attains some proportions, 
as savings. A second fundamental rule 
is that while he is accumulating that es- 
tate he will not encroach upon these ac- 
cumulated savings (or the property or 
securities that represent them) or the 
income or profits derived therefrom. 

“He may not invariably follow these 
fundamental rules—exceptions may have 
to be made, but as a rule he will fol- 
low them. 

“Such a man, intent on attaining finan- 


on this opportunity. 


cial independence, will not have pro- 
gressed far before he finds that he is 
looking upon his estate as something 


apart from himself,—a trust fund, as it 
were, the income from which he is hard- 
ly less free to use than if it were not 
his own. If he does at times use part 
of his estate income, he will consider it 
as a loan, to be repaid to his estate ac- 
count as promptly as possible from in- 
come earned by his personal services. 
When he has acquired this attitude he 
is on the road to his goal. 
Renewal Commissions 

“The division of fees paid a life insur- 
ance agent into first year and renewal 
commissions facilitates the accumulation 
of an estate. But, this arrangement of 


itself will not accumul: ite an estate; will 
Power is necessary. The agent may 
freely use the entire income derived 


from first year commissions. However, 
he should make his first year’s commis- 
sion cover all of his living and operating 
expenses. If he is not doing so now, he 
should commune with himself and find 
out what is wrong. He should not an- 
ticipate his renewals; they should be left 
free and unincumbered. If he is in debt, 
he should bend his efforts to the produc- 
tion of such an increased volume of new 
usiness that the first year’s commissions 











Phone Cortlandt 2030 
New England 
Mutual Life 








WANTED 


Your Good Surplus Business 
(We do not write sub-standard) 


: ‘*For eighteen years the broker’s office’ 


BALDWIN 


5 Maiden Lane 
Sth Floor 


5 Seconds from Broadway 














therefrom will free 
your individual case, 
say? Not at all. There isn’t one life 
insurance agent in a thousand who. is 
producing at his maximum capacity. 
None of us but are surprised at what 
we can do—well beyond what we thought 
our utmost—when put right up against 
it and having a will to win. And how 
easy it looks—after you have done it. 
You can produce business—if you will 
just think you can—the first year’s com- 
missions on which will be sufficient to 
cover your living and operating ex- 
i and to liquidate any reasonable 
debt. 


“The life insurance agent has this ad- 
vantage over men in other callings; he 
can set his own goal as to the amount 
of the estate he wants to accumulate 
and can ascertain with reasonable ac- 
curacy how much business he must do 
cach year to assure the accumulation of 
that estate. 


him of debt. In 
‘Impossible, you 


$100,000 Agent 


“Let us take the case of an agent who 
writes $100,000 of business a year, aver- 
age premium $35 per thousand, and 
whose agency contract gives him 9 re- 
newals of 5%. The table herewith shows 
the amount to which the renewals will 
accumulate at 5% interest, during the 
periods stated therein, if this agent stays 
in the business 11 years, or 21 years, 
and then retires. No apology is offered 
for making the calculation on the basis 
of 21 years’ service. Age and gray hairs 
are no detriment to a life insurance sales- 


man; they are a positive asset as in the 


law. Skill in prese ntation, and wisdom 
in life insurance lore that come with 
years of service and experience, en- 


hance the life agent’s standing with his 
clients. 


“The first line in the table shows the 
amount of estate that will be accumu- 
lated if there are no lapses or any ter- 
inations whatever. The result would, of 
course, be the same if any lapses or other 
terminations were offset by production 
in excess of $100,000 per annum. The 
amounts set forth in the succeeding lines 
in the table are on the basis of first 
year lapses at the rates indicated. 

“There is a well marked relation be- 
tween first year lapses and lapses of 
subsequent years. Experience shows that 
lapses during and at the end of the sec- 
ond policy year will average one-fourth 
of first year lapses, with a rapidly di- 
minishing rate thereafter. If we know 
the first year lapse rate on a_ given 
group of business, a very fair prediction 
can be made as to the rate of lapse in 
subsequent years. 

“Every full time life insurance agent 
should set his yearly quota of new busi- 
ness at $300,000. as a minimum. This, in 
my judgment, is not an unreasonably 
high goal for the agents of Northwest- 
ern National in view of the service ren- 
dered them by their general agents and 
managers, and the home office. How- 
ever, whatever the consistent yearly pro- 
duction, the accumulated value of the re- 
newals if set aside to your estate may 
be predicted with reasonable accuracy 
from the table, based on $100,000 yearly 
product tion.” 








The Life Agent’s Estate 


$100,000 Yearly Production, Average Premium $35, 9 Renewals of 5% Each. 
11 Years’ Service End of 30th Year. 
Renewals Acc. to Renewals Acc. to 
End of 20th Year. 21 Years’ Service 
No First Year Lapse ... . .$27,413.98 $68,925.30 
10% “ ay NRG 23,689.98 59,560.07 
20% ee aecabewes 20,162.98 50,694.55 
30% i ae eee 16,496.92 41,477.20 











A Manager’s 








1925 Percentage of Gain 
| Over Same Month in 1924 
| CE ee cccéaeucciannees oneenes 20.6% 

DE ‘ccunsedenes enedeeacusdes 20.9 
| 31.3 
26.9 
40.8 
50.1 
60.8 
47.2 
September 82.2 
Sc eneccwxecwna eteden ene coon COS 
MONON saciccavernecsancnes oes 61.3 
WEE “cwrasiccendsancuawaemnaa 57.4 


field efficiency. 


would put us in touch with him. 





A Compar'son of Mon‘h by Month Gains in New Paid Business 


Gains like these, month after month do not come 
without the sort of methods that make for greater 
That our methods are productive is 
well borne out by the figures above. 


E have openings at present for managers in several established 
territories where we are making plans for growth more con- 
sistent with our general increases. 
made at once, in order that these new managers may take full advantage 
of the better sales conditions prevailing in the fall and winter. 
This may be your opportunity, especially if your training, past record 
and personal finances equip you to guide an established agency to greater 
success. Write in confidence, stating your age, history and territory pre- 
ferred. All details must be given in your letter. 
self, perhaps you know someone who might be. We'd appreciate it if you 


T. Louis Hansen, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE - NEW YORK 


Opportunity 


1926 Percentage of Gain 
Over Same Month in 1925 


For Six Months of 1926 our average gain 
was 20% over 1925 and 62% over 1924. In 
this same period of 1926 the average gain 
for all leading companies was 10.6%. 


The appointments will be 


If not interested your- 




















FATHER AND SON NIGHT 

The Pittsburgh Life Underwriters’ As- 
sociation celebrated “Father and Son 
Night” with a dinner which was given 
at the Chamber of Commerce building 
in Pittsburgh, on November 18. Robert 
J. Williams, a practical life insurance 
man, who has consistently paid for a 
large personal business, and recently ap- 
pointed educational director of the Union 
( entr al Life, gave a most interesting talk 
on “Happy on the Job.” His talk was 
inspiring from the start and rich with 
human appeal. 


WRITES MILLION IN MONTH 

On Saturday, November 13, 
of the Pittsburgh Agency of the Bankers 
Life celebrated a notable achievement, 
the writing of a million dollars of new 
paid-for business in October. It was the 
first time any agency of the company 
produced a million or more of new paid- 
for business in one month, the Pitts- 
burgh total for October being $1,058,000. 
The celebration took the form of an all 
day gathering at Pittsburgh. A _ brief 
agency meeting was held in the morn- 
ing, the salesmen attending a football 
game in the afternoon and in the eve- 
ning participated in a banquet and din- 
rer dance at the Hotel William Penn. 


LICENSED IN TWO STATES 


The Columbus Mutual Life, of Colum- 
bus, Ohio, has been licensed to trans- 
act business in North Carolina and Min- 
nesota. The company is closing con- 
tracts with a number of large producers 


salesmen 


and organizers in each state and will 
have a large agency force for both states 
if all negotiations are consummated. 


JOINS LEGAL DEPARTMENT 

Joseph P. Lorentzen has joined the le- 
gal staff of the Bankers Life home office 
staff, with the title of assistant counsel. 
Mr. Lorentzen has been practicing law 
in Des Moines since 1918. He is a grad- 
uate of the Drake University Law School 
and served as a lieutenant in the War. 











First Life pee To 
Retain a Psychologist 


THORNDIKE TO METROPOLITAN 


Clerical Tests and Schooling for 8,000 
Employes of Company’s Home 
Otfice; Selection Data 





The Metropolitan Life is a pioneer in 
the adoption of objective standardized 
methods of examination of applicants tor 
clerical positions, and it is believed that 
it was the first company to retain a 
psychologist, Dr. E, L. ‘Vhorndike being 
in charge of such examinations. 

The subject being of such an interest- 
ing uature, William I, Dobbins, fourth 
vice-president of the company, assisted 
by klizabeth J. Steele and Florence Du 
Bois of the Metropolitan Life, was in- 
duced to put the subject betore the pub- 
he and under the title of “Clerical Lest 
Scores and Schooling,’ was published in 
a recent issue of the Journal ot L’erson- 
nel Kesearch and later issued in booklet 
lorm. 

Selecting Applicants 

The Metropolitan Lite employs at its 
home office about 8,000 people and in 
selecuny applicants lor positions, sev- 
eral factors are considered. Among these 
factors are mental ability, physical abil- 
ity, education, rating of reterences, per- 
sonal appearance, and in some imstances, 
previous business experience. In sum- 
marizing the entire subject the article 
states that, 1, applicants with high 
school education made higher average 
scores fur speed and accuracy than ap- 
plicants with grammer school training 
only, 

Z. For each educational 
men made a higher average accuracy 
score than the women, and a_ higher 
average speed score except in the gram- 
mar school group. 

3. Advantage of supplementary busi- 
ness school training was greater for ap- 
plicants of the grammar school group 
than for those ot the high school and 
college groups. 

4. Within the small age range of the 
applicants, age had little effect upon the 
scores made. 

Higher Average for Men 

5. For both accuracy and speed, ac- 
cording to age divisions, the lowest aver- 
age score tor men was greater than 
the highest average score for women, 
with the exception of the average ac- 
curacy score for boys under 16 years of 
aye. 

6. Average scores for accuracy by 
educational groups of applicants with 
parochial school training only were lower 
than average scores of a random sample 
of applicants with public school training 
only, in five of eight groups. In aver- 
age scores for speed the parochial school 
applicants were lower in seven out of 
eight groups. As compared with average 
scores of all applicants the parochial 
school applicants made a lower average 
accuracy score in six of eight groups, 
and a lower average speed score in all 
groups. 

7. In general, average scores of paro- 
chial school applicants by educational 
groups were lower than average scores 
of all applicants in arithmetic and spell- 
ing, but higher in handwriting. 

8. Scores on tests of digit-letter sub- 
stitution and of marking unlike numbers 
and unlike names gave little aid in judg- 
ing among applicants, because of the 
grouping of scores at the mode; and 
scores in arranging names in alphabet- 
ical order were dependent upon training 
and upon the method of scoring, as in- 
dicated by the fact that applicants usual- 
ly made perfect scores or failed.” 


group. the 





GENERAL AGENT MASS. MUTUAL 


Henry W. Abbott has been appointed 
general agent of the Massachusetts Mu- 
tual, to succeed the late John L. Mc- 
Feely at Pittsburgh. Mr. Abbott, be- 
fore coming to Pittsburgh, was one of 


the leading agents of the company in 
Detroit. 


AETNA GROUP. PROGRESS 
Automobile Peentiedlly Reorganized; 
Aetna Life and Casualty Company 
Making Steady Progress 
The business volume of Actna Life 
Insurance Company this year 1s practi- 
cauy equal to the company’s 1925 record, 
the largest year in the history ot the 
colnpany and “in the casualty lines there 
has been an increase im practically every 
department with satistactory underwrit- 
ing results. Operating expenses have 
been reduced.” Wresident Morgan b. 
Isvainard, in a letter going out to gen- 
cial agents and managers, this weck, 
speaks of the conditions in the Actna 
aliliated companics and expresses ap- 
preciation to those addressed for their 
loyalty during the period of reorganiza- 
tion of the Automopile Jnsurance Com- 

pany. 

President Brainard’s communication 1s 
as follows: 

“The reorganization of the Automobile 
Insurance Company has been drastic, and 
its business has been gone over most 
thoroughly. Kapid progress is being 
made to put it on a sound and con- 
servative basis, and it is now entitled to 
the complete coniidence of the insuring 
public. 

“During the year 
changes im our directorate, due to a 
feeling that it was helpiul to have men 
on our board whose knowledge ot insur- 
ance and finance is so complete, and 
whose reputations in these fields so well 
established, that the insurance and finan- 
cial world would have full confidence in 
the steps we have taken. 


there have been 


“The present standing of our business 
in all lines will be of imterest to you. 
‘The volume of life insurance is quite as 
satisfactory as that of last year. We 
have made no special effort to increase 
our production this year, but have aimed 
rather to elfect such chang res in under- 
writing and general procedure as. will 
improve the quality of our new business 
and reduce our expense ratio. Business 
has been secured in an amount practi- 
cally equal to our 1925 record, which 
was the largest year in the history of 
the company, and our mortality has been 
favorable. Our ficld organization has 
been materially strengthened, and a con- 
tinuance of our steady and permanent 
progress is assured.” 


BEDFORD Y. M. C. A. COURSE 
Some Prominent Seeenes Executives 
To Lecture to Students; Sessions 
Opened November 15 


A number of leading insurance execu- 
tives will give instruction to students M6 
the Bedford branch of the Y. M. C 
Bedford avenue, Brooklyn, in a chert 
insurance course which starts November 
15. The sessions will open at 8 o'clock. 
The following persons will lecture: 
Henry Moir, president United States 
Life; George kx. Hayes, vice-president 
Union Indemnity; William A. Earl, gen- 
eral counsel Hartford Accident & Indem- 
nity; Walter S. Barton, manager Cas- 
ualty department Globe Indemnity; 
Louis Vives, manager surety claim di- 
vision Union Indemnity; W. N. Bament, 
general adjuster Home Insurance; Pren- 
tiss RK. Reed, general adjuster Phoenix 
Assurance; Milton Acker, manager com- 
pensation and liability department Na- 
tional Bureau of Casualty & Surety Un- 
derwriters; Richard V. Goodwin, chief 
underwriter Standard Accident; Martin 
W. Lewis, assistant manager Towner 
Rating Bureau; W. B. Lutz, assistant 
general agent Phoenix Assurance; 
Charles G. Taylor, Jr., assistant manager 
Association of Life Insurance Presi- 
i J. Arthur Bogardus, Atlantic Mu- 
tual. 





MRS. W. A. BURROW LEADS 


Mrs. W. A. Burrow of Texas, leads all 
the Lincoln National Life women pro- 
ducers for October, and has won sec- 
ond place on the honor roll of all agents, 
with the distinction of being the first 
woman to be enrolled in any month 
among the first ten producers, 








ieee Small Pim Is 
In Need of Insurance 


ZIMMERMAN GIVES GOOD TALK 
Staff 


Fraser Agency Executive Tells 

45% of New Businesses Die 
Within Five Years 

Charles J. Zimmerman, of the P. M. 

I‘raser agency, Connecticut Mutual Life, 

in a talk which he 





gave recently to his 


agency force at one of the regular Mon- 


day morning meetings, brought out some 
interesting points on the subject of busi- 
ness insurance. His remarks were in 
part as follows: 

“There are certain advantages in writ- 
ing business insurance: 1. It is easier 
to get a man to invest in business in- 
surance. Consider this analogy. <A 
man will invest $100 in a mimeograph 
machine for his office without complaint, 
but he will grumble for weeks about the 
investment of $25 in a vacuum cleaner 
for his home. He knows that both in- 
vestments will save time and money but 
the mimeograph machine represents to 
him a saving in time and money for him- 
self. 2. The life underwriter will write 
larger policies and a greater number of 
policies. The same reasons which apply 
to the case, heretofore given, will also 
apply to this. 3. Business insurance will 
lead to greater personal production. 
Once we write a man on the business 
plan, we have entry to his personal af- 
fairs. 4. It is easier to get the needed 
information for an intelligent presenta- 
tion of business insurance than it is to 
get information concerning a man’s pri- 
vate affairs. This may also be ascribed 
to the fact that he is more vitally in- 
terested in his business and its welfare 
than in any other channel, since his bus- 
iness represents his own life work. 

Reason for Business Insurance 


“System Magazine, in a study of busi- 
nesses, has estimated that only 54% of 
all businesses survive over a period of 
thirty years, and that 45% of all new 
businesses die within five years. ‘The 
lederal Trade Commission, before the 
war, estimated that there were 250,000 
businesses in the United States. Of 
these concerns, 190,000 made less than 
$5,000 of profits. 100,000 of this 190,000 
group made no profit at all. In other 
words, about 76% of all businesses are 
on the danger line where any unexpected 
happening might throw them into in- 
solvency. 

“The small firm needs business insur- 
ance most of all. 95% of all businesses 
which fail have little or no capital; 90% 
have less than $5,000 capital. It is for 
this reason that 1 wish to stress busi- 
ness insurance as applied to small busi- 
nesses. The causes of failure in business 
are many. Over-buying, poor location, 
failure to keep up with style changes, 
and failure to estimate costs properly are 
some of these causes. Lack of capital, 
sudden disasters, and fraud accounted 
for 48.60 of all business failures in 1919. 
Two of these three causes may be clim- 
inated by business insurance.” 





GENERAL AGENTS’ CONFERENCE 

The annual conference of the general 
agents of the Iranklin Life at the home 
office will be held some time in Janu- 
ary. The program for the meeting will 
deal exclusively with the development of 
agencies in the field, such as building 
general agency organizations, training 
and holding new men and enlightening 
those general agents who have made 
some actual progress in development 
work. 





INSPECTOR OF AGENCIES 


John H. Stevens, who was president of 
the Chicago Life Insurance Field Men’s 
Club before its merger with the Chicago 
Association of Life Underwriters, has 
been appointed inspector of agencies in 
the Chicago office of the Great West 
Life. Mr. Stevens has represented the 
State Mutual, the National of Vermont 
and the New England Mutual in Chi- 
cago. 
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DR. L. H. CLAMPIT DIES 


Vice-President and Associate Medical 
Director of American Bankers In- 
surance Co.; A Prominent Figure 
Dr. Louis H. Clampit, vice-president 
and associate medical director of the 
American Bankers Insurance Co. of Chi- 
cago, died at his home in Jacksonville, 
Ilinois, on Tuesday morning, November 
2, as the result of a stroke of apoplexy. 
Dr. Clampit had been on the official 
staff of the company since its organiza- 
tion twenty years ago. 
its chief 


He served as 
medical director until about 
two ae ago, when because of failing 
health, he became associate medical di- 
rector, and the burdens of the principal 
position were assumed by Dr. Myron W. 
Snell. 

Dr. Clampit was associated with Pres- 
ident I, H. Rowe in the organization of 
the American Bankers as a mutual com- 
pany twenty years ago. lor the past ten 
years he has been a vice-president and a 
valued member of the company’s advis- 
ory board and board of directors. On 
Friday afternoon, October 29, he = at- 
tended a meeting of the advisory board 
in the Jacksonville office and took an 
active part in its deliberations. Within 
half an hour after leaving the meeting, 
he was stricken with apoplexy and was 
taken to his home in an unconscious 
condition. He never again regained 
consciousness and died the following 
Tuesday morning. 


TALKS TO UNDERWRITERS 





S. C. Garrity, Supt., Outdoor Relief, 
Lowell, Mass., Praises Insurance 
as Promoting Thrift 
The Life Underwriters’ Association of 
Lowell, Mass., held their first fall meet- 
ing last Tuesday at the Strand restaur- 
ant. The guest and speaker was Ste- 
phen C. Garrity, superintendent of the 
Outdoor Relief Department of the city 
of Lowell. President Luke F. Wood- 
bury introduced as toastmaster George 
H. Spillane, superintendent of the John 
Hancock Mutual Life. Mr. Spillane said 
that Mr. Garrity’s presence was particu- 
larly appropriate on Armistice Day since 
he was a past commander of-the Amer- 

ican Legion of Lowell 

Mr. Garrity, in his remarks, stated 
that in the prosecution of his duties he 
was more and more impressed with the 
important work that the life insurance 
companies were doing for the commun- 
ity. He said that, in his judgment, life 
insurance is nothing more or less than 
the promotion of thrift and indepen- 
dence. He felt that the life insurance 
fraternity could be more aggressive in a 
field representing an important develop- 
ment of the economic life of America. 
He was of the opinion that the idea of 
providing for one’s self an annuity 
through a good life insurance company 
is something which will mean much to 
the public in years to come. 





HOTEL INSURES MANAGER 


The Grand Hotel of Mackinac Island, 
Michigan, has insured its manager, Wil- 
liam Stuart Woodfill in the Penn Mu- 
tual. 

In December, 1925, the Penn Mutual 
office at Evansville, Ind., of which Will 
O. Ferguson is general agent, issued a 
policy for $50,000, payable to the hotel 
corporation. In September of this year a 
$100,000 policy, as additional protection, 
similarly payable, was taken through Mr. 
Ferguson’ s office. And Mr. Woodfill is 
insured in other companies also. 





TAKE LARGER QUARTERS 

The American Central Life has an- 
nounced that its Atlanta, Ga., offices have 
been removed to the Georgia Savings 
Bank building. The expansion of the 
company’s business has been _ notable 
within the past few years and it was 
found that more adequate quarters were 
required. The new offices will be under 
the direction of Jesse M. Duncan and 


R. A. Martin, 
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hdieaenta intewviena 
With Prospective Agents 


S FULTON ¢ GIVES VIEWS 
Jay Ream and D. J. Bloxham Give In- 
spiring Talks on New Agents at 
Life Officers’ Meeting 





Chicago, Nov. 16—James A. Fulton, 
vice-president of the Continental Life of 
rg ge talking before the Association 
of Life Agency Officers, said that mana- 
gers spend hours in finding out what 
agents do in interviewing their prospects, 
but if anyone asks the managers whether 
they have any record of the talent they 
investigate for agency material they will 
find that many have none. 

Mr. Fulton said he thought that the 
home office can do a lot to help the 
manager set up some systematic method 
of making sure that he has a sufficient 
number of interviews with prospective 
agents to get the results in signed con- 
trects that will satisfy him and will sat- 
isfy the company. He said that home 
office agency departments should set up 
a simple but adequate method for each 
monager thet will tell him and the home 
office const7ntly just what he is doing in 
the way of interviewing new men. 

The comp*ny should also build up a 
prospect file of agents just as there is a 
prospect fi'te of insurance leads. 

Mr. Fulton also thought that the com- 
piny should aid the managers and agents 
by preparing sales talks, adve:tising copy 
end direct mail matter. He said that a 
direct mail appeal was worse than use- 
less if it hid no real appeal. He con- 
cluded by making an argument for in- 
stitutional advertising. 

Jay Ream Gives Ideas 

Jay Ream, of the Mutual Benefit, gave 
an interesting talk on how insurance 
should be intelligently presented, both to 
the new agent end to the prospect. He 
also offered a chart which illustrated 
how much money en agent can carn ina 
sixteen year period. He said that the 
financial reward of life insurance selling 
should be put forward in an attractive 
manner but not exaggerated and he de- 
clared that no manager should let a new 
agent sign a ccntract without making 
sure that the difficulties of the first cou- 
ple of years were painted and under- 
stood. He told the way to get prospects, 
saying that wise agents would go to men 
of standing in the community and learn 
what men are going ahead and also what 
young men have brilliant futures. 

D. J. Bloxham, of The Travelers, said 
that The Travelers did not put on any 
new agents unless the wife of the agent 
had been seen and convinced that her 
husband would be happy in the insur- 
ance business. The company does not 
employ divorcees. 





TO CELEBRATE 54TH BIRTHDAY 

Harry L. Seay, president of the South- 
land Life of Dallas, will celebrate the 
54th anniversary of his birthday on No- 
vember 25. Mr. Seay has been presi- 
dent of the Southland Life for 17 years 
and has always been active in the af- 
fairs of the company. He was president 
of the American Life Convention in 
1917-1918 and was recently elected a 
member of the Association of Life In- 
surance Presidents. 


MADE GENERAL DALLAS AGENT 

The Atlantic Life announces the ap- 
pointment of Carl F. Edwards as general 
agent at Dallas, Tex., with territory in- 
cluding that city and outlying counties. 
he appointment was effective Novem- 
ber 15. Mr. Edwards was formerly man- 
arer at Dallas for the Cotton States 
Life. 








M. S. HERNDON TRANSFERRED 

M. S. Herndon, who was manager of 
the Charleston, S. C., office of the Met- 
ropolitan Life, has been made manager 
of one of the company’s districts at Bir- 
mingham, Ala. H. J. Mann, formerly as- 
sistant manager at New Orleans, suc- 
ceeds Mr. Herndon as manager at 
Charleston. 























Any natural death........ 


ALL IN 


Life “Policy You Can Sell.” 


Concord, New Hampshire 








Your Prospect’s Future 


Is The Same As Your Own 


When you line him up for the policy he wants, and the policy he needs, 
you have made a staunch friend, and contented customers mean repeat 
orders in insurance as well as other lines of business. Sell this contract: 
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Any accidental death........... 
Certain accidental deaths...... 


Accident Benefits $50 per WEEK 


(Non-cancellable) 
Also Disability Income. Waiver of Premiums, etc. 


ONE POLICY 


You can see how worthy such a contract is in the hands of a progres- 
sive agent and we invite you to give serious consideration to the United 


There may be an opportunity in your town. Our Vice President, Eugene 
E. Reed, will tell you all about it. Write him direct—and directly. 


UNITED LIFE 
| and ACCIDENT INSURANCE COMPANY 


$5,000 
- 10,000 
15,000 


INQUIRE 














LUXEMBURG LAW 


The Bureau of Statistics at Washing- 
ton, D. C., has announced that a law 
was recently passed in Luxemburg which 
established a State System of old-age 
and invalidity insurance. The law states 
that insurance is compulsory for all 
workers over 16 years of age with the 
exception of civil servants, agricultural 
workers or servants, foresters and house- 
hold servants unless the annual earnings 
in the case of salaried employes exceeds 
10,000 franes per year; frane at par is 
19.3 cents; average exchange value in 
August, 1926, was 2.8 cents. 

It has been stipulated that voluntary 
insurance may be taken out by other 


classes of workers who are under 40 
years of age and whose annual salaries 
do not exceed 10,000 francs. The amount 
of the insurance corresponds to the an- 
nual rate of pay, the lowest amount 
being fixed at 3600 francs. 


TO MANAGE DETROIT OFFICE 


A. P. Ballou, manager of the Louisville, 
Ky., office of the Mutual Life of New 
York for more than twelve years, has 
been appointed manayer of the com- 
pany’s —_ in Detroit, effective De- 
cember During his stay at Louisville 
Mr. ae has increased the production 
of the office about 300 per cent. 




















HOME 
LIFE 
SERVICE 


means 





Continuous 
Helpfulness 
in 

Meeting 
Changing 





Conditions 


| 2 


Men and Women 
of ability, charac- 
ter and energy 
are needed for 
the task of main- 
taining this serv- 
ice and effecting 
a greater distri- 
bution of its 
benefits. 




















IFE Insurance Service 


ciency and dispatch. 


IBERAL Policy Con- 


the public’s present day 
needs. 


ROGRAM Insurance fa- 


IVIDEND Increases re- 


accruing from efficient man- 
agement as well as economic 
prosperity. 


INSURANCE COMPANY 


second to none for effi- 


tracts which fully meet 





cilities. 


flecting the advantages 


or) 
HOME LIFE 


OF NEW YORK 


256 BROADWAY 
NEW YORK, N. Y. 















































PRUDENTIAL’S MORTGAGE LOANS 
Figures First Ten Months 1926 Exceeds 
That for Similar Period 1925 
by $37,000,000 

Lending further endorsement to real 
estate as a medium for sound invest- 
ment, The Prudential during the month 
of October made real estate mortgage 
loans to the amount of $22,556,075, ac- 
cording to an announcement made by 
A. M. Woodruff, vice-president in charge 
of that departme nt. 

Of the amount loaned, which repre- 
sents investments made in both the 
United States and Canada, $18,814,525 
was on 2,396 dwelling houses and 141 
apartment houses. Farm loans made 
during the month reached a total of 
$2,136,750, while the remainder, $1,605,400, 
represents loans on city property other 
than those to be used for residential 
purposes. 

The trend toward individual home own- 
ership is graphically reflected in The 
Prudential figures. te a? ee: period 
from January 1, to October ¢ , inclusive, 
of this year, the nti ney Moe organiza- 
tion made loans totalling $123,218,001.90 
on 20,092 dwellings and 1,138 on apart- 
ment houses. This record exceeds that 
made during the similar period last year 
by nearly $37,000,000. During the first 
ten months of 1925 the total of loans 
made on dwellings and apartment houses 
was $806,383,488.90, this sum representing 
investment in 15,041 dwellings and 783 
apartment houses. 





SPRY AT 69 


Henry S. Spivey, of Arkansas, an Active 
Writer; Once with a Leading 
Dry Goods House 

Henry Speight Spivey, of Little Rock, 
Ark., is 09 years old and represents the 
John Hancock. 

As to his production Mr. Spivey has 
in less than seven months paid for ap- 
proximately $200,000 and says he will eas- 
ily pass the $300,000 mark for the year. 
In addition to this he has written a 
group case for $103,000. 

Mr. Spivey was born in Dardanelle, 
Arkansas, on July 1, 1857, claims he re- 
members the day and that it was hot, 
as,—well you know what. In _ recent 
years, or for the past 40, he has been a 
traveling man. Prior to his connection 
with Eakin & Williams he was with a 
leading wholesale dry goods house. 


WALTER LAWYER PROMOTED 

Walter Lawyer has been made super- 
intendent of the weekly premium agency 
of the John Hancock, at Fort Wayne, 
succeeding Arthur V. O’Connor who has 
been appointed assistant superintendent 
of the St. Louis office of the same com- 
pany. Mr. Lawyer has been assistant 
—— in the Minneapolis 
gency. 


Selecting Agents 


(Continued from page 7) 
ers in the state, ignoring all other talent. 
The results from this year’s work were 
no better than if he had selected from 
many classifications. 

Mr. Stevenson also said that he thought 
it a mistake for managers to devote too 
much time looking for super-men for the 
reason that the number of super-men is 
scarce. His advice is to go out to learn 
the men who will be moderately success- 
ful. , 

In throwing a light on how good a vo- 
cation life insurance is he said that at a 
managerial conference of the Equitable 
Life Society, attended by 350 men, most 
of whom made ; good incomes, Frank H. 
Davis had asked all who had earned 
$5,000 a year or more before going into 
insurance to raise their hands. Few 
hands went up. ; 

In discussing sates literature, he said 
thot literature cen help sell insurance but 
if that were all that were necessary 
there would be no need of agents. The 
best way is. for the agent to leave the 
lit eratsre +h the Nrocer — ¢ it will 
carry Saiee the a which the agent 
has ocen de.i 





















Recent stories in 

A Notable daily newspapers re 
Taxation cording details of the 

Case will of Mrs. Anna M. 
Harkness, widow of 

Stephen V. Flarkness, who was one of 


the early partners of John D. Rocke 
feller in the oil business lead “Points,” 
published by the Mutual Life, to make 
these comments: 

Mrs. Harkness died on March = 27, 
1926, and her will was admitted to pro- 
bate on April 6th. An inventory has 
just been published. ‘This estate case 1s 
remarkable for a number of reasons—its 
size, excellent condition and yet high 
shrinkage The value of the estate 1s 
set at $85,000,000, and on the condition 
of the estate the New York “Herald- 
Tribune” of October 17, 1926, makes this 
statement: “Not only its great bulk and 
liquidity but the high character of al- 
most all the securities composing it con- 
tribute to make the estate for which the 
inventory was filed one of the most re 
markable recorded for years.” The es 
timated taxes to be deducted—Ilederal 
and State—amount to $16,000,000, or al 
most one-fifth of the entire body of the 
estate. 

All estates are 


subject to charges, 
great or small. 


Under ordinary circum- 
shrinkage is almost © sure. 
Whether the shrinkage will be great or 
small depends upon the composition of 
the estate, local or national conditions, 
management and so on. The proportion 
of reduction indicated in’ this case is 
probably not likely to be the propor- 
tion in many estates, but it shows what 
may occur under even favorable condi 
tions. On the other hand, the propor 
tion may be as large—or even larger. 
The main point is, of course, that all 
estates, large or small, need life insur- 
ance protection to mect the certain 
charges and so relieve the estate of im 
mediate pressure that might lead to a 
further cut in the total—unnecessary and 


with ready cash on hand avoidable. 
+ x x 


stances, 


W. A. McPhail of 
Try This of the Paul Clark 
agency of the John 
Hancock has discov 
ered a new way. of 
obtaining a list of prospects. McPhail 
was driving down one of the streets one 
morning when a driver of another auto 
mobile dashed by and handed him some 
rough stuff cabout “taking off — his 
brakes.” Mr. McPhail took particular 
notice of the automobile license and 
stuck it into his pocket. At the same 
time he recognized the occupant of the 
car, as a comrade in the service whose 
name had slipped his memory. About a 
year later his thoughts reverted to the 
car number and after obtaining the name 
and. address from the Registration Bu- 
reau, called upon his friend and wrote 
him for $20,000. Nos Mr. McPhail is 
watching auto numbers and_ obtaining 
good results. 

. x ok Ox 


Driving Auto 


In a recent number 

Where To of “Field Service,” 

ind which is issued by 

Good Prospects the State Mutual 
Life, appears a num- 

ber of suggestions from which agents 
can obtain a number of prospects. They 
include policyholders, maturing endow- 
ment policies, those whose policies be- 
come paid up or whose incomes are re- 


». BUSINESS, 
“GERTERS 


maining constant or are increasing, age 
changes, those who have just reached 
insurable age, friends of | the insured, 
parents of children who play with your 
children or with your friends’ children, 
those who have secured their first job, 
recently engaved men, recently married 
men, homes where there has been a birth, 
homes where there has been a death, 
those contributing to the support of rela- 
tives, men who have received increases 
in salary or better positions, anyone 
one who makes a mortgage, anyone who 
received payment of a mortgage, all per- 
sons who are in debt, people who receive 
legacies, people who are just out of debt, 
men who have gone into business for 
themselves, men who are in_ business 
partnerships, parents planning the edu- 
cation of their children, men of means, 
to provide for cost of administration in- 
cluding Federal and State Inheritance 
taxes, executors’ fees and transfer 
taxes, people who are regular contribu- 
tors to charities, churches or benevolent 
societies, every insurable man, woman 
and child from the 14th to the 65th 
birthday. 
ta, 
General agent 
Personal Delivery Houze, of the Chi- 
Usually cago office of the 
Gets Business John Hancock  re- 
lates of the advan- 
tages of delivering booklets in) person, 
He states a case of one of his agents 
who delivered several booklets relative 
to insurance and also declarations and 
at the same time obtained an applica- 
tion for $15,000, collecting the premium 
with the application. This is quick and 
effective work and that which can be 
done once can be repeated in “personal 
delivery.” 
* * * 

The Kansas City 
agency of the John 
Hancock tells of an 
interesting story of 
an agent who had 
been in the business only thirty days. 
The case was a difficult one, calling for 
considerable diplomacy, and was han- 
dled by agent John W. Dueker, with a 
little assistance in the early stages. It 
was an cncouraging experience and 
should be a source of inspiration to other 
beginners in the field. The story is as 
follows: Mr. Dueker was given a $2500 
Term policvholder’s name, with instruc- 
tions to try to convert the policy. I had 
personally tried to do so a year ago, but 
with no success. Through clever hand- 
ling of the situation, and keen analysis 
of the prospect’s insurance needs, and of 
the peculiarities of his temperatment, 
agent Duecker not only converted the 
$2500 Term Policy into Ordinary Life— 
to which the disability clause was added 

but he also wrote an additional $22,500 
on the Ordinary Life Plan, including dis- 
ability. Further, in order to complete 
the program which was gotten up for 
the prospect, an additional $7500 will be 
written in the near future. The pros- 
pect originally contemplated having Mr. 
Dueker place this additional $7500 in 
some other company, on order to secure 
the disability clause—our limit of $25,000 
disability having been used up. How- 


Make Conversion 
Complete 
and Satisfactory 


ever, the prospect is now so “sold” on 

John Hancock that he recently stated he 

believed he would rather accept premium 

waiver instead, and confine his insurance 
to our company. 
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HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years 
next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 
are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 
are guaranteed by State Endorsement. 

A HOME LIFE POLICY BRINGS 

PEACE OF MIND TO THE 

MAN WHO LOVES HIS FAMILY 
BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, Secretary JOHN J GALLAGHER, Treasurer 

DR. E. BRYAN KYLE, Medical Director b 

INDEPENDENCE SQUARE PHILADELPHIA, PA. 























Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR 
Seventy-five Years of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


F. H. RHODES, President 
OPENING ALWAYS FOR RIGHT MAN 














PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 




















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 




















A LOYAL, EFFICIENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
have confidence and pride. Their value to their respective 
communities and their own individual success stand upon 


the service their company renders to its constituent mem- 
bers—the proving test. 


The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. To-day, 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 
contented field workers. 

They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 
to 70) and annuities, both for men and for women; Disability 
and Double Indemnity Benefits; policy loans in branch agen- 
cies, and all other features of service the Company deems 
justified. * 

They take a pride in building greatly upon a great past— 
a loyal, efficient agency corps successful for the Company 
and for themselves. 


Those who contemplate life insurance field work as a 
vocation are invited to write to 


The Mutual Life Insurance Company 


of New York, 


34 NASSAU STREET, NEW YORK, N. Y. 
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When a Man Marries 
He Should Insure 

SIR JOS. BURN WOULD MAKE HIM 

Statement of ae of British Insti- 


tute of Actuaries at Recent Conven- 
tion in London 





London, October 29.—The annual meet- 
ing of the Institute of Actuaries hz as just 
been held, and Sir Joseph Burn, in his 
presidential address, expressed his opin- 
ion that every man on marrying should 
be required to declare whether he had 
made proper provision for the future by 
way of insurance. 

“Tf,” said Sir Joseph, “a man leaves his 
wife and family unprovided for and at- 
tempts to lead a life of selfish pleasure, 
the law seeks him out and forces him 
to de his duty, while society generally 
regards him as beyond the pale of de- 
cency. But if he leaves his wife for 
good and all without provision having 
(as is often the case) spent his own 
income or more on his own pleasure, so- 
ciety appears to think it quite proper 
that the first charge on his estate shall 
be for the purpose of engraving his every 
possible virtue on his tombstone, so that 
the children he has impoverished may 
admire him and copy his example.” 

“Tf a man in poor circumstances ate 
to repletion and left an empty cupboard 
for his starving children, we exclaim 
in horror, but let him once be buried 
out of sight, and all the misery he 
brought on his family seldom caused 
anyone to point him out for what he was 

a greedy, selfish man. 

“My belief is,” continued Sir Joseph, 
“that what is needed at the present time 
is a great awakening of the nation’s 
mori d sense. Insurance should be 
taught in schools, it should be preached 
from the pulpits, it should be analyzed 
and studied by professors, it should be 
trumpeted by the press and proclaimed 
by every possible means of publicity.” 

He also suggested that the time was 
apropos for another convention of the 
International Actuarial Congress. 


UNIQUE NOVEMBER CAMPAIGN 
To celebrate its sixth anniversary the 
Ontario Equitable Life of Waterloo, 
Canada, is staging a unique campaign 
during the month of November. iit is 
called “The Battle of November,” and 
all operations are described by mo 
terms. The field force is divided into 
three “divisions,” eastern, central and 
western, each of which are in charge of 
a “general officer commanding.” Every 
agency is a “battery” in charge of a 
“major,” with various officers such as 
lieutenants, captains, sergeants and cor- 
porals. 





OUT FOR RECORD NOVEMBER 

Members of the Edward A. Woods 
agency of the Equitable Life Assurance 
Society, at Pittsburgh, are working hard 
to establish a new high record for No- 
vember. To do this the recérd of No- 
vember, 1923, in number of applications, 
1,171, will have to be surpassed; 


also the 
1924 record of volume, 


$6,162,454. 


NEW GROUP SUPERVISOR 


EK. B. Cromwell, of the H. S. Miller 
agency of the Equitable Assurance So- 
ciety at Baltimore, was recently appoint- 
ed resident group supervisor for the Bal- 
timore territory. He has been associated 
with the Equitable since 1919, and has 
been a member of the Quarter Million 
corps since 1920. His production for the 
past three years has been more than a 
half million annually. He has written 
several groups in Baltimore. 





HAlcurT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 








HOME OFFICE APPOINTMENT 


John C. Slattery has been appointed 
manager of the publicity department of 
the Guardian Life. Mr. Slattery was for 
a number of years engaged in sales pro- 
motion work on the staff of the Evening 
Journal, and his experience which he has 
gained ‘in newspaper work, will enable 
him to inject many new and helpful ideas 
in the sales promotion work of the 
Guardian. He succeeds Christopher 
srooks, who resigned to accept a sales 
promotion managership position on the 
staff of “Good inane anticline 


ELECTION OF OFFICERS 


The Jackson Life Underwriters’ Asso- 
ciation of Miss., have elected the fol- 
lowing officers for the ensuing year: 
president, A. G. Gainey of the Reliance 
Life; vice-president, Robert Smith of the 
American National Life, and secretary, 
E. Golden of the New York Life. E. I 

sradshaw and A. W. Carraway, the re- 
tiring president and secretary, were giv- 
en a vote of thanks for their services 


and good work during the year just 
closed. 


LICENSED IN MASSACHUSETTS 


It has been announced that the Bank- 
ers’ Reserve Life of Omaha, Neb., has 
been licensed in Mz issachusetts. 














The Colonial Life Insurance Company of America 


Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 
Ordinary Life Policies— 
All forms of Life, Limited Pa 


’ ( ment and Endowment, containing attractive 
and novel features, with High 


alues at Low Cost. 
Give Agents Unusual Money-Making Opportunities 








Officers 
Geo. T. Smith, Vice-President E. J. Heppenheimer, President 
Chas. F. Nettleship, 2nd Vice-President 


Home Office—Jersey City, N. J. 


4 C. Wise, Treasurer 
. Drown, Secretary 
































NEW ENGLAND MUTUAL LIFE | 
INSURANCE COMPANY 


Chartered 1835 BOSTON, MASS. Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a duty and Enjoy a Privilege. 


Do our standards appeal to you? 

















Life’ - 








Representative Men 


Represent Missouri State Life 


ALESMANSHIP and Service are twin factors in 
modern day insurance selling. 
ditional “solicitor” 
today demands representative men—men of intelli- 
gence, integrity and industry. 


The Missouri State Life prides itself on the fact that its 
representatives are truly representative men — men 
schooled and trained in the art of successful insur- 
ance selling. Through its Educational and Sales Re- 
search Departments the Company keeps its men thor- 
oughly equipped with the most modern and approved 
methods of insurance salesmanship and service as 


related to each of its allied lines — Life, Accident and 
Health, and Group. 


It is this spirit of helpfulness on the part of the Home 
Office reciprocated by a fine spirit of cooperation on the 
part of its representatives in the field that has made the 
Missouri State Life the great, growing institution it is. 


Always room for more good representatives. 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 
Accident’ - 


The day of the tra- 


is gone. The life insurance business 


Home Office, Saint Louis 


Health - Group 
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Eubank Says Agents 


throughout the country have harped on 





the evil of the ‘part-time’ agent in our 





Oversell “Service” 


SAYS THEY POSE AS EXPERTS 


business. We have tried every manner 


: of means within our power to stamp out 
2 8 0 0 0 P R O S P E, C 7 S ‘part time-ism,’ the man who earns his 
bd 








living in a different business, and who 








pene secures a life license, and preys upon the 

Talks at Toledo on Insurance Trusts; DURING THE MONTH OF OCTOBER, “Policy efforts of those men who are devoting 

Pleads for More Cooperation - Holders’ Month,” salesmen of this Company their lives to an honorable business. By 

Bet Lif d Trust Companies the names of 28,000 prospects for this | do not mean the man who, through 

ce panei E were given e h sd force of circumstances, has been’ com- 

The address of Gerald A. Eubank, of life insurance furnished by policy olders. pelled to come into our business gradu- 

Hart & Eubank, New York general _OP - ally, and undertakes actual work and 

saan of range antl Life, to 200 life un- THIS SPLENDID CO-OIF ERATION of , study and selling in his spare time, until 
derwriters and other guests of the Com- holders was but one result of Bankers Life 


he is able to finance himself and feels 


mercial Savings Bank & Trust Company Direct-Mail Advertising which is at work day qualified to come in the business to stay; 


of Toledo, Okio, November 10, was no- 
table in that it presented a new slant : 4 
on life insurance selling and insurance in their work. 


trusts. It was a frank, courageous and 


in and day out to help Bankers Life salesmen and not just to write his business asso- 


ciates, relative, or someone to whom he 
owes money. And notwithstanding the 





a frank, : fact that we have fought the ‘part-timer’ 
able discussion of a highly important BAN KERS Le FE C OMPANY 


in our business, many of us who claim to 





subject, the theme being “Overselling 


Service.” He deplored the fact that GERARD S. NOLLEN, President 


Established 1879 








be specialists, experts and professional 
men, are really just about the same as 
Des Moines, lowa ‘part-timers,’ ‘quacks,’ ‘fakirs,’ and the 
like. We are overselling our service. We 














are accepting pay for products we can 











never deliver. Why? How? In just 





produced a quarter million were the ex- 
ception rather than the rule. Today we 
find a public educated in a large meas- 
ure to the benefits of life insurance and 
we find agents selling insurance who are 
comparable, as a class, with the highest 
type of citizenship in every community 
in which they operate. I am not one of 
those who wish to see the day when 
life insurance salesmanship will be clas- 
sified as a profession. I shall forever be 
content to see it termed that great Amer- 
ican institution which has made our 
country the outstanding leader among 
the nations of the world, namely, ‘busi- 
ness.” No greater satisfaction or honor 
can come to any man than to be known 
and recognized as a successful American 
business man. 
Word “Service” Overworked 

“Now what are we doing as life insur- 
ance salesmen to bring to a needy and 
hungry people the great things we have 
to offer? Where are we on salesman- 





this way. 


ship? The time is fast approaching Posing as Experts in Other Lines 


when the men who sell life insurance 


will be called upon to show their cre- We ahi age aoe nye insur- 
dentials as successful business men, Can  @"ce—nothing clse et many of us are 
we qui lify ? We are essentially ‘sellers attempting to sell our clients expert ad- 
of service” Are we giving full measure V'ce on drawing wills, creating trusts, 


of our product—service? Or, are we © oa se — a rt Sor judicial 
‘Boxte : , 
‘overselling’? Can we deliver all the oe ie co W 7 not , ‘ Tea Pend Ses 
“a 

service we are claiming to sell? We are crested in, and are paid for performing 


certainly getting paid for what we claim but one service—selling life insurance. 


to: ae. Kan oe Geieet? 1 an eee That is our principal business—our one 
we are approaching the danger mark, and SOurce, of profit. Yet we pose as ex- 
unless we change our course, we are li- perts in these many other lines above 
able to find ourselves discredited as hon- ™entioned. We actually are spending a 


rs " rpes e j > ae 2c acce 
est and successful business men. ‘Serv- great oye cil graye tip Rg sor 
ice’ is the most overworked and abused ™" parr; sooo: it Some Id wtiliz ses DuUSsI- 
word in our business today. It is prob- "SS yy tat we could utilize in sell- 
ably so in all businesses, but tonight I ing more tte insurance, and consequent- 
am talking of our business only. Are ly in making more money, more success, 
you who are present adding to the load better business. What do you think the 


which the word ‘service’ is already car- lawyers, the trust companies, the public 
bestia ; ial ia , accountants, the tax specialists think of 
rying? Let us hope not. 
- us ‘part-timers’ in their business or pro- 
The “Part-Time” Agent fession? Think it over. 
“For many years life underwriters “From the purely selfish point of view 


—how can we afford it? We make our 














GERALD A. EUBANK 


money through selling life insurance. Our 


GROWING AND SATISFYING — .’ |  insurine‘tives: “Sciling He wngurmnee 


our business. Let’s stick to that exclu- 


The Equitable Life of Iowa his increased its paid-for production for the rps ly. Pi ee try to perform the work 
: ; c . . 2 of qualified attorneys, trust companies, 
many life insurance salesmen are posing first ten months of 1926 over the same period in 1925 by 30.8%. and accountants. These people are all 
dl tna experts and a a tally The acid test of the satisfaction of policyholders is based on repetition of entitled ~, and fully =". for, ‘er 
others the impression that they are tully les The Equitable Lif I : : : is _ ‘ eu, rying on their Own altairs nsteac oO 
qualified to deal with all manner of in- a rile: : sh of Iowa, in apne of a large ee ee ee ee competing with them, let’s cooperate 
tricate questions incidental to the crea- duction, has written 32.8% of all new paid-for business during the first ten with them. 
ally life Ragone — His re- months of the year on the lives of old policyholders. Duty to the Community 
marks were in part as follows: : , : : 
1 ir gana Ra hice The Equitable Life of Iowa offers its agents unusual opportunities to develop “IT am one of those men, old fashioned 
We live in a country which is being . , aR Se perhaps, who believes that a trust com- 
awakened to the great value of life in- a clientele that will buy additional life insurance fro n year to year. : t ae 


surance. Our people as a whole almost 
admit the necessity of the product we 


pany has a legitimate place in our com- 
munity affairs. I believe that officials 


sell in their plan ‘of life and mode of E Q U I T A B L E L I F E and employes of trust companies are, on 


living. Everything seems to be in our 


been in the 


the whole, just about as honest and effi- 


INSU AN M cient as are officials and employes (in- 
favor. Are we taking advantage of our PANY cluding agents) of life insurance com- 
new opportunities? I have 


panies. I am convinced that the officials 
life insurance business twelve years only, O F I O W A of local trust companies are more fa- 
but I can well remember when an agent 


who produced one hundred thousand of 


miliar with, and consequently more ef- 


0 pI | FOUNDED 1867 ficient in dealing with, local business 
paid life business in a year was con- 





sidered a success, and When men who 


conditions, than are officials of a life in- 








(Continued on page 15) 











BUSINESS IS GOOD IN SOUTHERN PENNSYLVANIA 


In that realm of southwestern Pennsylvania where Steel is King, business 
is booming these days. 

Lincoln National Life agents with their opportunity to write neat fitting 
contracts on a range of risk acceptance from age one day old to seventy years 
and upon sub-standard lives are getting their share of the good times. 

District Agency opportunities NOW in Armstrong, Butler, Beaver, Indiana, 
Cambria and Somerset Counties. 


ink uP (wr tHe (LINCOLN) 


in 
SOUTHWESTERN PENNSYLVANIA 
Address Either 


J.R. KINNEMAN, General Agent 
1413 First Nat. Bank — Pittsburgh, Penna. 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 





























More Than $450,000,000 in Force 

















Lincoln Life Building Fort Wayne, Indiana | 





Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 











The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
‘cational Supervisor, is assisting in the devel- 


opment of new agents. 
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Sanborn Talks On 
Business Insurance 


ADDRESSES BERLET MEETING 
C. W. Anderson Agency Associate Says 
It Is Study of More Than 
Just Adaptable Policy 








Ralph Sanborn, associate general 
agent of the C. W. Anderson & Sons 
agency, State Mutual Life, New York 
city, was the speaker last Friday at the 
ninth meeting of “Jack” Berlet’s Money 
Making Sales Talks, at the Guardian 
Life’s agency offices, Philadelphia. Mr. 

Sanborn discussed business insurance of 
which he has a first-hand practical 
knowledge. He touched upon some of 
the points he believes an agent should 
know before attempting to write busi- 
ness insurance. His remarks follow in 
part: 

“To sell business life insurance it re- 
quires a 90% knowledge of business and 
a 10% knowledge of life insurance. 
Don’t think for a minute, however, sug- 
gested the speaker, “that anybody can 
proceed on the subject of business life 
insurance with such an_ infinitesimal 
knowledge of life insurance as 10% may 
convey. 


What Business Insurance Is 


“Business life insurance is the study 
of more than just the adaptable policy,” 
said Mr. Sanborn. “The basic need and 
how it reveals itself to you is a study 
of balance sheets, a study of the sub- 
ject of good-will as it may pertain to 
each individual 


case you may have or 
all cases. It involves a drawing of 
trusts, to enact a business or the dis- 


tribution of liquidating funds. It in- 


volves a knowledge of financing and I 
cannot underline that too many times. I 


mean by financing what problems have 
those firms to whom you are talking; 
what financial problems have they got 
to solve before they can listen with a 
ready ear to what you have to offer, and 
your offerings may incidentally, if you 
are intelligent on that particular point. 
Your solution may assist them if you 
get it across right. I ask in prefacing 
this, do you make it a habit and _ this 
is all incidentally with the idea of as- 
suming that you are interested in busi- 
ness life insurance. I am talking in a 
clinical way and not as an instructor. Do 
you make it your business to read finan- 
cial journals? I don’t mean the “Wall 
Street Journal,” “Success” or “System,” 
but IT mean, do you pick up whatever 
paper in Philadelphia, that may corre- 
spond to the “Wall Street Journal,” or 
the Boston News Bureau, or do you 
make it a practice of going right down 
through the business section of your 
evening paper? I don’t want to pile a 
lot of reading on .you but you can at 
least find information there. 

“T plead most heartily that if you are 
going to write business life insurance for 
those who hope to go on down through 
the years interesting ourselves in it, that 
you make every effort to write it in such 
a way that it will never kick back on 
you.” cautioned Mr. Sanborn. “Now 
bear in mind when you sell a man an 
individual policy, either to be placed on 
trust or accrue on the basis of some op- 
tion settlement to his widow, she invari- 
ably is unfamiliar with the details in 
connection with the transaction. I say, 
‘most often is unfamiliar,’ but bear in 
mind that when you sell or contract 
business life insurance, in nine cases out 
of ten, at least one of the men is rvoing 
to sit in, and invariably it will be more 
than one, and you come around with 
your contract on a hop-skip and jump, 
the same as you do with a death claim, 
with a solemn look on your face, but 
with a thought about the prospe cts you 
are going to get. The widow takes 
what you give her. She doesn’t know 
anything about the contract, and you 
have done a pretty good job; but you 
go around to a business corporation and 
present a check that is going to start 
to execute an agreement that you have 
drawn up, and they find you have rec- 


ommended 
done.” 


Mr. Sanborn suggested a questionnaire 
to be used by the agent when soliciting 
business insurance. It consists of thir- 
teen questions dealing with such items 
as the nature of an organization, partner- 
ship or corporation, number of partners, 
ete. 

The speaker at last Tuesday’s meeting 
was James A. Tyson, associate general 
agent of the Equitable Life of Towa. His 
subject was “Programming.” There was 
a good crowd at both meetings. 


something that cannot be 





NEW PACIFIC COAST AGENCY 
Equitable Life of lowa Open Branch at 
San Diego, Cal.; D. S. Kruidenier 
Made General Agent 


The Equitable Life of Towa announce 
the opening of a new agency at San 
Diego, Cal., and the appointment of D. 
S. Kruidenier as general agent. Mr. 
Kruidenier has made a study of life in- 
surance for several years and has made 
an exceptionally good record as an or- 
ganizer. His entire business career has 
been devoted to selling and the company 
looks forward to the development of the 
new agency under his supervision. 

An Towan by birth, Mr. Kruidenier be- 
gan his business career in Des Moines. 
During his residence in this city he was 
widely and favorably known in business 
circles. An alumnus of both Drake Uni- 
versity and the Colorado School of 
Mines, he served as a member of the 
board of trustees of Drake University 
and was a member of the Rotary, Des 
Moines and Wakonda Clubs. 


MUTUAL LIFE CHANGES 

H. W. Spence Made Manager of Grand 

Rapids Asency: P. H. Lowrey Suc- 

ceeds A. P. Ballou at Louisville 

H. Wibirt agp nt will assume man- 
agership of the Grand Rapids agency of 
the ee al Life of New York on Decem- 
ber 1. The company has recently made 
some radical changes in Grand Rapids 
and has greatly altered its territorial 
boundaries. Mr. Spence is famiilar with 
the conditions and problems of construc- 
tive work peculiar in the Grand Rapids 
field. a Nha | 

The Grand Ranids agency consists of 
39 counties in Michigan, a number of 
these heing counties of the Southern 
Peninsula recently added. Mr. Spence’s 
headquarters will be in the Building and 
and Loan building. 

Perrin H. Lowrey, 
the Memphis. Tenn., 
pointed as Mr. Ballou’s suecessor, who 
has been transferred to Detroit. Mr. 
Lowrey became connected with the com- 
panv in 1920. In 1922 he was made a 
district manager. He is a_ successful 
producer. and has qualified five times 
for the $250.000 Field Clnb. He will be- 
gin his work in Louisville on December 


1. lis headquarters will be at 312 South 
Fourth street. 


district manager in 
ficld, has been ap- 


E. D. DUFFIELD HONORED 


Made Member of Old Guard of Pruden- 
tial; Presented With Certificate of 
Membership; Reception Follows 

Edward D. Duffield, president of The 
Prudential, was made a member of the 
Old Guard of the company this week in 
observance of the twentieth year of serv- 
ice with the company. Presentation of 
the certificate of membership in Class D 
of the Old Guard was made at a recep- 
tion at the home office of the company. 
The reception was attended by senior 
and junior officers and department heads. 

‘he honor group is composed of vet- 
erans in the service of The Prudential. 
It was instituted by John F. Dryden. The 
certificate was signed bv all The Pruden- 
tial senior officers, who also had signed 
a testimonial letter extolling the presi- 
dent for hig service to the company. 





TAKES HOME OFFICE COURSE 
William T. Reynolds has resigned as 
assistant cashier of the Richmond, Va., 


office of The Prudential and has gone 
to the home office for a six months’ 
course of study with a view of master- 


ing details of the business there. At the 
expiration of that period he plans to re- 
turn to Virginia and to do supervisory 
work with Prudential agents in that 
field. He entered the Richmond office a 
few years ago after finishing a course 


at the Virginia Military Institute and 
has devoted his entire time to office 
work. He is a son of Thomas P. Rey- 
nolds, Virginia manager for The Pru- 


dential, in — of the Richmond office. 





Agents Over-£ ell Service 
(Continued from page 14) 
surance company with headquarters in 

New York or Philadelphia, or Boston. 

“You men who are selling life insur- 
ance in this community, to men = and 
women who make their money here, who 
live here, and are part and parcel of 
the city, owe a duty to your community 
beyond just selling life insurance and 
earning a commission therefor. 

“No man can hope to be rated as a 
success unless he has made good in all 
relations of life that have come to him.” 

In concluding his remarks, Mr. Eubank 
pointed out what he conceives to be the 


chief obstacles that lie in the path of 
the life insurance agent. 

“T know each and every one of vou 
before now has seen the great danger. 
Let’s act before it’s too late. Here we 
have in our own community trust com- 


panies whose officers are qualified by ex- 
perience; institutions which live forever 
(unlike individuals as you and I who die 
on the slightest pretext) and which make 
a business of doing expertly, the things 
we have been trying to do in an ‘ama- 
teurish’ way in conserving the estates 
which we are so instrumental in creat- 


ing. In every sale we make, let us try 
to make complete delivery. Life insur- 
ance is our business and that of our 


” 
company. 








of service inaugurated at its birth. 


Springfield, Massachusetts 

















Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. 


would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 
During all these years this institution has faithfully maintained the spirit 


To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


They conceived an organization that 


Organized 1851 














not MUCH 


Argument 
about This: 


“Choose 
rather to 
leave your 
children 
well instructed 
than 

Rich 

for the hopes 
of the 
Learned 

are 

Better than 
the Riches 
of the 


Ignorant” 
— Epictetus 


and NO 
argument 
with the 
Educational 
policy 
through— 


Organized 


Service 


The Keane-Patterson Agency 
Massachusetts Mutual 
Life Insurance Company 


225 West 34th St., New York City 
Chickering 2383-7 
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UNEMPLOYMENT INSURANCE IN 
AUSTRALIA 

From all recent reports Australia ap- 
pears to have gone state insurance mad 
and all sorts of projects are being shoul- 
dered by the various state and common- 
wealth governments. The last to come to 
notice is a comprehensive scheme for 
unemployment. 

Establishment of an unemployment 
council for the commonwealth, and a 
system of insurance against unemploy- 
ment, are recommended in the second 
progress report of the Royal Commis- 
sion on National Insurance. 

A summary of the recommendations is 
as follows: 

(a) That an Unemployment Council, 
comprising representatives appointed by 
the Government, the employers’ organi- 
zations, and the trade unions, be con- 
stituted—To establish and supervise a na- 
tional system of employment bureaux 
throughout Australia; to regulate and su- 
pervise the existing private labor ex- 
changes; to collect, tabulate, and ana- 
lyze detailed statistical data as to the 
supply of, and demand for, employment 
in the various industries throughout the 
year; to conduct special inquiries as to 
the incidence and causation of unemploy- 
ment in the various industries; to co- 
operate with private employers, Govern- 
ment departments, and local authorities 
in an endeavor to provide avenues of em- 
ployment and to regulate the demand for 
labor; to co-operate with the education 
departments in an endeavor to institute 
an effective and extensive system of tech- 
nical training; to co-operate with the 
immigration departments with respect to 
the employment of immigrants; and to 
regularly furnish detailed information as 
to the trend of employment. 

(b) That a system of insurance against 
unemployment be instituted to meet 
those risks which are found to be un- 
avoidable, and where assistance to neces- 
sitous cases is warranted. 

The Commonwealth statistician, it is 
reported by the Commission, has esti- 
mated that, on the basis of an average 
rate of 7% unemployment in Australia, 
the following rates of contribution would 
provide for the payment of unemploy- 
ment benefit to insured members on the 
assumption that—(a) the benefit started 
from the commencement of unemploy- 
ment; (b) the right to benefit com- 


menced at the date of insurance; (c) 
benefits were payable irrespective of the 
duration of unemployment: 


Weekly contribution required 
Umemploy- when benefit is supplemented 
ment benefit by child allowance of 
per week 4s per weck, 5s. per week, 
a. a. d, 
ae sasww es eee 1 10 1 11 
OS: -cegsuweaes 27 2 8 
WE: swniveeeas 3 4 3.5 


IS FULL TIME SECRETARY FOR 
INSURANCE ADVERTISING CON- 
FERENCE ADVISABLE? 

Only by being in close contact with 
the Insurance Advertising Conference is 
it possible for one to get a real picture 
of the amount of work this comparative- 
ly new organization is doing for the gen- 
eral advancement of the best interests 
of insurance in its various fields and the 
importance of this work. Then, too, 
there is the picture of the possibilities 
of extending its readily recognizable use- 
fulness through placing at its disposal 
man power to carry on the details of the 

Conference program. 

At the present time the work of the 
Conference is handled by encroaching on 
the time of its president and secretary 
(and the results obtained are worth the 
time given to it), who have important 
posts to fill in their respective company 
advertising, publicity, sales promotion 
and business development departments. 
This the incumbents have been willing, 
and are willing to undertake, counting 
it their sacrifice to the general cause. 
The question which naturally arises is 
whether they should be expected to con- 
tinue this work when the growing 
amount of it is taken into consideration. 

The Insurance Advertising Conference 
is going somewhere, and in the wake of 
its progress there will be found a gen- 
eral betterment of the understanding of 
insurance among officials and agents, and 
in the mind of the public, which neces- 
sarily is reached through its activities. 
This latter will be increased through the 
channel of Public Relations which the 
Conference now has before it. 

For many years the question of pub- 
licity departments did not claim much 
of the attention of company exccutives, 
but in the new day of insurance, when 
the need of its presentation in such a 
manner as will readily give the purchaser 
of indemnity an understandable picture 
of its procedure, the importance of mak- 
ing most easy the work of their adver- 
tising and publicity departments should 
commend itself to the company execu- 
tives. 


CUTS OUT HOSPITAL POLICY 

Following in the footsteps of the Na- 
tional Surety, Maryland Casualty and 
Inter-Ocean Casualty of Cincinnati, the 
Commercial Casualty this week discon- 
tinued the writing of all individual hos- 
pital policies. This action is based on 
the company’s experience that it is im- 
possible to insure healthy persons or to 
prevent the unhealthy from buying the 
policy. The policy will be continued on 
the group plan, however, covering groups 
of not less than 25, 





FRED L. GRAY CRITICALLY ILL 

Chicago, Nov. 16—Fred L. Gray, gen- 
eral agent of the London Guarantee & 
Accident, in Minneapolis, is critically ill 
in a hospital in that city. 


CARL INGRAM ASS’T. MANAGER 
Chicago, Nov. 16.—Carl Ingram has 
been appointed assistant manager of the 


Western department of the Westchester 
Fire. 


MISSOURI “COMP” ACT SIGNED 





Governor Baker Issues Proclamation; 
Names Alroy S. Phillips As Chair- 
man of Commission of Five 
St. Louis, Nov. 16—Governor Sam A. 
,aker today issued proclamation declar- 
ing the workmen’s compensation act ef- 

fective. ; 

He named the following commission: 
Chairman, Alroy S. Phillips, St. Louis, 
Republican, for four year term repre- 
sentative of employers; Everett Richard- 
son, of Granby, a state oil inspector, for 
six year term; Orrin Shaw of Jefferson 
City, Democrat, for two year term; State 
Senator Larry Brunk, of Aurora, secre- 
tary, now secretary, public service com- 
mission; and Doctor George Auerswald, 
of DeSoto, medical- adviser, now state 
pure food and drug commissioner. 

Mr. Phillips will resign immediately as 
Federal prohibition administrator for 
Missouri and Kansas. He has been a 
worker for compensation since 191], first 
as state senator and later as attorney for 
the Missouri Federation of Labor. 


HOLCOMBE STAYS WITH BUREAU 

Chicago, Nov. 17.—An attempt to tie 
up John Marshall Holcombe of the Life 
Insurance Sales Research Bureau with 
the National Association of Life Under- 
writers has not been successful. 

The National Association, acting 
through former President Frank L. 
Jones, wants the full time of Mr. Hol- 
combe in an executive capacity to put 
the association on a new basis of ef- 
ficiency. Mr. Jones saw some of the 
Bureau committeemen while here. The 
proposition was first broached to Mr. 
Holcombe at the time of the Atlantic 
City convention when Frank L. Jones, 
Paul Clark and others saw Holcombe. 


MAKE PROGRESS ON NEW ASS’N. 

Chicago, Nov. 17.-—A. Duncan Reid, 
president of the Globe Indemnity, has 
written companies that of 37 companies 
invited to attend the November 30 din- 
ner to organize the proposed casualty 
executives’ association only one president 
has not answered in the affirmative, so 
it looks as if the new association will be 
launched. 


SMART SUCCEEDS ZACHARIAS 

At his own request Melvin H. Zach- 
arias, of the Equitable Life of Iowa, has 
been relieved as general agent for the 
company at Detroit, but will continue 
with the company as special representa- 
tive. F. A. Smart, director and_ vice- 
president of the George H. Beach Co., 
of Detroit, and who, since he has been 
connected with that corporation, has been 
its lcading producer in volume of busi- 
ness, has succeeded Mr. Zacharias. 





NEW CASUALTY CO. FORMED 


Chicago, Nov. 16.—A new million dol- 
lar casualty company has been organized 
in Chicago with William Lawson, of 
Smith, Lawson, Combes Co. as president 
and J. B. Combes as secretary-treasurer. 
It is the Equitable Casualty and Surety 
Company. 





Ethel R. Vinson, who last week in this 
city became Mrs. Rutherford Lawrence, 
and who for some years has been run- 
ning a successful insurance agency in 
Houston, Tex., will sail for Texas on 
November 20. Mr. and Mrs. Lawrence 
have been extensively entertained here, 
among her insurance hosts being Ernest 
B. Boyd of the Yorkshire and London 
& Provincial. Mrs. Lawrence informs 
The Eastern Underwriter that her 
agency is to be continued by her. Ruth- 
erford Lawrence—Bennett or Galsworthy 
undoubtedly feel like appropriating that 
name for one of their new novels—is:a 
New Yorker of an old family who went 
to Texas several years ago and has made 
a success handling freight and other 
matters on the docks and piers of Hous- 
ton. The wedding was performed at the 
Little Church Around the Corner, 








The Human Side 




















George W. 
Munsick, the 
latest addition 
to the director- 
ate of The 
Prudential, has 
under his su- 
pervision the 
activities 
of 25,000 field 
rep fe 's.en- 
tatives in this 
country and 
Canada. His 
acquaintance is 
quite amazing; 
his travels ex- 
tensive; his 
knowledge of 
insurance deep 
and  compre- 
hensive. Just 
GEORGE W. MUNSICK what makes a 

vo fine agency 
executive is pretty hard to define. The 
present writer knows most of them and 
they are as varied in their characteris- 
tics as any set of men could be. Some 
are good mixers; others a little bit un- 
bending. Some are good talkers; others 
talk as little at agency meetings as they 
can get away with. Mr. Munsick has 
many qualities which in their composite 
have linked him up to the great Pru- 
dential agency force in a chain of under- 
standing, sympathy and good will. 

For forty-four years Mr. Munsick 
has been a part of The Prudential or- 
ganization. He began as a clerk when 
the company was a child of seven years. 
He has had as many business thrills as 
a man can get as he has seen the com- 
pany go so far and in being associated 
with so many outstanding personalities. 

In January, 1888, Mr. Munsick was 
made an assistant auditor and since that 
time has been, at various intervals, a di- 
vision head, a manager, an assistant sec- 
retary and an executive officer. Since 
February, 1918, he has been in charge 
of the field force, which has expanded 
until it now numbers 390 superinten- 
dents 2,492 assistant superintendents, 17,- 
517 agents, 65 ordinary managers, 2,229 
special agents and 2,227 field clerks, a 
total of 24,920 men and women. 

Mr. Munsick is a native of Pennsyl- 
vania, but has lived in or near Newark 
since his early boyhood. He now 
makes his home at Maplewood, N. J. 

ee 


Edward A. Woods, famous general 
agent of the Equitable Life Assurance 
Society in Pittsburgh, while here in New 
York this week, attended a meeting of 
the joint thrift commission of the Na- 
tional Association of Life Underwriters 
of which he is a member. Plans were 
approved at this meeting to make a na- 
tion-wide drive in January for the fur- 
therance of thrift in life insurance, one 
of Mr. Woods’ suggestions being that 
the companies should take an active part 
in the campaign. Together with Dr. 
John Alford Stevenson, vice-president of 
the Equitable, he will map out his com- 
pany’s activity along these lines next 
week in Pittsburgh. Others present at 
the meeting were Graham C. Wells, 
chairman, Clinton Wells, Vincent B. Cof- 
fin, Winslow Russell, William A. Searle. 
Everett M. Ensign, John A. Goodell and 
J. Robert Stout, representing the Y. M. 
C. A. and B. H. Fancher, vice-president, 
Fifth Avenue Bank. 

x ok x 


Everett C. Willson, president of the 
Burr Printing Company, publishers of 
“The Hartford Times,” has been elected 
a director of the Travelers, the Travelers 
Indemnity and the Travelers Fire. He 
fills the chair occupied up to November 
27, 1921, by the late Willie O. Burr, edi- 
tor of “The Hartford Times,” and after 
his death occupied by the late Charles 
Hopkins Clark, editor of “The Courant. 
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Westerners Oppose 
Acquisition Cost Idea 


REPLY TO SUPT. BEHA’S TALK 


Commissioners Meet at Los Angeles; 36 
States Represented; Discuss Fra- 
ternals and Auto Fleets 


Los Nov. 16.—Addressing 
what he stated was the largest conven- 
tion in point of attendance held in years, 
President Harry L. Conn of the National 


Convention of Insurance 


Angeles, 


Commissioners 
brought the meeting here to order Mon- 
day morning. Following the roll call, 
which revealed that 36 insurance depart- 
ments were represented, the address of 
welcome was delivered by George I. 
Cochran, of Los Angeles, president of 
the Pacific Mutual Life. The he er 
was made by First Vice-P resident “ M. 
Henry, insurance commissioner of "Mis. 
sissippi, who was introduced as the old- 
est active commissioner in the United 
States. ; 

The official business of the convention 
got under way with the address of Presi- 
dent Conn, who devoted his address to 
the various problems confronting insur- 
ance as a whole. His address is pub- 
lished in the fire and casualty depart- 
ments of this issue. 

Following Mr. Conn’s talk, the meet- 
ing was addressed on the subject of ac- 
quisition cost control by Insurance Su- 
perintendent James A. Beha of New 
York, who gave a complete history of 
the subject, quoting various insurance 


movements that have been made in New, 


York and elsewhere for the purpose of 
regulating the acquisition cost factor. 
Supplemented with facts, data, and statis- 
tics compiled from many sources, Mr. 
Beha’s talk was considered one of the 
most thorough reviews of the matter 
ever presented to a body of insurance of- 
ficials. Mr. Beha’s address will also be 
found in the fire and casualty sections 
of this issue of The Eastern Underwriter. 


Westerners Oppose Idea 


At the conclusion of Superintendent 
Beha’s talk a few minutes for discussion 
were allotted to Commissioners Ray A. 
Yenter of Iowa and Jesse G. Read of 
Oklahoma. Mr. Yenter stated that due 
to the peculiar population problem of 
New York City as compared to the rest 
of the United States, it seemed exceed- 
ingly likely that laws passed i in New York 
State to re gulate acquisition costs might 
be inapplicable in other lessly populated 
areas of the country. In furtherance of 
his statement that the laws of New York 
might conflict with other state laws Com- 
missioner Yenter quoted the anti-com- 
pact statute of Iowa, which “prohibits 
the formation of trusts or combinations 
for the purpose of controlling rates for 
insurance, the amount of commission to 
be allowed agents for procuring same or 
the manner of transacting the insurance 
business within the state.” 

Mr. Yenter concluded by pointing out 
the problems his department would be 
confronted with if the measures advo- 
cated were generally accepted. His dis- 
cussion was followed by that of Jesse G. 
Read of Oklahoma who made it clear at 
the outset that he opposed strongly some 
of the principal points previously made 
by Supt. Beha, Commissioner Read 
stated that in his opinion insurance de- 
partments should re frain as far as pos- 
sible from interfering with the domestic 
affairs of insurance companies, exercising 
only at all times a reasonable super- 
vision and avoiding except in rare cases 
any attempt at regulation or fixing of a 
scale of commissions which shall be paid 
to various classes of company repre- 
sentatives who have to do with the ac- 


quisition of business in the field. This 


is really a domestic matter Commission- 
er Read contended. 
Beha’s Plan Goes to Committee 

Following the discussion it was ruled 
that the matter be referred to a com- 
inittee for action. This committee was 
slated to meet Thursday afternoon, No- 
vember 18. 

Monday afternoon was devoted exclu- 
sively to committee meetings. The sec- 
ond ‘business session convened Tuesday 
morning. Business at this meeting in- 
cluded the report of Secretary-Treasurer 
Joseph Button of Virginia and a report 
relative to the National Council on Com- 
pensation Insurance by Clarence W. 
Hobbs, special representative, and former 
insurance commissioner of Massachu- 
setts. As a result of this talk, likewise 
published in the casualty department of 
this issue, a special committee was ap- 
pointed to investigate the coal mine com- 
pensation insurance situation in Virginia. 

Another feature of the Tuesday meet- 
ing was the address of Commissioner 
George W. Wells, Jr., of Minnesota, who 
gave an interesting talk on automobile 
fleet insurance in which he related the 
various measures that had been under- 
taken by Minnesota to make equitable 
adjyistments in the rates of fleets and 
privately owned cars. This talk was 
followed by discussion by Commission- 
ers H. O. Fishback of Washington and 
Howard P. Dunham of Connecticut, after 
which the meeting adjourned, Tue sday 
afternoon being reserved for entertain- 
ment exclusively. 

Visiting officials and their friends went 
to the DeMille motion picture studio 
where they witnessed a feature picture 
in the process of being filmed. Other 
entertainment features Tue ‘sday included 
a dinner for visiting commissioners at 
the home of Lee A. Phillips, executive 
vice-president of the Pacific Mutual Life, 
another dinner for wives being provided 
at the Biltmore Hotel, the latter being 
followed by a theatre party. The bal- 
ance of the program will consist, Wed- 
nesday, of an automobile trip through 
the numerous scenic spots in southern 
California, the third business session be- 
ing scheduled for Thursday morning. 

Talk on Fraternal Societies 

At the Thursday session a paper on 
conversion of the fraternal society into 
an old-line company, with the advisa- 
bility, tendency and objections to it will 
be read by Commissioner Olaf H. John- 
son of Wisconsin, followed by a discus- 
sion of the subject by Commissioner Will 
Moore of Oregon and R. L. Daniel of 
Texas. Another feature of this meeting 
will be an address by Commissioner John 
R. Dumont of Nebraska on the “Buying, 
Selling and Merging of Insurance Com- 
panies.” This talk will also be followed 
by two discussions, one being by Com- 
missioner Charles R. Detrick of Cali- 
fornia and the other by S. M. Saufley of 
Kentucky. 

Raceediia to the program Thursday 

(Continued on Page 28) 


George W. Burchell 
Of the Queen, Is Dead 


WAS CHAIRMAN OF THE BOARD 





Also Former President of the Company; 
Had Been in Fire Insurance for 
_More than Sixty Years 


3urchell,.chairman of the 
Queen, and ‘former presi- 
dent of that company, died at his home 
in Summit, N. J., on Saturday after a 
long siege of heart trouble. He 


George W. 
board of the 


was 
seventy-six years of age. In addition to 
being chairman of the board of the 


Queen, Mr. ~~ hell was president of the 
Underwriters Salvage Company, and a 
director of the Eagle Indemnity, Royal 
Indemnity and Lloyds Plate Glass. He 

















GEORGE W. B 


pa 


IRCHELL (On Left) 
was one of the most highly 
executives in fire insurance 
distinction for the active 
in various fire insurance 

President Wilfred 
tional Board of Fire 
Saturday appointed the 


regarded 
and had won 
part he took 
organizations. 
Kurth of the Na- 
Underwriters on 
following com- 


mittee to represent that organization at 
the funeral, which was held Tuesday 
from Mr. Burchell’s late residence in 


Summit: C. G. Smith, president of the 
Great American, chairman; FE. G. Rich- 
ards, former United St: tes manager of 
the North British & Mercantile; Whit- 
ney Palache, United States manager of 
the Commercial Union; C. W. Bailey, 
president of the American of Newark, 
and John B. Morton, former vice-presi- 


dent of the Fire Association of Phila- 
delphia. 
Started with Niagara 
Born in Brooklyn on May 31, 1850, 


Mr. Burchell became a clerk in the of- 
(Continued from page 28) 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent ...... ... GEORGE Z. DAY, Ass’t General Agent 


U. S. Statement December 31, 1925 


ASSETS ° ° 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 





$7,400,761.92 
1,799,563.19 
763,725.88 
4,837,472.85 
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Time has proven 
that Strength, Rep- 
utation and service 
“are truly descrip- 
' tive of The Home In- 
surance Company 

of New York. 
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Kelsey’s Report On 
Queens County, N. Y. 


HOUSES FOUND TO BE UNSAFE 


Chairman, Fire Origin Committee, Says 
Construction of Flues Is in Violation 


of Building Code 


Recently Fire Commissioner John J. 
Dorman, after an all day tour of inspec- 
tion of frame buildings in Queens 
County, of New York City, made a state- 
ment to the press in which he described 
conditions in that region as being worse 
than he ever expected to find them. Fol- 
lowing this, he addressed the inspectors 
of the New York Board of Fire Under- 
writers in connection with the Sixth 
Clean-Up Campaign, and told them that 
he would labor tirelessly to eliminate the 
shingle roof menace in Greater New 
York. He laid particular stress upon the 
situation in Queens, saying that condi- 
tions there were unspeakably bad. He 
went on to describe the ordinance now 
pending before the Board of Aldermen 
which has as its object the elimination 
of shingle roofs in all frame houses in 
Greater New York, and declared that he 
would work wholeheartedly for its enact- 
ment into law. 

It was brought out, as the result of the 
inspections made by the fire commission- 
er, that the ues in the newer buildings 
in Queens were generally unsafe and in 
violation of the ‘building code. In this 
connection, the chief inspector of the 
Bureau of Buile ling rs of Queens was 
quoted as saying: “That home building 
conditions in Queens were identical with 
and no worse than those existing in the 
Borough of Brooklyn.” It was William 
B. \White, superintendent of the Bureau 
of Surveys, New York Board of Fire 
Underwriters, who brought to the atten- 
tion of Fire Commissioner Dorman some 
specific locations in Queens where the 
flues, upon examination, were shown to 
be unsafe 


Will Push Anti-Shingle Bill 


H. N. Kelsey, United States M: nager 
of the London & Scottish and chairman 
of the Committee on Origin of Fires, 
New York Board of Fire U nderwriters, 
in a statement to the companies, urged 
that every reasonable effort be made to 
have the ordinance now before the Com- 
mittee on Buildings of the Board of Al- 
dermen prohibiting the use of wooden 
shingles for roofing, enacted into law. 
He also urged that steps be taken to 
stop the construction of flues which are 
unsafe and in violation of the building 
code. 

Following is Chairman Kelsey’s report 
describing conditions as observed in the 
building areas of Queens during the re- 
cent inspection: 

“In one instance there were four two- 
story, basement and attic, frame and 
stucco, dwellings under construction on 
each street, and the flues were built of 
8x8-inch tile pipe, encased in 8-inch hol- 
low cement blocks. The joints between 
the blocks were only partly filled with 
mortar. There were about a dozen 
places in one building where a ruler could 
be shoved in between the joints from 
the outside of the flue until it struck the 
flue lining. The header and one trim- 
mer beam at each floor were framed 2 
inches from the outside face on the flue. 
The other trimmer beam on each floor 
was built into the chimney for a distance 
of 2 inches. 


Examples of Poor Construction 


“In another instance there were 17 
houses, nearing completion, two-story, 
basement and attic of frame construction 
where the flues consisted of 8x8-inch flue 
liner, encased in 2%-inch solid cement 
blocks cast in one piece. That is, the 
total thickness of each side wall of the 
flue was 3%-inch instead of 8-inch. These 
flues were furred on the Ist and 2nd 
floors by wooden lath and plaster at- 
tached to wooden studding, set directly 
in contact with the flue, on all four 
sides. These flues were located along the 
side of the stairway. In two other 
cases the flues were constructed of 8x8- 
inch tile flue linings, enclosed in 4-inches 
of brickwork, and while the brickwork 
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was well laid, the header and trimmer 
beams were in contact with the face of 
the flue, and wood studding was erected 
to receive wood lath and plaster. 

fh Building Code of the City of 
New York provides, under Section 392, 
that chimneys or flues for low grade 
heating devices shall be encased in brick- 
work or concrete not less than eight 
inches in thickness, except that for 
smoke flues exclusively used for ordinary 
stoves, ranges’and open fireplaces, when 
no combustible studding, furring or 
sheathing is placed against them, such 
brickwork or conerete may be reduced 
to not less than four inches; and that 
all flues coming under this subdivision 
shall be lined throug hout with well burnt 
terra cotta pipe. Low grade heating de- 
vices, as defined in Secgont 391 of the 
Building Code, include hot air heating 
furnaces and hot water and low pres- 
sure steam heating boilers; and such ap- 
plianees shall be connected to 8-inch 
brick or concrete flues lined throughout 
with terra cotta flue lining, as provided 
for in Section 392, 

“Section 28 of the Building Code pro- 
vides that a conerete mixture shall con- 
sist of one part of cement, not more than 
two and one-half parts of sand and five 
parts of course aggregate. Section 280 
of the Building Code provides that all 
wood beams shall be trimmed away from 
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all flues and chimneys; the header and 
trimmer beams shall not be less than 
four inches from the outside face of the 
chimney. 


“There is nothing in the Building Code 
that permits of the construction of chim- 
neys of hollow cement blocks, such as 
are largely being used in sections of 
Queens, and the Code definitely provides 
that chimneys connected without air 
heating furnaces, hot water and low pres- 
sure steam heating boilers, shall be con- 
structed of eight inches of brickwork or 
concrete, lined throughout with terra 
cotta flne lining. The Building Code 
does not permit of such appliances being 
connected to flues encased in four- inch, 
tile lined, but does permit of ordinary 
stoves, ranges and open fireplaces being 


connected to such flues, provided they 
do not have any combustible studding, 
furring or sheathing placed against 
them.” 


PILOT DOUBLES CAPITAL 


Stockholders of the Pilot Reinsurance 
of New York, at a special meeting last 
weck, approved the proposals of the di- 
rectors that the capital of the company 
be increased from $400,000 to $800,000 
and $400,000 be added to the surplus by 
selling the new stock at 200% of par. 
The Pilot was organized in May, 1925, 
by Carl Schreiner, former United States 
manager of the Munich Reinsurance, and 
one of the leading reinsurance men in 
the country. The Pilot writes fire and 
allied lines for reinsurance only. 











NEAL BASSETT, President 


ASSETS 


$21,285,738.13 


$ 5,800,834.29 


$ 4,478,484.10 


$ 5,508,164.57 


$ 4,872,321.76 


$ 6,564,842.84 


$ 915,931.65 


TOTAL ASSETS 


$49,426,317.34 





PHILADELPHIA, PA. - 
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A. H. HASSINGER, Vice-President and Secretary 


LIABILITIES 
$9,955,309.55 


$3,461,203.02 
$2,971,049.18 
$4,071,227.38 
$3,197,308.18 
$4,763,794.03 


$ 72,839.60 


CONCORD, N. H. 


CHICAGO, ILL. 
Western Department 
H. A. CLARK, Manager 


844 Rush Street 


JOHN KAY, Vice-President and Treasurer 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 





CAPITAL 


NET SURPLUS 


WELLS T. BASSETT, Vice-President and Secretary 


JANUARY Ist, 1926 STATEMENTS 





$5,000,000.00 


ORGANIZED 1853 





THE GIRARD F. & M. INSURANCE COMPANY 


OF PHILADELPHIA, PA. 
$1,000,000.00 


ORGANIZED 1854 





MECHANICS INSURANCE COMPANY 


OF PHILADELPHIA, PA. 
$ 600,000.00 


ORGANIZED 1866 





OF PITTSBURGH, PA. 
$1,000,000.00 


ORGANIZED 1871 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
POLICYHOLDERS 
$11,330,428.58 
$ 2,339,631.27 





OF PITTSBURGH, PA. 





ORGANIZED 1870 


OF MILWAUKEE, WIS. 
$1,000,000.00 


ORGANIZED 1886 





OF CONCORD, N. H. 
$ 300,000.00 





TOTAL LIABILITIES 


$28,492,730.94 


HOME OFFICES 
NEWARK, NEW JERSEY 











DEPARTMENT OFFICES 
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$6,330,428.58 


$1,339,631.27 


$ 907,434.92 


$ 436,937.19 


$1,000,000.00 $ 675,013.58 


$ 801,048.81 


$ 543,092.05 


MILWAUKEE, WIS. 


SAN FRANCISCO, CAL. 
Pacific Department 
W. W. & E. G. POTTER, Managers 
60 Sansome Street 





$ 1,507,434.92 


NATIONAL-BEN FRANKLIN FIRE INS. COMPANY 


$ 1,436,937.19 


SUPERIOR FIRE INSURANCE COMPANY 


$ 1,675,013.58 


CONCORDIA FIRE INSURANCE COMPANY 


$ 1,801,048.81 


CAPITAL FIRE INSURANCE COMPANY 


$ 843,092.05 


TOTAL NET PREMIUMS 


$22,498,413.63 





PITTSBURGH, PA. 
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Beha Reviews Fire 
Acquisition Costs 


FORMER EFFORTS TO CONTROL 





Little Headway Has Been Made and 
Situation Today Is Unfavorable; 
Makes No Recommendations 





Insurance Superintendent James A. 
3eha, of New York, in his thorough and 
exhaustive address on acquisition cost 
control this week in Los Angeles before 
the National Convention of Insurance 
Commissioners, devoted considerable 
space to a review of what has been done 
by the fire insurance companies to limit 
Mr. Beha made no recom- 
mendations to the fire companies, but 
merely stated what they and various 
State insurance departments have done 
in the past to limit and expenses and 
gave his general observations on present 
day conditions. He concludes that the 
fire companies are today in more or less 
the same position as when they began 
and that the situation is unfavorable. 

Mr. Beha discusses acquisition cost 
control from the point of view of the 
insurance department co-operating and 
assisting the companies in making ex- 
pense limitation rules effective. The 
subject of rate control is linked definite- 
ly with expense, and insurance depart- 
ments cannot correctly gauge the ade- 
quacy of rates until expenses have been 
brought under a certain amount of con- 
trol. 


expenses, 


Rate Increases Desired 

“The fire companies have long strug- 
gled with the problem of acquisition cost 
control,’ said Mr. Beha. “Today they 
are mo.e or less in the same position as 
when they began. ‘Time and again they 
have been the subject of criticism on the 
part of the public and as a consequence 
ot public censure have been under inves- 
tigation at different times by the state 
legisiatures. Supervising authorities have 
irom time to tune evidenced uneasiness 
because of the competitive wastage dur- 
ing a period when loss ratios were in- 
creasingly high. The policyholders ques- 
tion increases in rates in the face of 
known high commissions and insurance 
officials are torn between the wish to 
see that rates are sufficient to insure 
solvency and the desire to spare the 
public the burden of higher rates. We 
all know that even though high loss ra- 
tios appear to warrant an increase in 
rates, 1t is not advisable to approve such 
an increase when expense ratios are un- 
reasonably high and continue to increase. 
The continuance of this constant pyra- 
miding leads inevitably to insolvency. 

“The question of rates and. high ex- 
penses has been before this Convention 
at different times. The investigations 
have not been confined to one state or to 
one section of the country. In 1912 the 
Hon. S. R. Barton, auditor and ex-officio 
Insurance Commissioner of Nebraska, 
presented the results of a very compre- 
hensive study of the expenses of fire in- 
surance companies. In this report which 
is printed in the proceedings of this Con- 
vention for 1912, the evils of the fire in- 
surance business are referred to as the 
results of evolution, not particularly the 
fault of anyone, but to conditions which 
are the outgrowth of expediency, of com- 
petition and of numberless and nameless 
exigencies of a great and exceedingly 
complex business. 

Growth of Expense Ratio 

“The growth of business from 1860 to 
1911 is compared in ten year periods. 
Some of the figures are quoted herewith. 
During the fifty years there was collect- 
ed $5,400,000,000; of this 58% was paid 
in losses. During the same period more 
than 1,100 stock fire insurance companies 
lived their lives, and died, most of them 
with a financial loss to promoters, stock- 
holders, and frequently to policyholders. 
At the close of 1911 there were only 180 
stock companies reporting to the New 
York department. In this year the pre- 
miums were $294,071,982 with expenses 


amounting to $116,900,483; of this amount 
more than $04,842,912 was for commis- 
sions, an average ratio of 22.05%. ‘This| 
is compared to a ratio of about 11% in 
1800. i 
penses in 1860 were 31.06% and in 1911 
increased to 39.75%, an increase of 8.69 
points. 

“Coincident with this investigation and 
report to this Convention we had the re- 
port of a joint committee of the senate 
and assembly in New York State, Febru- 
ary 1, 1911. The scope of this commit- 
tees’s investigations was broad. The 
New York report very definitely con- 
demns the anti-compact laws as leading 
to serious difficulties. First of all in 
open competition there could be no 
standard rates towards better classifica- 
tions and for promoting and rewarding 
safety work by means of the schedule. 

End Anti-Compact Laws 

“The states had begun to recognize this 
and to abolish anti-compact laws substi- 
tuting in their place some form of state 
regulation of company made rates. It 
was found by the joint committee con- 
ducting the New ‘York investigation that 
of every insurance dollar paid in pre- 
nuum, 38Y cents went for expenses and 
21% of this for commissions alone. For 
the service rendered by producers, this 
was considered too high, 

“The committee condemned open com- 
petition as leading to unstable conditions 
and in general to the weakening of small 
companies, and also leading to discrimi- 
nation in the favoring of larger policy- 
holders. 

“IT have mentioned Mr. Barton’s inves- 
tigation and report to this Convention 
and the investigation by the New York 
legislature because they indicate that the 
fire companies over fifteen years ago had 
to be called to account. These two re- 
ports, with which you are all familiar, 
sought to recommend a way to cure the 
evils of wasteful expenditures. Neither 
of these reports recommended that regu- 
lation, other than the provision against 
unfair discrimination, be made statutory. 
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lt is pointed out that the total ex- "¥ 
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But companies were called upon to con- 
tinue to seek means of reducing costs. 
Situation Unfavorable Today 


“The unfortunate situation which also 
obtains today was that these different 
bureaus and organizations had different 
rates and grades of commissions by ter- 
ritories. Neither were they able to al- 
ways hold their members to rules and 
rates when there was ‘outside’ or non- 
board competition. In the matter of 
commission rates and acquisition cost, 
the fire business is the one class where 
the companies have thus far been left en- 
tirely free to work out their salvation 
without statutory regulation as in the 
case of the life companies, or depart- 
mental assistance in carrying out rules 
as in the case of the casualty companies. 
The unfavorable situation in which the 
fire companies find themselves today is 
known to all of us. 

“The question of insurance cost is more 
and more being placed at the door of 
the insurance departments of the various 
states. Some of the superintendents and 
commissioners of insurance have a defi- 
nite legal obligation to perform to this 
problem. Others have at least a moral 
obligation. All of us as insurance offi- 
cials owe a duty to the insuring public 
and that includes such help to the com- 
panies as will aid them in rendering bet- 
ter service to the public. In this paper 
I have tried to present only the facts as 
I found them. I have tried not to color 
them with my personal views, but rather 
to let these facts speak for themselves 
and so guide us in the performance of 
our duty.” 


REPORT ON ROSSIA 


While the books of the Rossia have 
been found to be in excellent condition, 
the company has been advised by the 
Connecticut Insurance Department to be 
prepared to meet any adverse decision 
that might come from a lawsuit in which 
it is now defendant. The loss reserve 
of $1,826,131, which has been set up, has 
been considered sufficient. 
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Conn Asks For Action 
From Commissioners 


ON MATTERS OF IMPORTANCE 


Says Dep't. Meade Should Not Delay 
Too Long in Taking Position; 
Wants Reduction of Taxes 


Judge Harry L. Conn, insurance com- 
missioner of Ohio, president of the Na- 
tional Convention of Insurance Commis- 
sioners, and a live wire in whatever field 
he is utilizing his abilities, is a bit fear- 
ful that the insurance commissioners, at 
their conventions, are not acting prompt- 
ly and definitely enough on some of the 
vital questions brought before them for 
consideration. In his address Monday at 
Los Angeles before the commissioners’ 





HARRY L. CONN 


convention Judge Conn exhorted his as- 
sociates not to refer problems continu- 
ally to committees but to vote upon them 
courageously, 

Two other suggestions made by Com- 
missioner Conn are of interest to fire 
insurance men. One was that legisla- 
tion be introduced in Congress at Wash- 
ington to curb unauthorized insurance. 
The other that as such a small per- 
centage of the taxes collected from in- 
surance companies is used for the main- 
tenance of state insurance departments 
these taxes should be reduced and the 
benefits passed on to policyholders 
through the medium of lessened costs for 
insurance protection. 

Sees Desire to Postpone Action 


“In view of the influence the body 
wields, it obviously must be deliberate 
in action and conservative in judgment,” 
said Judge Conn. “Notwithstanding its 
almost unlimited prerogatives, | am won- 
dering if the convention is not becoming 
moribund. If so, this will be followed 
by a loss of caste. One detects a note 
of willingness, indeed, an apparent de- 
sire, occasionally, to postpone definite 
action on acute issues and to pass de- 
cisions to other organjzations or agen- 
cies. If this diagnosis be correct, it is 
the duty of the convention to reappraise 
its functions and reach out for the high 
position to which it is entitled among 
our national institutions. 
this rehabilitation is 
since conditions 


The time for 
most opportune, 
insurance-wise in the 
country are more or less unsettled, with 
such a contrarity of practices and the- 
ories and laws prevailing as to cause 
those in the fraternity to hope for a 
speedy settlement of some of the many 
problems now in a state of flux. 

“On the program this week are some 
of our most eminent members, commis- 
sioners well qualified to discuss the sub- 
jects which severally have been assigned 
to them. Their observations and rec- 
ommendations will forthwith be analyzed 

(Continued on page. 22) 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1926 


ASSETS LIABILITIES 
Bonds and Mortgages.. $234,850.00 Capital _...____-______ $3,500,000.00 
U.S. Liberty Bonds_--. 509,100.00 Surplus _____-_______-- 24,161,948.85 


Government, City, Rail- 


Reinsurance Reserve__ 20,265,572.78 
road and other Bonds 


‘Losses in Course of Ad- 








and Stocks.........- 55,891,606.380 jaustment ........... 6,839,580.00 
Cash in Banks and Of- Commissions and other 

ee a ee 2,318,482.41 ee ernest 7,150,000.00 
Premiums in Course of Reserve for Taxes__-_-_- 1,005,000.00 

eo ——— 8,662,122.87 Reserve for Deprecia- 
Interest Accrued _____- 148,180.80 eae 5,000,000.00 
Reinsurance Recover- 

able on Paid Losses-- 157,804.20 

$67,922,096.58 $67,922,096.58 





Twenty-seven Years’ Progress 


ASSETS RESERVE SURPLUS 


Dec. 31, 1899 $529,282.59 $26,832.54 $3,038.94 
Dec. 31, 1920 42,765,374.59 16,593,764.16 11,361,311.89 
Dec. 31, 1925 67,922,096.58 20,265,572.73 24,161,943.85 


Surplus to Policy Holders - $27,661,943.85 





C. E. JAMESON, President 
LYMAN CANDEE, Vice President W. H. PAULISON, Vice President 
J. H. MULVEHILL, Vice President and Secretary J. D. LESTER, Vice President 
W. L. LINDSAY, Secretary A. H. WITTHOHN, Secretary 
A. G. CASSIN, Assistant Secretary M. J. VOLKMANN, Local Secretary 
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No Return Premium 
On Voided Policy 


MASSACHUSETTS DEP’T. RULING 


Assured Sold Poupey and Companies 
Refused to Transfer Policies; 
Former Then Tried to Cancel 

An interesting ridine on the Massa- 
chusetts standard fire policy has been 
made by the Insurance Department of 
that state. It pertains to the unsuccess- 
ful attempt of an insured to collect a 
retugn premium on an unexpired pol- 
icy which the companies declared void 
when the insured property was sold with- 
out their consent. When the companies 
refused to transfer the policies to the 
new owners of the property the original 
assured sought to cancel and collect for 
the unexpired part of the policy. His 
case was ruled out by the Massachusetts 
Insurance Department. In the depart- 
ment’s letter to the assured’s brokers the 
reasons for the ruling were given as 
follows: 

“You state that Mr. Eley sold the in- 
sured property on July 1 and assigned 
the policies to the purchaser; that on or 
about October 10 the companies through 
these agents refused to assent in writ- 
ing to the said sale and transfer; that 
subsequent to such refusal on October 
18 Mr. Eley requested a cancellation of 
the policies and that the return premiums 
have not been paid. 

“The said form provides that it shall 
be void if without the written consent 
of the company the insured property is 
sold or the policy is assigned. This pro- 
vision is plain and unequivocal and a 
sale or assignment prohibited thereby in- 
disputably terminates the contract. 

“The companies, of course, were under 
no legal obligation to assent to the sale 
and transfer. It therefore follows that 
on the facts stated the policies ceased 
to be in force on July 1 when the sale 
and assignment occurred. 

Companies Not Obliged to Pay 

“The standard fire policy, unless modi- 
fied by a rider or endorsement to that 
effect, does not impose any obligation 
upon the company to pay a return pre- 
mium upon the termination of the pol- 
icy by reason of a violation of its con- 
ditions by the insured. It is settled that 
Where a policy stipulates that a certain 
act shall avoid it, and it is avoided by 
that act, the insured cannot recover a 
return of the premium paid. 

“The standard fire policy provides for 
a return premium to be paid to the in- 
sured upon the cancellation of the pol- 
icy by an act of the insured in  viola- 
tion of its provisions is not a ‘cancella- 
tion’ of the policy within the purview of 
the cancellation clause in the policy. 

“The ‘cancellation’ of a policy presup- 
poses the existence of a valid contract. 
A void policy can not be cancelled be- 
cause there is no policy to cancel. When 
therefore the insured requested can- 
cellation on October 18 the policies were 
dead having been terminated on July 1. 

“The conelusion accordingly tollows 
that on the facts stated your client has 
no valid claim for a return premium and 
there appears to be nothing which this 
department can do in the premises 


TO SPEAK IN VIRGINIA 

T. Alfred bleming, supervisor of the 
conservation department of the National 
Board of Fire Underwriters, has ac- 
cepted an invitation to make several ad- 
dresses in Richmond, Va., the latter part 
of this month.. While in the city he 
will be the guest of the fire prevention 
committee of the chamber of commerce. 
On Thursday, November 30, he will make 
a talk before the Insurance Exchange 
of Richmond in connection with the 
work which he is doing. 

GET AMERICAN OF NEWARK 
Gibson, Moore & Sutton of Richmond, 
la, have taken on the agency of the 
Americ an of Newark, one of the com- 
Panics in the office of John F. Lay & 
0, which recently discontinued busi- 


hess following the death of John F. Lay, 
head of the firm. 











Progressive Agents 


There is hardly an occurrence in home or 
business, which the alert agent cannot cover 
with insurance protection. 


Business is flourishing and new communities 
are springing up everywhere. Among them 
the progressive insurance agent is found to 


occupy a well defined place of no small im- 
portance. 


His identification with a national institution 
whose dependability and service are well 
known, contributes valuably to his standing, 
and invites those large business interests of 
people who are scrupulous and precautious 
about placing their insurance. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated_1806 
Hart Darlington, President 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


H. P. Jackson, President F. P. Stanley, Vice Pres. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES. 











Reports On Sixth N. 
Clean-Up Campa, 


EXCELLENT RESULTS SECURED 








Inspectors Stress Bad Housekeeping 
Conditions in District From Canal 
To 8th Streets, N. Y. City 





H. N. Kelsey, chairman of the commit- 
tee on origin of fires, New York Board 
of Underwriters, in his report on the 
sixth clean-up campaign, points out that 
the time consumed in the campaign was 
well worth while in view of the excellent 
results obtaiined. 

The campaign was confined to the ten- 
ants reported in the fifth ckean-up cam- 
paign as having bad housekeeping, or 
where smoking was not prohibited or 
where signs were not posted. The change 
from the former practice was made nec- 
essary in this particular drive because of 
the special work engaged in by the in- 
spector of Bureau of Surveys in the 
inspection of standpipe equipments, 
which in the opinion of the committee 
it was not wise to interrupt. 

The report points out specifically some 
of the sections in a district that is par- 
ticularly bad and gives what, in the opin- 
ion of the inspectors, appears to be the 
remedy. The actual percentage of im- 
provements in the premises of the 2004 
tenants inspected showed an ae 
ment of 52% in housekeeping, 83% i 
the rule prohibiting smoking and 64% in 
the posting of signs. The report states 
that possibly the marked improvement 
in the cases where no smoking was found 
may have been influenced to a consider- 
able extent by the strike in progress in 
the garment working class. 


Campaign Summary 


The following is a summary of the 
campaign: ‘Tenants in the buildings in- 
spected 2,004; manufacturing plants in- 
spected, 1,726; mercantile, 278; number 
in good condition, 1,019; number in bad 
condition, 985; smoking noted in 349 
buildings; no smoking in 1,655 buildings. 
Vacant lofts inspected, 147; vacant lofts 
found locked, 139; unlocked, clean, 8; 
vacant lofts, unlocked and in bad condi- 
tion, 0; evidence of smoking in vacant 
lofts, 0. 

In the discussion at a meeting follow- 
ing the campaign, a number of the in- 
spectors stressed the bad housekeeping 
conditions and lack of supervision exist- 
ing in that section of the district in- 
cluded in the boundaries from Canal to 
8th street, from Broadway to West 
Broadway, more especially on Mercer, 
Greene, Wooster, West Houston and 
Prince streets. It was the sense of the 
inspectors that the only way that im- 
provement could be brought about was 
for the companies to either decline in- 
surance altogether, or to carefully se- 
lect such risks as they did insure. It 
was further pointed out that while many 
of the tenants had metal barrels for 
rubbish, it seems to-be the practice to 
sweep up to the barrel and leave the 
rubbish lay on the floor; and in cases 
where the barrel was used, it was filled 
beyond its capacity, thus defeating the 
purpose for which it was installed. The 
inspectors again expressed the opinion 
that these drives were worth while and 
endorsed the proposal for a_ further 
clean-up campaign in the spring. 


MEXICAN P. O. INSURANCE LAW 

Insurance companies in this country 
have been notified by the Postoffice De- 
partment of the necessity of complying 
with the insurance law recently promul- 
gated by the Mexican Government. The 
full text of a statement authorized by 
the department covering the situation is 
as follows: The Postal Administration 
of Mexico has advised this department 
that the general law for insurance com- 
panies was issued in Mexico on May 25, 
1926, with the provisions of which in- 
surance companies in the United States 
transacting business in Mexico must 
comply, otherwise mail matter for Mex- 
ico connected with such transactions will 
be returned on account of being consid- 
ered as of fraudulent origin. 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1926 


ASSETS LIABILITIES 
Bonds and Mortgages.. $234,850.00 Capital _...._________- $3,500,000.00 
U.S. Liberty Bonds.--- 509,100.00 Surplus _____________- 24,161,943.85 
Government, City, Rail- Reinsurance Reserve__ 20,265,572.73 
road and other Bonds Losses in Course of Ad- 
and Stocks........... 55,891,606.30 justment ........... 6,839,580.00 
Cash in Banks and Of- Commissions and other 
eee 2,318,482.41 0 rea 7,150,000.00 
Premiums in Course of Reserve for Taxes- -_-- 1,005,000.00 
Collection .......... 8,662,122.87 Reserve for Deprecia- 
Interest Accrued --_---- 148,180.80 ee enn 5,000,000.00 


Reinsurance Recover- 
able on Paid Losses. - 157,804.20 








$67,922,096.58 $67,922,096.58 





Twenty-seven Years’ Progress 


ASSETS RESERVE SURPLUS 
Dec. 31, 1899 $529,282.59 $26,832.54 $3,038.94 
Dec. 31, 1920 42,765,374.59 16,593,764.16 11,361,311.89 
Dec. 31, 1925. 67,922,096.58 20,265,572.73 24,161,943.85 


Surplus to Policy Holders - $27,661,943.85 





C. E. JAMESON, President 


LYMAN CANDEE, Vice President W. H. PAULISON, Vice President 

J. H. MULVEHILL, Vice President and Secretary J. D. LESTER, Vice President 

W. L. LINDSAY, Secretary A. H. WITTHOHN, Secretary 

A. G. CASSIN, Assistant Secretary M. J. VOLKMANN, Local Secretary 
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No Return Premium 
On Voided Policy 


MASSACHUSETTS DEP’T. RULING 
Assured Sold Property and Companies 
Refused to Transfer Policies; 
Former Then Tried to Cancel 
An_ interesting reling on the Massa- 
chusetts standard fire policy has been 
made by the Insurance Department of 
that state. It pertains to the unsuccess- 
ful attempt of an insured to collect a 
retugn premium on an unexpired pol- 
icy which the companies declared void 
when the insured property was sold with- 
out their consent. When the companies 
refused to transfer the policies to the 
new owners of the property the original 
assured sought to cancel and collect for 
the unexpired part of the policy. His 
case was ruled out by the Massachusetts 
Insurance Department. In the depart- 
ment’s letter to the assured’s brokers the 
reasons for the ruling were given as 

follows: 

“You state that Mr. Eley sold the in- 
sured property on July 1 and assigned 
the policies to the purchaser; that on or 
about October 10 the companies through 
these agents refused to assent in writ- 
ing to the said sale and transfer; that 
subsequent to such refusal on October 
18 Mr. Eley requested a cancellation of 
the policies and that the return premiums 
have not been paid. 

“The said form provides that it shall 
be void if without the written consent 
of the company the insured property is 
sold or the policy is assigned. This pro- 
vision is plain and unequivocal and a 
sale or assignment prohibited thereby in- 
disputably terminates the contract. 

“The companies, of course, were under 
no legal obligation to assent to the sale 
and transfer. It therefore follows that 
on the facts stated the policies ceased 
to be in force on July 1 when the sale 
and assignment occurred. 

Companies Not Obliged to Pay 

“The standard fire policy, unless modi- 
fied by a rider or endorsement to that 
effect, does not impose any obligation 
upon the company to pay a return pre- 
mium upon the termination of the pol- 
icy by reason of a violation of its con- 
ditions by the insured. It is settled that 
where a policy stipulates that a certain 
act shall avoid it, and it is avoided by 
that act, the insured cannot recover a 
return of the premium paid, 

“The standard fire policy provides for 
a return premium to be paid to the in- 
sured upon the cancellation of the pol- 
icy by an act of the insured in viola- 
tion of its provisions is not a ‘cancella- 
tion’ of the policy within the purview of 
the ¢ ancellation clause in the policy. 

“The ‘cancellation’ of a policy presup- 
poses the existence of a valid contract. 
A void policy can not be cancelled be- 
cause there is no policy to cancel. When 
therefore the a requested can- 
cellation on October 18 the policies were 
dead having been terminated on July 1. 

‘he conclusion accordingly tollows 
that on the facts stated your client has 
no valid claim for a return premium and 
there appears to be nothing which this 
department can do in the premises.’ 


TO SPEAK IN VIRGINIA 


T. Alfred lileming, supervisor of the 
conservation department of the National 
Board of Fire Underwriters, has ac- 
cepted an invitation to make several ad- 
dresses in Richmond, Va., the latter part 
of this month.. While in the city he 
will be the guest of the fire prevention 
committee of the chamber of commerce. 
On Thursday, November 30, he will make 
a talk before the Insurance Exchange 
of Richmond in connection with the 
work which he is doing. 


GET AMERICAN OF NEWARK 


Gibson, Moore & Sutton of Richmond, 
Pe, have taken on the agency of the 
American of Newark, one of the com- 
Panies in the office of John F. Lay & 
0., which recently discontinued busi- 
ness following the death of John F. Lay, 
head of the ‘firm. 





Progressive Agents 


There is hardly an occurrence in home or 
business, which the alert agent cannot cover 
with insurance protection. 


Business is flourishing and new communities 
are springing up everywhere. Among them 
the progressive insurance agent is found to 


occupy a well defined place of no small im- 
portance. 


His identification with a national institution 
whose dependability and service are well 
known, contributes valuably to his standing, 
and invites those large business interests of 
people who are scrupulous and precautious 
about placing their insurance. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New: York 


Hart Darlington, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
Hart Darlington, President 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


H. P. Jackson, President F. P. Stanley, Vice Pres. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 
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Reports On Sixth N. Y. 
Clean-Up Campaign 


EXCELLENT RESULTS SECURED 





Inspectors Stress Bad Housekeeping 
Conditions in District From Canal 
To 8th Streets, N. Y. City 





. N. Kelsey, chairman of the commit- 
a on origin of fires, New York Board 
of Underwriters, in his report on the 
sixth clean-up campaign, points out that 
the time consumed in the campaign was 
well worth while in view of the excellent 
results obtaiined. 

The campaign was confined to the ten- 
ants reported in the fifth chean-up cam- 
paign as having bad housekeeping, or 
where smoking was not prohibited or 
where signs were not posted. The change 
from the former practice was made nec- 
essary in this particular drive because of 
the special work engaged in by the in- 
spector of Bureau of Surveys in the 
inspection of standpipe equipments, 
which in the opinion of the committee 
it was not wise to interrupt. 

The report points out specifically some 
of the sections in a district that is par- 
ticularly bad and gives what, in the opin- 
ion of the inspectors, appears to be the 
remedy. The actual percentage of im- 
provements in the premises of the 2004 
tenants inspected showed an er 
ment of 52% in housekeeping, 83% i 
the rule ssohibition smoking and 64% in 
the posting of signs. The report states 
that possibly the marked improvement 
in the cases where no smoking was found 
may have been influenced to a consider- 
able extent by the strike in progress in 
the garment working class. 


Campaign Summary 


The following is a summary of the 
campaign: ‘Tenants in the buildings in- 
spected 2,004; manufacturing plants in- 
spected, 1,726; mercantile, 278; number 
in good condition, 1,019; number in bad 
condition, 985; smoking noted in 349 
buildings; no smoking in 1,655 buildings. 
Vacant lofts inspected, 147; vacant lofts 
found locked, 139; unlocked, clean, 8; 
vacant lofts, unlocked and in bad condi- 
tion, 0; evidence of smoking in vacant 
lofts, 0, 

In the discussion at a meeting follow- 
ing the campaign, a number of the in- 
spectors stressed the bad housekeeping 
conditions and lack of supervision exist- 
ing in that section of the district in- 
cluded in the boundaries from Canal to 
8th street, from Broadway to West 
Broadway, more especially on Mercer, 
Greene, Wooster, West Houston and 
Prince streets. It was the sense of the 
inspectors that the only way that im- 
provement could be brought about was 
for the companies to either decline in- 
surance altogether, or to carefully se- 
lect such risks as they did insure. It 
was further pointed out that while many 
of the tenants had metal barrels for 
rubbish, it seems to*be the practice to 
sweep up to the barrel and leave the 
rubbish lay on the floor; and in cases 
where the barrel was used, it was filled 
beyond its capacity, thus defeating the 
purpose for which it was installed. The 
inspectors again expressed the opinion 
that these drives were worth while and 
endorsed the proposal for a further 
clean-up —_ewr" in the ae 


MEXICAN P. O. INSURANCE LAW 


Insurance companies in this country 
have been notified by the Postoffice De- 
partment of the necessity of complying 
with the insurance law recently promul- 

gated by the Mexican Government. The 
fall text of a statement authorized by 
the department covering the situation is 
as follows: The Postal Administration 
of Mexico has advised this department 
that the general law for insurance com- 
panies was issued in Mexico on May 25, 
1926, with the provisions of which in- 
surance companies in the United States 
transacting business in Mexico must 
comply, otherwise mail matter for Mex- 
ico connected with such transactions will 
be returned on account of being consid- 
ered as of fraudulent origin. 
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LONGNECKER’S TWO WINS 


Speech Before Insurance Ad Conference 
When Holcombe Trophy Goes to 
the Hartford Again 


In accepting the Holcombe Trophy, 
Hartfords for the 
time because of the 


vertising, J. W 


manager of the company, 


awarded the second 
excellence in ad- 
. Longenecker, advertising 
said to the In- 
surance Advertising Conference in De- 
troit 

“A year ago at Boston I was pleased 
beyond the telling, and g 
to be 


vertising 


reatly surprised 
called up before the Boston Ad- 
Club to accept the cup and 
award of the Holcombe 
Hartiord lire 


trophy, for the 
Insurance Co. That was 
the first time it had been won by a 
fire insurance company. 

“Today | am as pleased as I was a 
year ago, though not quite as surprised. 
A year ago | worked in the hope that 
1 might win it, especially as my _ chief 
told me to ‘go to Boston and bring that 
cup back to Hartford, where it originated 
and where it belongs.’ 

“In makine up the 1926 edition of the 
‘Helping Hand of the Hartford,’ as the 
exhibit is called, | worked, expecting to 
win for | knew that if there was any- 
thing in the idea of continuity the 1926 
campaign was stronger than that of 1925, 
and having won once | had a fifty-fifty 
chance of winning again, but always in 
the back of my mind lingered the haunt- 
ing fear that one of the new contestants 
might come in and win, Then, to add to 
the ‘uncertainty somebody told me_ the 
story of the little lady that put her rab- 
bit-tailed tom cat in the fancy cat show. 
and won, not because her cat had any 
good points but because the contestant 
had big blue eyes and lovely blond curls. 
Then, too, it has been rather a disastrous 
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year for title holders, as witness the de- 
feat of Dempsey and Tilden. 

“But the judges liked the advertising. 
You have heard the Hartford proclaimed 
winner again. [| am making no boastful 
promises, nor challenging anybody, but 
don’t be astonished if in 1927 the en- 
graver simply cuts into the impe rishable 
metal just the words, ‘Ditto 1927,” 


W. J. BEGGS LEAVES AGENCY 

Will J. Beggs, well-known fire agent 
of Cleveland, Ohio, has resigned as a 
member of the board of trustees of the 
Fire Insurance Club of Cleveland, and as 
vice-president of the Ohio Association 
of Insurance Agents, and will also re- 
sign this month as vice-president of the 
James & Manchester Company, one of 
Cleveland’s largest local agencies. No 
announcement has been made of his fu- 
ture plans. 


SAUNDERS SPECIAL AGENT 
The ere: lire & Marine has ap- 
pointed A. D. Saunders special agent for 
Richmond and adjoining territory. He 
has served in the company’s local depart- 
ment for some time. 


Yonn’s Add 
‘ 

Conn’s ress 

(Continued from Page 19) 
and commented upon in open session by 
other commissioners whose intellectual 
vigor has caused their selection for this 
precise duty. Shall we, after these pre- 
sentations, embalm the papers in the lit- 
erary morgue of the convention, or, on 


the other hand, take affirmative action 
to end that on the particular issue in- 
volved, underwriters and = public may 


know the attitude of the officials charged 
with supervisory duties? Are we to 
listen to the discussion of these various 
subjects, and, ignoring a plain duty, al- 
low them one after another to be taken 
care of by a mere motion to refer? 
Speaking for one, I am hopeful we may 


remain in these alluring precincts until 
a clean calendar obtains and if our la- 
bors are not concluded this week, tarry 
for another while; indeed, if the solution 
of our problems requires an indefinite 
stay, perhaps, while reaching ultimate 
conclusions, we may engage as agents on 
a ‘part-time’ basis. 

Remedy for Unauthorized Insurance 

“The convention owes it to itself to 
take a positive stand on a number of 


matters,” Judge Conn said. “For in- 
stance, we have in our midst, and this 


= itement is true whether our ‘midst’ be 

alifornia or elsewhere, the ubiquitous 
cit of unauthorized insurance. This 
matter has been the subject of much at- 
tention in our group from time to time. 
It is known of all men that this improper 
cover is extensively written; indeed, it 
will not in this presence be ‘startling to 
intimate that it is favored by certain 
companies whose officials regard them- 
selves as men of probity and honor. I 
make no charge they are not to be so 
regarded, because oftentimes the me- 
chanics of a business seem to justify 
a certain kind of competition so long 
as it violates no law other than one 
merely malum prohibitum. Nevertheless, 
the statute is against it and all dealing 
with unlawful carriers ought to be pre- 
vented. It is necessary, of course, that 
it be stopped in toto and not in part, 
for if one fleet is permitted it, another 
cannot be denied it—in fact, such other 
ad undertake it, and claim a justifi- 
cation in so doing, regardless. The 
writing of this business in America by 
underwriters across the Atlantic who 
have no legal status here must be pre- 
vented at any cost; it has so many ob- 
vious objections as to be a matter of 
common obloquy. 

“There is a way to deal with the evil, 
as was suggested a few years ago in an 
address on unauthorized insurance at our 
Minneapolis meeting. Modesty forbids 
me to pass encomiums upon the proposal 
then announced except to say. that in- 


surance authorities throughout the coun- 
try rather unanimously agreed that the 
modus proposed, that is, through Act of 
Congress, was a most feasible one. My 
remedy for the mischief was not based 
at all upon the theory that the National 
Government has the slightest control 
over insurance as a subject of commerce, 
but upon the principle that Congress has 
exclusive power over the posts and post- 
roads. An unfortunate element in con- 
nection with this troublesome question 
which accounts in part for the difficulty 
in restricting the practice is that the 
penalties provided for the unlawful con- 
duct are wholly inadequate, for, as a 
rule, they consist merely of fines s, and 
these are not exacted of the real of- 
fender. The imposition of a money pen- 
alty does not search the human heart 
like imprisonment in a penal institution. 
Reduction of Insurance Taxes 

“The next matter I submit is in rela- 
tion to the taxation of policyholders 
through insurance companies. The av- 
erage legislator deludes himself into the 
belief that the company pays the bill. In 
my state of Ohio, we collect annually in 
premium taxes and departmental fees ap- 
proximately four and one-half millions of 
dollars, one hundred thousand dollars of 
which is used for the budget of the de- 
partment; in other words, of every 
forty-five dollars collected from the pub- 
lic by way of a premium tax, one dollar 
remains in the treasury of the depart- 
ment and forty-four dollars find their 

way into the general fund of the state. 
I am wondering on what theory the con- 
vention continues to sit supinely by and 
allows this thing to be perpetuated. One 
inquires whether, when we shout ‘Amen,’ 
as we hear this matter decried, we are 
really and truly converts. If for the 
moment we be, then, like those of old, 
we are of little faith, for immediately 
upon returning home we become apos- 
tates, surreptitiously aiding the legisla- 
ture in tacking a still greater burden 
upon the industry.” 
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©)INCE the incorporation of the ALTNA INSURANCE COMPANY in 1819, 
‘) the scope of its operations has grown from the writing of simple 
2~ fire insurance to the complete and comprehensive covering of every 
kind of property hazard. Hurricanes in Florida. . 
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How Minnesota Stopped 
Fleet Rate Abuses 


NOW EXCLUDES PRIVATE CARS 








Commissioner Wells Acted Only After 
Fleet Rating Had Degenerated Into 
Wild Rate-Cutting 


How abuses in the automobile fleet in- 
surance situation in Minnesota were cor- 
rected this year upon the insistence of 
the State Insurance Department were 
told by Insurance Commissioner George 
W. Wells, Jr., in a talk he made Tues- 
day at Los Angeles before the National 
Convention of Insurance Commissioners. 
He related how the privilege of securing 
lower automobile rates under fleet covers 
was so abused and circumvented by indi- 
vidual owners of private pleasure cars 
that ultimately such automobiles had to 
be excluded altogether from the lists 
eligible for fleet rating. 

The inclusion of privately owned cars 
under fleet policies for rating purposes 
is, according to Commissioner Wells, the 
greatest competitive evil in the automo- 
bile insurance field today. He says that 
companies, obsessed with the idea that 
volume will take care of losses, are cre- 
ating artificial fleets and applying to 
them the practice of experience rating. 
Associations of employes and employers 
have been granted discounts on insurance 
for their automobiles on the single re- 
quirement that all the automobiles be 
insured in the particular company issu- 
ing the policy. 

Credits developed in bona fide fleets 
have been applied to cars not properly 
subject to experience rating, says Com- 
missioner Wells. All these practices 
have been carried on under the guise of 
fleet insurance experience rating. 


Nothing But Rate-Cutting 


“The application of the experience rat- 
ing plan to groups of automobiles owned 
by individuals, or mis-application thereof 
to such a group, which is the usual pro- 
cedure, is nothing less than a means of 
rate cutting,” stated the Commissioner. 

“It is not too broad a statement to say 
that over 90% of the rates 0 ag 
under the guise of experience rating, 
Minnesota in the past several years sane 
revisions downward. Proper application 
of experience rating plans to eligible 
fleets of automobiles will produce a gen- 
eral average rate level somewhat lower 
than the manual level, but the abuses 
that have crept into the plan have de- 
stroyed all rating debits except in a com- 
paratively few notoriously bad groups 
made up principally of truck and auto- 
mobile busses. 

“All of the devises briefly touched upon 
were employed by and on most of the 
companies operating in Minnesota for the 
past few years and when discussed with 
the local company representatives, most 
of them would excuse their conduct with 
the assertion that they had to meet com- 
petition to protect their business. As a 
result of the indiscriminate allowance of 
credits or rate cutting, the entire rating 
structure became demoralized. The ex- 
perience of the companies meant nothing 
and was so distorted that proper rates 
could not be carculated therefrom. 

“The rate-cutting devices employed 
under the guise of fleets, experience 
rated, extended in Minnesota to the point 
where it was the regular practice of 
agents to solicit and companies to ac- 
cept insurance at a discount from pub- 
lished rates to employes of banks, stores, 
mills, office buildings, etc., with the sole 
proviso that the agent, in consideration 
for this accommodation from his com- 
pany, make a drive for this class of 

usiness and produce as great a volume 
as possible. 


Rates Steadily Lowered 


“Manual rates, presumed to be reason- 
able and adequate, that is, sufficient to 
pay the losses, expenses, and a fair and 
reasonable profit, were regarded at first 
y a few companies, not as the correct 
Tates to charge but rather as a starting 
Point from which to develop rates down- 


ward. The practice grew and was adopt- 
ed by sO many companies that aiter a 
lume, Judging irom the developed experi- 
ence on this class ot business, new rates 
as promulgated included an adjustimieciit 
factor sutticient to take care ot a certain 
amount of rate-cuttiny, and the conai- 
tions referred to were not unusual but 
accepted as necessary to the conduct ot 
the business, ‘The rate- -cutting, by what- 
ever excuse it was attempted to be justi- 
hed, ranged from a 1U% to 25%, and in 
some instances was even greater than 
that. 

“We have always ascribed to the oft- 
asserted statement that excessive regu- 
lation was one of the greatest evils en- 
countered in modern business, in which 
insurance is not spared. The demorah- 
zation in automobile insurance rates and 
practices was so complete that the ‘only 
course open was legislation or voluntary 
action of some kind on the part of the 
carriers, with such aid and support as 
the Department could properly render, 


Meeting of All Auto Carriers 


“A meeting of the automobile-writing 
carriers stock, mutual, reciprocal and 
Lloyds, operating in Minnesota, was 
called by the Department tor tne pur- 
pose ot discussing conditions. At this 
general meeting conditions were outlined 
to the carriers and a number of meet- 
ings of a small workable committee tol- 
lowed, at which it was agreed that the 
conditions complained of existed and 
were common to most all carriers; that 
these conditions were injurious to the 
public and not worthy of sound insur- 
ance practices. 

“With this admission as a_ starting 
point, the conclusion was arrived at that 
the owners of private passenger type au- 
tomobiles were being discriminated 
against by reason of the practices be- 
ing indulged in. The first step, then, in 
remedying conditions was the promulga- 
tion of a ruling by the Minnesota De- 
partment. 

“The effect of the ruling excludes all 
private passenger type automobiles from 
experience rating plans, making experi- 
ence rating available only for the re- 
maining types of automobiles, namely: 
commercial vehicles, motor busses, and 
automobiles carrying passengers for hire. 
These classes of automobiles, when they 


meet the requirement as to numbers or 
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value, are still eligible for experience 
rating under a fleet policy in Minnesota. 
Vrivate passenger type automobiles may 
be covered in a fleet policy in Minnesota, 
but only when written at the premium 
vate published by the company and filed 
with the Department, which rate must 
be identical with that charged for the 
same coverage on an individually owned 
car of the same parcel 


MAY BECOME COMMISSIONER 


Charles W. Johnson, of Norristown, 
Pa., Republican leader of Montgomery 
County and former insurance commis- 
sioner, is mentioned as a possible candi- 
date for the position of insurance com- 
missioner to succeed the present commis- 
sioner, Einar Barfod. Mr. Johnson is 
known to be a close friend of Governor- 
elect lisher. 





ON BOARD OF DIRECTORS 


Edwin Atkinson Bayles, of William- 
son & Bayles, counselor at law, of New 
York City, has been elected a member 
of the board of directors of the City of 
New York Insurance Co., to fill the va- 
cancy created by the death of the late 
William P. Dixon. 


FIREMEN’S COLLEGE COURSE 
Over 160 Attend Classes at lowa, Where 
Several Well-Known Insurance 
Men Spoke 
About 165 firemen from various cities 
and towns of lowa were enrolled in the 
second short course for fire fighters re- 
cently conducted by the engineering ex- 
tention department of the lowa State 
College at Ames.. lowa is the pioneer 
state in this respect, being followed by 
Illinois, which instituted a similar course 
at the U niversity of Illinois last year, the 
second one being conducted in June of 

this year. 

The program at Iowa State College 
was made up of talks by experts, round 
table discussions of a number of special 
problems confronting firemen in their 
work, and various phases of fire fighting 
and fire prevention, together wtih prac- 
tical demonstrations of equipment and 
methods of operation. Among those who 
spoke before the firemen were the fol- 
lowing: Richard E. Vernor, manager, 
and Harry K. Rogers, engineer of the 
fire prevention department of the West- 
ern Actuarial Bureau; Clarence Gold- 
smith, assistant chief engineer of the 
National Board of Fire Underwriters at 
Chicago, and J. E. Florin. 
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Business Buildings 
and Industry! 


In the former, stores and thou- 









































sands of other commercial 
activities are housed; by the 




















latter, all things are made. 
Between the two, they pro- 











vide the necessities of life for 
all of our people; both are 





vital to the country—they are 























the backbone of its great pros- 














perity. Whatfiner calling than 

the one which offers essential 

protection to business and in- 

dustry? What greater oppor- 
tunity than to 


| | if “Carry on with Commerce” 
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Finds Conditions in 
Florida Are Normal 


FIRE PREMIUMS INCREASED 





Collections and ecm Are Not Above 
Average, Except Claims Caused 
by the Hurricane 


By HERVEY W. LAIRD 

Tampa, Fla., Nov. 16—After the stress 
and strain of clearing up problems of the 
recent East Coast storm, George Mills, 
of the Mills & Whitner general agency 
firm of Jacksonville, is making a tour of 
the Ridge and the West Coast sections, 
where he is finding many things to en- 
courage him and others engaged in the 
business. He gave a full day of the trip 
to a visit with his old time friend, H. J. 
Drane, at Lakeland, in whose forty-year- 


old agency, H. J. Drane & Son, he has 
long had one of the Mills & Whitner 
companies. Mr. Drane was in some 
measure able to sympathize with his in- 
surance friend in the big storm troubles, 
having just whipped a fight for relec- 
tion to congress for this district in which 
his Republican opposition was more 
formidable and more troublesome than 
in any of the four races he has made. 

George Mills is an experienced, able 
agent and general agent. His activities 
in Florida for many years make him a 
safe man to follow and his opinions in 
every way worth while. He was asked 
these, among other questions: 

Queries About Florida Conditions 


How does your business for the eight 
months of 1926 compare with the same 
time in 1925? 

How are your collections, compared 
with last year, and other years? 

How are your losses, other than from 
the storm—that is to say, fire losses as 
compared to last year and other years? 

From your experience, is there an in- 
dication of any increase in the losses 
that might be related to the moral haz- 
ard. 

Have you seen an indication on the 
part of the agents to improve under- 
writing by more care in selection, can- 
cellations on undesirable property and 
reductions where conditions make it 
likely that values have already gone 
down or are quite likely to do so? 





Material Increase in Volume 


Mr. Mills said that for the eight 
months in question there had been a 
very material increase in volume and 
revenue, the first two months naturally 
contributing in great measure to that re- 
sult. Collections, he had found, were 
about on an average with other years. 

“Our agents have not failed us in this 
connection, except in one or two cases,” 
he said, “and I am sure that these were 
due more to a failure to push their own 
collections than to any condition that 
might have prevailed about them.” 

From this statement it must not be 
inferred that there have not been great 
difficulties in the realm of collections. 
The results attained have come from a 
recognition of these conditions and great 
energy on the part of general agency 
and local agents to overcome them. 
Florida is cursed with poor credit con- 
ditions in most all lines, and this has 
been emphasized during the last few 
months of real estate troubles. The fact 
that with this usual condition and the 
added handicap of the unusual situation, 
it has been possible to keep collections 
to the point that an agent like Mr. Mills 
can speak of them as not bad is a com- 
pliment to the effective work of the 
local forces when they give full thought 
to the matter. 

Fire losses, Mr. Mills finds, are about 
normal. While the companies are over- 
whelmed with the heavy drain of the 
storm in many parts of the state, and 
are thinking of the bad results to their 
Strong boxes in having to pay such 
heavy tornado demands, it is a fact that 
fires have not gone above the regular 
Tate and all know that that rate has been 
very favorable in Florida for many years. 
t is going to be some time, however, 
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before the real results of the storm are 
known. In almost every section where 
the big wind ‘hit at all there are wind- 
storm claims. Large and small they will 
be drifting in and the result will cer- 
tainly put Florida in bad on the item of 
storm losses for a long time. 

And this would be so if the area of 
the heavy damage on the East Coast 
were eliminated and attention given to 
a general estimate over all territories 
hit and damaged by the big wind. Mr. 
Mills has not found that there are burn- 
ings that might be specifically charged 
to bad moral hazard. There is, of course, 
some cases of what may have been care- 
lessness but not enough indication of 


actual wrong doing to be considered. 
However, it is regarded as certain that 
houses located in far out sub-divisions 
that have not been rented or sold are to 
be watched with particular care, and, 
where it is evident that revenue produc- 
ing conditions cannot be established in 
reasonable time cut off the list of in- 
sured property. 





McCARTHY BACK ON JOB 
Frank J. McCarthy, Virginia state 
agent for the Home of New York, is 
back in the field after being away for 
six months on account of his health. He 
is now fully restored to health and 
vigor. 
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BOSTON FIRMS MERGE 





Randall, McCarthy & Co. United With 
R.. A. Boit & -Co.; Much Valuable 
Business Involved in Deal 
The Randall, McCarthy & Co. agency 
of Boston has been merged with the 
prominent agency in that city of Robert 
A. Boit & Co. The identity of the for- 
mer agency will be continued with offices 
on Central street, Boston, with Charles 
H. Wilson, Walter S. Gierasch and 
Ernest Nixon of the Boit interests as 

new partners. 

George McCarthy gained his early ex- 
perience with John C. Paige & Co. In 
1903 he established the firm of Randall, 
McCarthy & Co., taking into the con- 


cern Albert E. Randall. The agency 
represents the Camden Fire Insurance 
Association and the Niagara-Detroit 


Fire Insurance Association and the Ni- 
agara-Detroit Underwriters, and has 
been most successful. The ground floor 
offices at 15 Central street, adjoining 
the Boit & Co. offices, have been leased 
and will be occupied in the near future 
by the present staff of Randall, Mc- 
Carthy & Co. and their present offices at 
56 Kilby street will be relinquished. 

The- Robert A. Boit & Co. business is 
of long standing and includes many high 
grade accounts. The list of companies 
represented is in keeping with the or- 
ganization. The active partners are 
Charles H. Wilson, Walter S. Gierasch 
and Ernest Nixon. 


XMAS DECORATION HAZARDS 





New York Board Warns Against Use 
of Inflammable Decorations in 
Homes and in Stores 

So many disastrous fires have oc- 
curred not only in mercantile establish- 
ments, but in churches, clubs, public 
buildings, and the home, caused by the 
introduction of inflammable decorations 
and exhibits, and the danger to life and 
property is so great that the practical 
prohibition of this class of display is 
deemed necessary by the New York 
Board of Fire Underwriters. 
_ Attention is called to the fact that the 
introduction about premises of Christmas 
greens, harvest specimens and other in- 
flammable materials, such as cotton and 
paper scraps to represent snow and the 
use of motion picture machines, con- 
stitutes an additional hazard not con- 
templated by underwriters in issuing 
policies of indemnity covering the usual 
fire hazard. In this connection one of 
the conditions of the standard form of 
fire policy is that: 

“Unless otherwise provided by agree- 
ment in writing added hereto this com- 
pany shall not be liable for loss or dam- 
age occurring” * * * “while the haz- 
ard is increased by any means within the 
control or knowledge of the insured.” 





HEADS MOTOR UNION GROUP 

Charles Stuart Malcolm, for several 
years assistant manager for Canada for 
the Norwich Union Fire at Toronto, and 
one of the executives of the Canada Se- 
curity, a subsidiary of the former com- 
pany, has been appointed manager for 
Canada for the Motor Union, United 
sritish and Federated British group of 
companies. He succeeds the late W. B. 
Robertson. Mr. Malcolm has been with 
the Norwich Union since 1903. 





GARDNER SUCCEEDS WEBSTER 

Saltus Gardner has been appointed 
special agent of the Fireman’s Fund and 
the Home Fire & Marine for western 
New York State, effective Monday, No- 
vember 15. His headquarters are in Buf- 
falo. Mr. Gardner is a graduate of Co- 
lumbia University and for the last eight 
years has been connected with the Syra- 
cuse engineering and service office of the 
America Fore Companies. He succeeds 
the late L. L. Webster as special agent. 





ELECT BLIND AGENT 

Matthew A. Dunn, an agent of the 
3irmingham Fire in Pittsburgh, was 
elected this month to the Pennsylvania 
legislature. Mr. Dunn is totally ‘> 4. 
yet has conducted a successful “°-~1 
agency for several years. His w.-c is 
also blind. 
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Canadians Studying 
Agents’ Qualifications 


FIND STANDARDS TOO LOW 


Vice-President of Gute Ass’n Sug- 
gests Three Channels for Raising 
Quality of Local Agents 


agents in Canada are giving more 

attention continuously to the 
prohlem of agents’ qualifications, having 
agents have, that 
is full of so-called agents 
qualifications consist 


Fire 
serious 
found, as American 
fire insurance 
whose merely in 
having control through friendship of a 
group of fairly risks. 
George M. Orr, vice-president at Toron- 
to of the Fire & 
Agents’ at a recent conven- 
tion of the Association, brought forward 
three 
for raising the level of agency 


small desirable 


Ontario Casualty 
Association, 
for consideration possible means 
stand- 
ards. 

The first means offered by Mr. Orr is 
for the companies to use better judg- 
ment in the picking of their field forces, 
and once picked to instruct them thor- 


oughly in the lines they are asked to sell. 
The next is the establishing of a defi- 
nite standard of qualification by legisla- 
tion. The last is for the agents’ asso- 


ciation to accomplish the ends desired 
after other means have failed. 
“The companies, themselves, should 


take the initiative,” declares Mr. Orr. “I 
submit that it would be far easier for 
the correction to come from them. They 
could easily have a_ special instructor 
who could give individual instruction and 
examination of eyery agent before they 
certify to his application for a license. 
This me thod, however, might fail in that 
the various companies would not set the 
same standard. It might be overcome 
if all licensed companies agreed on a defi- 
nite standard. To accomplish this group 
instruction might be a solution. 
Examination by Local Boards 

“On the other hand the companies 
might turn the whole matter of instruc- 
tion and examination over to the local 
board of underwriters or some branch 
thereof. When you look at their im- 
partial manner of rating physical haz- 
ards, would they not be just as impartial 
in their judgment of agents’ qualifica- 
tions? Partiality by them for agents of 
one company as against those of another 
would not exist. Arrangements could be 
made for non-board companies to pay so 
much per individual’ attached to the 
school. I really believe that a great good 
could be accomplished by such an insti- 
tution, and with it the absolute co-opera- 
tion of all companies. If one or two 
companies were to refuse to comply with 
this method, I would suggest that the 
agent duly qualified in this manner be 
granted a larger scale of commission 
than an unqualified one. In this manner 
it would be to the financial advantage 
of the individual to qualify himself at 
as early a date as possible. 

“The next form is that of compulsory 
qualification by legislation. As much as 
we dislike being saddled with further en- 
actments this course is open to us. Nev- 
ertheless the government could require 
a certain standard of qualification by the 
agent before granting a license. In a 
number of states they are either evolv- 
ing or have evolved a system of Agents’ 
Qualification Law. The State of Massa- 
chusetts has added the word ‘competent’ 
to the word ‘suitable’ as a further quali- 
fication for a license. It is presumed 
that this will require either oral or writ- 
ten examination of all applicants before 
a license will be granted. 

“The State of New Jersey is at present 
unable to decide as to the necessity of 
an agents’ qualification law. The State 
of Pennsylvania has evolved a system of 
local advisory boards for the purpose of 
passing on the qualifications of appli- 
cant for license. I have read fully the 
literature issued by their department re- 
garding this system. My observation is 
that it leaves too much in the hands of 
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the members of the local board as to 
the standard necessary for qualification. 
Drawbacks to Legislation 


“There is one drawback to legislative 
enactments and that is the susceptibility 
to partisanship and friendship. There 
might be, however, a certain immediate 
relief should the government commit it- 
sell to a graded scale of license fees. By 
this | mean that the fee for urban cen- 
ters be $50 and graded down to $5 for 
rural agents. There is also the right of 
the Superintendent of Insurance to in- 
vestigate the books of insurance com- 
panies, why not extend this to and in- 
clude agents as well as others. This lat- 
ter might have the advantage of curtail- 
ing the practice of rebating commission. 

“The last method of qualification 
which [ submit for your consideration is 
that of the incorporation of the Agents’ 
Association. Is it not true that doctors, 
lawyers, musicians and even some of the 
trades have associations whereby they 
instruct and examine any one applying 
for membership in the particular pursuit. 
To back this up you would require legis- 
lation allowing only fully qualified mem- 
bers from acting as agents. In addition 
to this the association should have the 
power to discipline any of its members, 
and if necessary to fully disqualify them. 
A higher standard of efficiency would 
thereby be obtained. I believe that if it 
were possible to bring into existence 
such an organization it would for all time 
put an end to the controversy of agents’ 
qualifications.” 


Says Prosperity Is 
Aided by Time Sales 


HAS INCREASED AUTO TRADE 





Alfred Reeves, General Manager, Nat’l. 
Auto Chamber of Commerce, Cites 
Reasons for Sales on Time 





If one of the foundations of the pres- 
ent prosperity is the record volume of 
business in motor cars, as various econo- 
mists hold, then a substantial amount of 
credit must be given to the broadening 
field of consumer credit or what is 
termed installment selling, according to 
Alfred Reeves, general manager, Nation- 
al Automobile Chamber of Commerce, 
speaking before the conferences of the 
National Association of Finance Compa- 
nies at Chicago this week. 

“Of course there is foolish installment 
buying just as there is foolish cash buy- 
ing and the problem on which the indus- 
try has been working for some time, is 
the elimination of the 10% that might 
be termed unsound and maintaining the 
90% that has an important place in the 
economic picture,” said Mr. Reeves. 

“No one can defend the man earning 
$40 a week who buys an automobile, a 
diamond ring, a fur coat and a radio on 
time payments. He is the isolated case 
and supplies the horrible example of 
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Editorial 


6é HEN the frost is on the punkin 
and the fodder’s in the shock"— 
then it’s time for Ohio Farmers agents to 
make sure that their clients have Sprink- 
ler Leakage insurance. 
Only one sudden freeze-up is required 
to do great damage to a stock of goods 
under a sprinkler system, but Ohio Farm- 
ers insurance will make good the loss. 


alge coverage too is suggested | 
by the colder weather. Heating | 
plants will be used to capacity, with the | 
attendant danger of explosion and fire. 

Sell Explosion insurance along with 
the regular fire policy and give your in- 
sureds protection—plus. 





HIO Farmers agents are finding the 

company’s new Parcel Post insurance | 
coupon books convenient and easy to sell. | 
They make it possible for the agent to 
sell just exactly the size policy needed 
in each case. If you want more informa- 
tion about Ohio Farmers Parcel Post 
policies, why not ask? Please address 
the Company at Le Roy. 








E frequently receive requests for 

copies of a booklet containing an 
explanation of the Coinsurance Clause, 
Pro Rata Distribution Clause, and Waiver 
of Inventory Clause. The Ohio Farmers 
Insurance Company will gladly send a 
reasonable number of these booklets to 
anyone interested. Just write to the 
Advertising Department of the Company 
at Le Roy. 


In business one must be prepared for 
the a ted. 
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those buying out of income. The real 
problem of our industry has been to em- 
brace the good element and to eliminate 
the bad. There can be no question of 
the value of installment selling in con- 
nection with automobiles. 


“We could not market four and one- 
half million vehicles, a new record pro- 
duction which will be established this 
year, without this consumer credit plan 
from which in the long run, properly 
handled, not alone our industry but many 
others profit” 


Freely admitting there was opportunity 
for improvement in consumer credit 
plans, Mr. Reeves pointed out the fol- 
lowing as advantages to the public of this 
form of marketing. 


Ten Advantages of Time Selling 


1; Installment buying encourages 
thrift, as it is an enforced form of sav- 
ing. "People will economize to meet re- 
curring payments due when they might 
not economize for the mere purpose of 
accumulation. 

It enables people to get at once 
things of value or utility to them which 
they would otherwise have to do without 
or might have to wait a long time to 
own. 

3. A buyer is enabled to enjoy the use 
of the article while paying for it. 

4. It leads people to put money into 
articles of real value which might other- 
wise be wasted on articles of transient 
gratification. 

5. An economical advantage is that in- 
creased and steady production gives even 
the time-buyer the article at a lowered 
cost. For example, on a $1,500 car, one- 
third or $500 is paid down and there is 
added 8% on the remaining $1,000, mak- 
ing the total $1,080 payable in twelve 
equal installments, which covers all 
charges, including fire and theft insur- 
ance. If no sales were made on the de- 
ferred payments, the same car probably 
would cost $200 more because of the 
smaller production. 

6. It has the merit of increasing the 
cost only to the time buyer. The cash 
buyer enjoys a lower price as against the 
installment buyer, whereas the average 
charge account gives one who pays his 
bill every 60 days the same price as the 
cash buyer, and often furnishes a fa- 
vored service. 

It permits the financing of con- 
sumption, whereas in the past, financing 
has generally been only for production 
and for retailing. 

8. It puts a responsibility on a per- 
son, which insures his doing more and 
better work. Many economists declare 
this nation can live as well as any other 
nation by working six hours a day. It 
is the other two hours’ of work which 
provide things that maintain our high 
standard of living. 

9. Broadening markets in the auto- 
mobile industry with time selling have 
permitted record values. Survevs show 
the automobile industry giving $1.16 for 
the 1914 dollar while the cost-of-living 
dollar is 59 cents. 

10. Offers sound paper which the 
banks can safely purchase. The losses 
which in the long run the public must 
pay in finance charges, have been very 
small. 





BOOKLET ON SECURITY 


The Security of New Haven. whose 
home office is a beautiful building lo- 
cated in the expansive suburbs of the 
citv, close to some of the Yale Univer- 
sitv buildines, has published a well-illus- 
trated hooklet describing the home of- 
fices and relatine the growth of the com- 
nonv. The booklet is dedicated to John 
Weslev Alline, president of the Security 
since 1906. Organized in 1841 the com- 
pany has made steadv and_ excellent 
progress during its eighty-five years of 
existence. Fiftv-one years ago. in 1875, 
the companv had assets of $353.363, a 
capital of $200,000 and a net surplus of 
$46,176. At the close of 1925 assets had 
increased to $10,179.904, the capital to 


$1.500,000 and the net surplus to policy- 
holders, $7.486,230. The net nremium in- 
come, which was only $211,937 in 1875, 
was over twentv-five times as great last 


year, totaling then $5,686,584. 
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Agent Not Bound By 
Company’s Insolvency 


RULING OF KENTUCKY COURT 


Not Up to Agent to Acquaint Assureds 
With Possible Insolvency of Com- 
pany Covering Them 





In an action by a policyholder in a 
foreign fire insurance company against a 
resident insurance agent for the amount 
of a fire policy, it was alleged that the 
agent represented to the plaintiff that 
when the policy was taken out the com- 
pany was solvent, but actually it was 
insolvent then and at the time of the 
fire which destroyed the property, and 
that the agent knew long before the fire 
occurred that the company was insolv- 
ent, but fraudulently failed to notify the 
plaintiff thereof. 

Reversing judgment for the plaintiff, 
the Kentucky Court of Appeals said, in 
Eastman v. Stumbo: 

“We have been referred to no author- 
ity holding an insurance agent liable to 
the policyholder where the company 
subsequently becomes insolvent, and the 
agent fails to notify the policyholder of 
the insolvency of the company. We do 
not well see upon what legal principle 
such a duty would rest. This would be 
to require an agent to notify all those 
holding policies in the company through 
him, and would impose on him a duty 
not in the interests of the company, 
which might require of him action that 
would justly be deemed by the company 
a breach of his duties to it. No man 
can serve two masters. The rule seems 
to go no further than the following: 

““But the agent is liable to the ap- 
plicant or insured for damages which re- 
sult from the agent’s false and fraudu- 
lent representations, on which insured re- 
lied to his injury, or from his negligent 
failure to effect insurance as he has con- 
tracted to do.’ 

“If the agent fraudulently represented 
the company to be insolvent, and thus 
procured the insured to take the policy, 
he would be liable for the fraud so prac- 
ticed.” 

In this case there was no allegation 
in the plaintiffs petition that at the 
time the policy was written and deliv- 
ered the agent knew that the company 
was insolvent. It was therefore held that 
this question should not have been sub- 
mitted to the jury. 

If the defendant acted merely for the 
accommodation of the plaintiff, and not 
as an agent of the company, and made 
no representations which he knew to be 
untrue, he would not be liable. 

The facts shown by the defendant were 
that after he purchased the insurance 
agency he only did business for regular 
old line insurance companies. The plain- 
tiff then held two policies in two of 
these companies, which were cancelled 
by the companies, and he asked the de- 
fendant to procure for him other insur- 
ance. The defendant told him he could 
not put it in any regular company, but 
that there were some mutual companies 
that might take the risk, and procured 
for him, merely as an accommodation, 
the policy, in the company in question, 
received no pay for his services, and 
had nothing to do with it except for the 
plaintiff's accommodation. The company 
afterwards failed, but there was no evi- 
dence that it was insolvent at the time 
the policy was issued, or that the de- 
fendant knew this. Judgment for plain- 
tiff was reversed and cause remanded 
for a new trial. 





COAKLEY-McCOLLUM, INC. 


Coakley-McCollum, Ine, New York 
‘ity, has been chartered at Albany with 
$10,000 capital to engage in the insur- 
ance business. Andrew J. Coakley, 147 
West 6th street; Denis O’L. Cohalan, 
146 West 86th street; G. Albert McCol- 
lum, Woodstock Hotel, 127 West 43rd 
Strect, New York City, are directors and 
subscribers, 


CHICAGO LLOYDS NOT SO BOLD 





Letter to Lansing Agent Shows They’re 
More Cautious in Defying Authority 
of Michigan Authority 

Evident surrender to the Michigan in- 
surance department in its campaign to 
keep the state free from the operations 
of some of Chicago Lloyds organizations, 
none of which has been authorized in 
Michigan, was disclosed in a letter re- 
cently received by a Lansing agent from 
Lloyds Insurors or American Lloyds. In 
this communication, answering enquiries 
on the part of the agency as to the Chi- 
cago outfit’s status, A. H. Ostrander, 
manager of the Lloyds organization, 
frankly admitted that the Michigan de- 
partment had refused to license the con- 
cern and attributed its refusal to a preju- 
dice on the part of Commissioner Leon- 
hard T. Hands against all non-resident 
companies, 

From the fact that the company, a few 
months back, sprinkled certain portions 
of Michigan rather thickiy with its un- 
authorized policies and succeeded — in 
bringing one of its agents a 30- day jail 
sentence and making another 


a fugitive 
from justice, it would appear 


that the 


Lloyds concern has adopted a more cau- 
tious policy, at least so far as Michigan 
is concerned. 

The Lansing agency wrote to Ameri- 
can Lloyds evidently with an idea of be- 
coming its representative providing terms 
and conditions were right. Later, how- 
ever, the agent learned through depart- 
ment officials of the company’s lack of a 


license and of the complications that 
arose from that circumstance. His later 
letter, therefore, was in the nature of a 


“feeler” for the department to discover 
whether the Lloyds concern was. still 
boldly attempting to flout the Michigan 
department’s authority. 


HEADS IOWA NATIONAL 


Charles S. Vance has been elected 
president of the lowa National Fire of 
Des Moines to succeed the late Frank 


L. Miner. Mr. Vance 
ond vice-president 
manager of the 


has been the 
and 
company. 


Sec- 
underwriting 
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PHILADELPHIA CHANGES 
Harry M. Woodlinger has been ap- 
pointed agent for the New York Fire in 
Philadelphia and Stone, Mathews & Co. 
have been discontinued as agents for the 
California. a 








THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
a no and the management of THE 

NOVER is an absolute assurance of 
aa security of its policy. 

CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 

. G. HOLLMAN, Secy. 
H. T. GIBERSON, "Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
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“Like chaff” 


Frame, brick, concrete or steel—it matters little—all are “like chaff” 


before the fury of the tornado or hurricane. 


When a man finds himself in a tornado’s path, what can he do? 
he fight it? Move his property? No! he can but seek shelter and await 


the inevitable. 


Windstorm insurance is as neces 
property as Fire insurance. 


and Tornado policy. 







“AMERICA Fore” 


NEW YORK *# CHICAGO *¢ 


‘ObLe CONTINENTAL 


INSURANCE COMPANY 
EIGHTY ACAIDEN LANE, NEW YORK, N.Y. 


ERNEST STURM, Chairman of the Board 


PAUL L.HAID, President 


CASH CAPITAL“ TEN MILLION DOLLARS 


ssary to the complete protection of 
Every one of your Fire insurance clients 
should also have the additional protection of a Continental Windstorm 


MONTREAL #¢# 
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Broker Objects to 
Free Insurance Plan 


PLACES STIGMA ON BROKERS 


Stephens & Co. Contends Companies Are 
to Blame for Free Insurance and 
Have Powers to | Control It 


brokers in 
written a letter 
Superintendent James A. 
3eha complaining against alleged injus- 


Stephens & Co. 
New York City, 


to Insurance 


insurance 
have 


tices to the brokerage business contained 
plans to curb 
free insurance. Charles S. 
of Stephens & Co., who wrote the com- 
munication, declares that the free insur- 
ance plans place a stigma upon the 
brokers by implying that they are at 
fault and are the cause of the existence 
of unpaid earned premiums. He 
tends that if the evil 
companies alone are 


in the fire and casualty 
Rosensweig, 


con- 
does exist, the 
responsible for it 
and he says the companies have ample 
powers to collect earned premiums with- 
out resorting to special central bureaus 
or the State 

Mr. Rosensweig’s 


Insurance Department. 
letter follows in 
part: 

been 
insurance 


“Torrents of verbal tears have 
wept over this evil in” the 
; There 
conferences, 


press. have been investigations, 
imposing resolutions, and, 
topping all, this drastic plan. All over 
what? Because company cashiers don’t 
know how to collect earned premiums or 
are impotent, designedly or otherwise, in 
enforcing collections. There have been 
all kinds of estimates of the growing ex- 
tent of this canker in the premium vol- 
ume. Some place it at 15% of the pres- 
ent premium income. This would make 
the loss somewhere near $200,000,000 per 
annum. Now, we have no knowledge of 
the true cost of the ‘non taken’ policies, 
and we will not venture to add to the 
many guesses. The greater the extent 
of the ‘evil’ the more blame attaches to 
the insurance companies, The point in 
interest is the underlying responsibility 
for the situation. 


How One Company Collects 


“It is probably an elementary state- 
ment, but true nevertheless, that ‘the 
way to collect is to collect’; nor is it 
novel. We have in mind the attitude 
of one of the largest New York fire in- 
surance companies on this collection mat- 
ter. Their local cashier follows the per- 
fectly simple routine of insisting on the 
collection of all premiums and earned 
premiums. And he gets what he is after. 
fe does not call in the aid of the New 
York Fire Insurance Exchange or a Cen- 
tral Bureau or the Insurance Depart- 
ment. He knows the broker’s account 
from personal contact, understands all 
the circumstances surrounding a given 
premium or earned premium, can = ap- 
praise best any excuse offered for non- 
payment and acts accordingly. . He is not 
cowed by the standing of a brokerage 
firm. He does some time resort to law 
against an assured, just as would any 
other creditor against a_ defaulting 
debtor. That is all there is to his sys- 
tem. No red tape. It is simple; just as 
simple as is the solution of this entire 
‘evil.’ 

“All that has been lacking is the plain, 
every-day, matter-of-fact ability to col- 
lect earned premiums. That would seem 
indictment enough of the companies’ 
collection departments, but it is made 
measureably more so by the cry raised 


by them in extenuation. It is claimed 
for the companies that some irrespons- 
ible brokers and certain assured impose 
upon them or that they are powerless to 
enforce collection of earned premiums 
from large producers faselaere’ for fear 
of losing their patronage This is 
either sheer bunk or a confession of 
unbelievable and inexcusable ineptitude 
and inefficiency. 

Says Companies Are Not Handicapped 

“Let us examine just how badly handi- 
capped (?) the collection departments of 
fire insurance companies are in the met- 
ropolitan territory under present condi- 
tions and before the reform sets in. They 
can make earnest demand upon the 
broker for payment of earned premiums 
just as they do for payment of regular 
premiums. If he fails to pay, they can 
call upon the assured. This invariably 
reveals whether the broker has collected 
from his assured or not. If the broker 
has used his best efforts to collect and 
has failed, it is unjust to add to the loss 
of his ‘services the penalty of liability 
for the earned premium. The plan then 
is to sannanil against the assured in law. 
The irresponsible assured would soon 
be cured of his predilection for free 
brokerage service and free insurance 
protection. We might be permitted the 
suggestion that ordinary careful ac- 
quaintance with the commercial standing 
of the assured before underwriting risks 
would itself remove or reduce to neg- 
ligible proportion the damage from this 
irresponsible class of assureds. 

“1, We are de aling with a myth, or, 

“2 That there is an element of waste 
in ‘not taken’ policies, but one which in 
the main is incidental to the nature of 
the business, or, 

“3 That a real evil does exist and; 
That the companies have failed to curb 
it by the ample means at their disposal; 
or that the companies deliberately and 
designedly condone the existence of the 
‘evil’ for reasons which they deem good 
for their business.” 


MERCHANTS DOUBLES CAPITAL 





Plans to Issue $1,000,000 in Common and 
Preferred as Stock Dividend; 
To Decide November 23 

The Merchants Fire of New York pro- 
poses to increase its capital from $1,000,- 
G00 to $2,000,000, and stockholders will 
vote on the question on November 23. 
The plan contemplates increasing the 
common stock from $750,000, consisting 
of 30,000 shares of $25 par, to $1,500,000 
capital, consisting of 60,000 shares of $25 
par, and increasing the preferred stock 
from $250,000, consisting of 2,500 shares 
of $100 par, to $500,000 consisting of 
5,000 shares of $100 par. 

The plan of the directors further pro- 
vides that, when authorized by the stock- 
holders and the Superintendent of In- 
surance, it is proposed to issue all of the 
increased common stock, $750,000 par 
value, and all of the increased preferred 
stock, $250,000 par value, to the holders 
of the common stock as stock dividends 
in proportion to their several holdings, 
and transferring the equivalent amount 
from the surplus account to the capital 
account of the corporation. 

The Merchants Fire Assurance Cor- 
poration was organized early in 1910 with 
$200,000 capital and $300,000 surplus. In 
January, 1916, the capital was increased 
to $400,000, of which $100,000 was pre- 
ferred. A further increase to $700,000 
was made in 1921 by a stock dividend 
of $300,000 and again, in 1923, the capi- 
tal was increased to $1,000,000, of which 
$750,000 was common and $250,000 pre- 
ferred. Of this latter increase $270,000 
was in the form of a stock dividend. 
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CAR AND GENERAL 
INSURANCE CORPORATION, LIMITED 
United States Head Office, 95 Maiden Lane, New York 
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Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 














WALTER B. HENDERSON DEAD 





Was Senior Member of Prominent Bos- 
ton and New York Agency of John 
C. Paige & Co.; Was Active Socially 


Walter B. Henderson, senior member 
of the prominent agency of John C. 
Paige & Co., with offices in Boston and 
New York, died at his home in Wayland, 
Mass., Monday night after a long ill- 
ness. He was sixty years of age. Mr. 
Paige was born in Keeseville, N. Y., and 
entered insurance in 1878 with C. H. 
Pierce in Northampton, Mass. He went 
to Boston in 1884 and joined John C. 
Paige & Co., becoming a member of the 
firm in 1897. He became senior member 
in 1912. Mr. Henderson was also presi- 
dent of John C. Paige & Co., Inc., of 
New York, a director of the Massachu- 
setts Fire & Marine, and a director of 
the International Trust Co. He was a 
thirty-second degree Mason and a mem- 
ber of many clubs and societies. 

Mr. Henderson was the prime mover 
in bringing about an agreement in Bos- 
ton among some of the larger offices for 
co-operative underwriting, other parties 
to this agreement at the present time 
being Field & Cowles and Obrion, Rus- 
sell & Co. Mr. Henderson is survived by 
his widow, a son, Gerald, who is a mem- 
ber of John C. Paige & Co. and four 
daughters. 





ROBERT HAWLEY A SPECIAL 

Robert Hawley, son of President 
Frank H. Hawley of the Ohio Farmers, 
has been appointed special agent of the 
same company in Indiana, effective De- 
cember 1, with headquarters in Indian- 
apolis. For the last year Robert Haw- 
ley has been special agent of the Ohio 
Inspection Bureau. 





Commissioners Meet 


(Continued from Page 17) 


afternoon will be devoted to committee 
meetings and on Thursday evening will 
be held the annual pow-wow of the Pa- 
munkeys, which has been one of the 
chief events at annual conventions for 
several years. On Friday, the last day 
of the convention, the final business ses- 
sion will convene and will be devoted 
to communications and reports of com- 
mittees, to the election of officers and to 
the executive session, which will be held 
for the purpose of having a general dis- 
cussion of department problems. Attend- 
ance at the opening meeting was esti- 
mated in excess of 150, which included 
at least two score company officials from 
eastern cities. 


217TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 
FOUNDED 1710 

UNITED STATES BRANCH 

55 Fifth Ave. . New York 
WESTERN DEPARTMENT 

Wrigley Bldg., 410 N. Michigan Ave. 

hicago 

PACIFIC DEPARTMENT 


N. W. Cor. Sansome and Sacramento Sts. 
an Francisco, Cal. 











NATIONAL BOARD MEETING 

The executive committee of the Na- 
tional Board of Fire Underwriters will 
hold its November-December meeting on 
December 9, 


G. W. Burchell Dead 


(Continued from Page 17) 


fice of the Niagara Fire in 1864. Five 
years later he a in the mercan- 
tile business but in 1871 returned to in- 
surance in the office of the Phenix of 
Brooklyn. Two years afterwards he be- 
came special agent of that company in 
the Eastern and Middle States. He re- 
tained that position for eight years when 
he went with the Queen of Liverpool as 
general-agent, with the Middle States 
for his térritory. 

In 1899 he was made deputy manager 
of the United States branch. Two years 
later the Royal, having absorbed the 
Queen of Liverpool, organized the Queen 
Insurance Company of America to con- 
tinue the United States branch and Mr. 
3urchell became secretary of the new 
company. He was elected vice-president 
in 1900 and 1918 was elected president, 
succeeding Edward I. Beddall. In May, 
1920, he retired from the presidency to 
become chairman of the board, 

In 1906 Mr. Burchell was elected vice- 
president of the New York Board of 
Fire Underwriters, serving one year, and 
ten years later he was again elected to 
the same office for a year. In 1906 and 
again in 1907 he was clected president 
of the National Board of Fire Under- 
writers, and in 1906 also he became 
president of the Underwriters Salvage 
Company, serving for twenty years. 

Bennett Ellison, president of the New 
York Board of Fire Underwrietrs, ap- 
pointed the following committee to rep- 
resent that organization at the funeral 


on Tuesday: Charles R. Pitcher, depu- 
ty manager of the Royal; C. A. Ludlum, 
vice-president of the Home, and James 


Marshall, vice-president of the Northern 
of New York. 

The main office of the Underwriters’ 
Salvage Company of New York, and all 
branch offices, were closed all Tuesday 
afternoon. Charles G. Smith, Otto E. 
Schaefer and Wilfred Kurth represented 

the company at the funeral. 
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Established 1860 Under the Laws of the State of New York 
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MARINE & AUTOMOBILE DEPARTMENT 














To Arrest Employes 
Of Auto Service Corp. 


PENNA. COMMISSIONER - ACTS 





Einar Barfod to Take Action Against 
Officers, Directors and Agents; 
Company Insolvent by $119,000 


Arrest and promeetion of directors, 
three officers and 258 agents of the Na- 
tional Automobile Corporation, 
main offices in Philadelphia, 
ordered Monday by Einar Barfod, 
sylvania Insurance 
action, he 


Service 
with was 
Penn- 
Commissioner. The 
said, 
ination of the corporation’s affairs dis- 
closing that of $319,000 collected from its 
members, only $3,900 is left in the cor- 
poration’s treasury. The corporation is 
insolvent to the extent of $119,000, it is 
charged. 

“The records of the association would 
indicate,” Commissioner Barfod — said, 
“that it is responsible for nearly 13,000 
automobiles running loose on our high- 
ways without any insurance protection 
for themselves or the public which is 
exposed to injury from the operation of 
these unprotected automobiles.” 

The corporation, he said to The East- 
ern Underwriter, has operated in Penn- 
sylvania for a year and one-half without 
being registered with the Insurance De- 
partment as required by insurance or- 
ganizations chartered under Pennsylva- 
nia laws. Of its 258 agents, only twelve 
held licenses from the department, and 
these have been revoked and the legiti- 
mate companics which they also repre- 
sented have been notified of the revoca- 
tion, he said. 

Over 100 Warrants in Philadelphia 


Coincident with this announceme nt, 
more than 100 warrants were issued in 
Philadelphia after T. Ewing Montgom- 
ery, special deputy attorney general for 
the departinent, had passed on each case. 
Warrants charge the company with deal- 
ing in security bonds without license, in 
violation of the insurance code; and in 
claiming to sell automobile service in vio- 
lation of the Pennsylvania service act, 
a supplement to the insurance code. 
Some of the warrants also charge em- 
bezzlement and false pretense. 

In a statement explaining the purposes 
of the prosecution, Commissioner Bar- 
fod said: 

“The organizations which pretend to 
sell full insurance coverage to automo- 
bile drivers but in fact furnish them no 
insurance protection whatever, are a 
public menace. Not only do they injure 
the operator of an automobile in leaving 
him unprotected, but they injure every 
innocent pedestrian who is exposed to 
physical injury from the unprotected au- 
tomobiles. The records of the Insurance 
Department are full of pathetic and trag- 
lc cases of citizens who have been in- 
jured for life by automobiles and cannot 
collect a cent of compensation for the 
reason that the automobile owner has 
nothing except a car with heavy mort- 
gage on it and the insurance which he 
believed he had for the protection of 
himself and the public, is no insurance 
at all but merely a membership certificate 
In an organization constituting a con- 
spiracy to defraud. 

“On account of this grave public men- 
ace of such fake insurance organizations, 
Wwe are proceeding against not only the 
officers and directors, but against their 
agents. Some of these agents held li- 
cense for bona fide, reputable insurance 
concerns but picked up easy money on 
the side by associating themselves with 
these fake service corporations. When 
they could not sell a prospect legitimate 
insurance at legitimate cost, they sold 
them this fake service at a ‘ridiculously 
low price. The licenses of these agents 
have this day been revoked and all the 


resulted from an exam- 


legitimate companies by whom they were 
licensed have been notified to this effect. 
Exhaustive Inquiry Made 

“The prosecution of the officers and 
agents of the National Automobile Serv- 
ice Corporation comes at the end of an 
exhaustive investigation, conducted for 
several weeks = three Philadelphia ex- 
aminers: J. V. Gosline, J. A. Dailey and 
R. L. Welsh. Their examination showed 
that of some $319,000 collected by this 
organization from its members, it has 
only some $3,900 left in its treasury and 
is insolvent to the extent of $119,000. 
Our examiner found that even in the 
small service of furnishing bail bonds, 
this organization was derelict. It had 
558 applications for bail bonds from peo- 
ple who had paid for the service in ad- 
vance, hanging on the hooks of the cor- 
bres: which had spent the money on 
salaries and commissions and did not 
have sufficient funds on hand to bail out 
their 558 defrauded members. 

“With not even enough money on hand 
to pay for surety bonds, the corporation 
of course had no money whatever with 
which to purchase insurance for those 
members who were solicited on the 
promise of full insurance protection. The 
records of the Association would indi- 
cate that it is responsible for nearly 13,- 
000 automobiles running loose on our 
highways without any insurance protec- 
tion for themselves or the public which 
is exposed to injury from the operation 
of these unprotected automobiles.” 





FREE INSURANCE DRIVE 

The Insurance Brokers’ Exchange in 
San Francisco has launched a movement 
to combat 8 so-called free insurance 
evil in the San Francisco fire business. 
The matter has already been placed be- 
fore the executive committee of the 
Board of Fire Underwriters of the 
Pacific. It is proposed to form a central 
bureau after the pattern of the one es- 
tablished by the New York Fire In- 
surance Exchange. 


WITH WHITE & CAMBY, INC. 

Hunter A. Hamilton, former automo- 
bile underwriter for Chubb & Son, has 
joined White & Camby, Inc., uptown 
managers, and will underwrite the busi- 
ness of that agency. White & Camby, 
Inc., represent the Federal, United States 
Guarantee, Universal and Standard of 
New York. 


ELECTRICAL INSPECTORS MEET 


The New York chapter of the Eastern 
Association of Electrical Inspectors held 
its monthly meeting Monday night at the 
Underwriters’ Laboratories in New York 
City. A. R. Small, vice-president of the 
Laboratories, spoke on the work of the 
Laboratories and its relation to various 
electrical interests. 


— 
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CHESTER M. CLOUD 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 


Maryland Casualty Company (Casualty Lines) 
| Harmonia Fire Insurance Company 
London & Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Comer Maiden Lane and William Street 
John 1363-5976 
New York City 














Add Clauses to 
Define Shore Risks 


FULL 
British Underwriters Act as Result of 
Court Decision; Changes Apply to 
F. P. A. and Average 


TO GIVE PROTECTION 


The Technical & Clauses Committee of 
the Institute of London 
has recommended the 





Underwriters 
addition of the 
words, “This warranty shall operate dur- 
ing the whole period covered by the 
policy,” to the end of the “F. P. A.” 
(Clause No. 9 of the Institute 
Cargo Clauses), and that a similar alter- 
ation be made to the “Average Clause” 
(Clause No. 9 of the Institute Clauses). 
The marine correspondent of the London 
“Daily Telegraph” 

“These 


clause 


writes: 
alterations, which come into 
January 1, 1927, and which | 
understand have also been adopted by 
Lloyd’s underwriters, 
on the decision of the courts in the case 
of W. H. Muller v. the Union 
de Paris, relating to the question of what 
risks are policy 
when the insured interest is on shore. 
Under the ‘Warehouse to Warchouse’ 
clause, goods are covered for a period 
before and after shipment, with certain 
limitations, but there has always been 
some doubt as to how far the risks cov- 
ered when the goods are at sea extend 
to the period during which they are in- 
sured under the policy whilst on shore. 
This latest amendment to the Institute 
Cargo Clauses is intended to lay down 
the principle that the risks covered by 
the policy when the goods are at sea 
shall also be covered when they are on 
shore, it being held that any attempt to 
define the shore risk in any exact word- 
ing would only lead to further difficul- 
ties. 

“As it is, the 
marine policy are 


effect on 
are consequent up- 
Maritime 


covered by the marine 


risks covered by the 
well known, and have 


been elucidated by a number of legal 
interpretations. While even the sea risk 
is still undefined, it is extremely rare 


that any dispute arises over claims on 
goods damaged at sea, so well under- 
stood is the extent of the cover given 
by the marine policy in this respect. The 








APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co.. New York 
Admitted Assets, $4,976,780.91 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 

















WRITE FOR OUR AGENCY PROPOSITION 


























development of insurance to include a 


certain amount of the transit risk on 
shore has, however, led to the necessity 
of establishing some principle with re- 


spect to this part of the risk, and it is 
believed that the application of the prin- 
ciple which applies to the sea risk to the 
risk whilst on shore will prevent mis- 
understandings, and at the same time 
give merchants that full protection which 


is required by modern commercial prac- 
tice. 


FARM FIRE TALKS 
Three Prevention Addresses To Be 

Broadcast at Cincinnati, Schenectady 

and Chicago this Month 

Following is the schedule of farm fire 
prevention talks for the latter part of 
November, to be broadcast by represen- 
tatives of a number of state fire pre- 
vention associations, through the cour- 
tesy of the National Farm Radio 
Council: 

November 24—WLW, Cincinnati, 7:20 
p..th., J. P. Hershberger, state agent of 
the Great American, representing the 
Ohio State Fire Prevention Association. 

November 24—WGY, Schenectady, 
N. Y., 6:45 p. m, J. H. Goodin, repre- 
se nting the New York Farm Fire Pre- 
vention Association. 

November 30—KYW, Chicago, 8:30 p. 
m., Elmer F. Davis, superintendent of 
the western farm department of the 
Westchester, and a member of the fire 
prevention committee of the Farm As- 
sociation. 

In addition, there are nine talks on 
farm fire prevention scheduled to be 
broadcast next month in various states. 


FIRE RATES INCREASED 
Announcement of increased fire insur- 
ance rates to be put into effect. Satur- 
day by the New England Insurance Ex- 
change on a state-wide basis with ,the 
exception of Boston, Worcester and 
Lowell, was received by insurance men 


here today. The increase, due to in- 
creased fire losses of the last year, 
amounts to 5% on buildings and 15% 


on contents, and applies to properties 
outside of certain improved risks in busi- 
ness buildings. The same rates, it is 
said, have previously been put into effect 
in Worcester and Lowell. Boston is ex- 
empted because of comparatively good 
showing in fire losses. 





ae GOOSE CHAIRMEN 

E. Ryan, most loyal gander - the 
New York City pond of the Blue Goose, 
has named the following chairmen of the 
standing committee for 1926-1927: Fred- 
erick Ackerman, National Union, en- 
tertainment; Wallace Kelly, Yorkshire, 
membership; W. V. A. Keeler, American 
Eagle, initiation; W. S. Crawford, Jour- 
nal of Commerce, publicity, and Fred- 
erick W. Doremus, Sylvania, greeting. 





TO INCREASE CAPITAL 

Stockholders of the New Hampshire 
Fire of Manchester, N. H., will vote on 
November 23 upon a proposal to increase 
the capital from $2,250,000 to $2,500,000 
by the issue of $250,000 new stock at par. 
The present market value of the stock 
is about $360 a share, with par value be- 
ing $100. In the last ten years the New 
Hampshire has increased its capital 
$150,000 once and $250,000 three times, 
always at par. During the same period 
the net surplus has nearly doubled. 
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Justice Isn’t Blind, But It’s Certainly 
Good Natured 


The court calendars are crowded with 
cases to be tried and some of them never 
will be Sometime ago the New 
York District Attorney had 
thousands of prohibition cases tossed in- 
to the wastepaper basket. They woutd 
have reached trial about 1940 in the 
regular course of events. 


tried, 
lederal 


It was a hope- 
less prospect; so District Attorney Buck- 
ner threw up his hands. 

kkven when cases get to trial the at- 
torneys and judges are in no special hur- 
ry. dake the Khinelander case. «It 
strung along tor weeks. In Engitand the 
trial would have lasted a couple of days. 
then there is the Hall- Mills murder case. 
What's it all about? Why does it take 
so much time? Why are there so many 
witnesses? When 1s it going to end? 
How much does the trial cost? 

What are they talking about in the 
court? Here is a little bit of cross-ex- 
amination, which speaks for itself: 

Question: First you said the docu- 
ments were in the courtroom, Then you 
tumble in your pocket. Now you say 
you left them at home. 

Senator Simpson: You will produce 
them at any time? 

The Witness: Yes. The fact is, Mr. 
McCarter, they are home in another suit 
of clothes. 

Mr. McCarter: Like my friend, Sena- 
tor Simpson, you have a suit for every 
day? 

lhe Witness: No. 
every day. 

Senator Simpson: I feel flattered by 
the Nestor of the bar noticing my tie, 
your honor. | am not worthy of it. 

The Court: The court would like to 
keep sobriety in the courtroom. 

Senator Simpson: The sartorial di- 
gression was not mine. 

The Court: No. I don‘t think it was. 

Sounds like Al Jolson, Eddie Cantor 
and Ed Wynn in a three-cornered sketch 
at the Friars. No wonder trials drag 
along. But despite the fact that the 
laws on the statute books are so nu- 
merous that they can’t be enforced now 
the new legislatures will keep turning 
them out. 


I have not one for 


ok * * 


Insurance Dinner at Advertising Club 

The publication of the Advertising 
Club of New York runs this story of a 
bonding dinner at that club: 

“We might recall the little Corporal’s 
remark, about an army traveling on its 
stomach, but we won't 'cause the Na- 
tional Surety Company might not .like 
it. All of which is to usher in the story 
that a week ago last Saturday night there 
was a dinner party at our club, given 
by Nicholas Lewsen, Metropolitan sales- 
manager of the Forgery Bond Depart- 
ment of the National Surety Company, 
to his salesmen of forgery bonds in the 
metropolitan district. The dinner marked 
the beginning of a salesmanship drive 
which will last during the months of No- 
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vember and December. In January there 
will be another affair to mark the culmi- 
nation. The winners of the several con- 
tests will then be announced and trophies 


given. One of the penalties for not win- 
ning, we believe, is to be the dinner 
check. 


“At last Saturday’s party the guest of 
honor was John A. Cochrane, who is a 
vice-president of the company and gen- 
eral manager of the Forgery Bond De- 
partment. He is a fellow member of our 
club, as is Edward A. Collins, who was 
also among those present. The toast- 
master of the occasion was W. L. Barn- 
hart, well known for his articles on sales- 
manship.” 

e x -& 


DeBlois’ Part in Hoover’s Conference on 
Street and Highway Safety 


In discussing the activities of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters in the industrial accident field 
a few weeks ago, a mistaken reference 
was made that Lewis A. DeBlois, direc- 
tor of the bureau’s safety engineering di- 
vision, had persuaded Secretary Herbert 
Hoover to call the National Conference 
on Street and Highway Safety last 
spring, 

Mr. DeBlois, in referring to this mat- 
ter this week, said that the idea of the 
conference did not originate with him. 
“Tt is true,” he said, “that a year before 
Secretary Hoover was interviewed the 
idea of having such a congress was sug- 
gested to me by another employe of 
the duPont Company where I was then 
stationed. I presented it at an execu- 
tive committee meeting of the National 
Safety Council and it was discussed se- 
riously during several meetings but final- 
ly abandoned, it being the general feel- 
ing that the time was not ripe for such 
an attempt.” 

Then about a year later C. [. Hitch- 
cock, editor of the “Insurance Field,” 
consulted with some of the staff of the 
National Safety Council about trying to 
get a similar idea under way. It was 
through his initiative and that of Ernest 
Greenwood that the idea was presented 
finally to Secretary Hoover—representa- 
tives of the National Safety Council and 
the U. S. Chamber of Commerce being 
present. 

* * * 
Crimes of Passion 

In crimes of passion where witnesses 
do not see the actual murder it is almost 
impossible to obtain a conviction—for 
three reasons: First, the murderer will 
not testify against himself; or if he 
or she does so confess immediately after 
the crime the confession will later be re- 
pudiated and clever lawyers will prove 
that it was made in a moment of hyste- 
ria or through despair caused by inabil- 
ity of the will longer to oppose third de- 
gree methods. 

Second, it is almost impossible to ob- 
tain convictions on circumstantial evi- 
dence; and third, the public is indiffer- 
ent to murder; in fact, even applauds 
and limelights murderers unless the vic- 
tims are known personally. The mob 


may be in a iynching mood for a day or 
so but there quickly comes a reaction. 
In episodes such as the so-called apple 
tree murder in New Brunswick there is 
no sympathy for the victims as the pub- 
lic feels that persons are willing to face 
the penalty for secret sinning. There is 
no sympathy for the victims because they 
were revenged. ‘Therefore, the interest 
of the public at the present time, four 
years after, is merely a newspaper-stimu- 
lated interest. There are two hundred 
reporters and cameramen covering this 
trial. ; 

Psychologically explaining the indiffer- 
ence of the public to the fate of those 
on trial in the Halls-Mills case and 
similar crimes is familiar to all fire and 
casualty insurance people. It is part and 
parcel of the national mood of careless- 
ness and “What-do-I-care?” which is 
reflected in the tremendous fire waste 
and the frightful accident record. 

Some of the most notable crimes of 
passion in the history of the country are 
as much unsolved as they ever were. 
These include the mysterious murder of 
Klwell, the bridge whist expert, early in 
the morning after going with a party to 
the Ziegfeld roof; and the death of 
Caesar Young, book-maker, who was 
shot and killed while riding in Columbus 
Circle in a taxicab with Nan Patterson, 
a “Florodora” chorus girl. Detectives 
and newspapers are positive they know 
who was responsible for the deaths in 
cach of these cases but there is a vast 
gulf between the police being sure and 
carrying that conviction to the jury. 

+ 2 


Lawyers, As Do Other Professional Men, 
Have a Good Opinion of Themselves 


While the prestige of the courts is go- 
ing down and the friendless continue to 
go to jail while the influential go free, 
the position of the lawyer never was 
better. People depend upon him more 
than ever before. The law is all a mys- 
tery and a maze to the average man— 
corporation, too; and college boys with 
ambitious fathers would all be rushed 
into the law as a lifework if it were not 
for one thing: the field is pretty 
crowded. 

That lawyers share in the widespread 
American trait of thinking well of them- 
selves (each profession believes it is the 
best one) is illustrated by a speech made 
by A. L. Brooks, general counsel for the 
Jefferson Standard Life Insurance Co. of 
Greensbore, N. C. Says Mr. Brooks, ad- 
dressing the Association of Life Insur- 
ance Counsel: 

“T understand that there is a prevalent 
opinion that lawyers generally are not 
good business men. Of course the pal- 
pable answer is that they devote most 
of their time to attending to other peo- 
ple’s business to the neglect of their own. 
The contribution which the bar has made 
to statesmanship and constructive legis- 
lation, making possible the industrial 
growth of this nation, will suffice to re- 
fute the imputation. The history of the 
Federal Reserve Banking Act serves to 
emphasize my thought. The bankers of 
this country, who are, generally speak- 
ing, a very able class of men, were so 
busily engaged in organizing banks, loan- 
ing money and requiring customers to 
keep a good balance, that they were per- 
fectly content with the old banking law, 
and generally opposed any change. The 
present splendid banking system is the 
product of intellectual thinking on the 
part of statesmen, most of whom were 
lawyers, who dealt with the entire sub- 
ject from a broader viewpoint than the 
clearing house. If the nation had waited 
for reforms in banking laws upon the 
initiative of bankers, it is doubtful if we 
could have financed the late World War. 
So much for the counsel’s opportunity 
and duty to contribute to the business 
management of the company. 

“The ever-increasing importance of 
counsel’s relafion to the company is ex- 
emplified in the fact that of recent years 
the directorate of a number of the most 
important life insurance companies have 
selected their general counsel for presi- 
dent. I do not mean to inspire the 
thought that each and every one of you 
will ultimately become president of the 


companies for which you are now coun- 
sel, but | do mean to imply that if you 
are to worthily represent your company 
as general counsel, you doubtless possess 
that accurate information and knowl- 
edge of the life insurance business and 
the broad vision and constructive states- 
manship which is necessary for a suc: 
cessful president to possess.” 
ce Oe 


Editor Formerly An Agent 


David Black, editor of the Royal and 
Eagle Indemnity house organs, was at 
one time head of David Black & Co, 
agents for the Fidelity & Casualty in 
New York. : 

‘ae. Se 
Reads Roman History 


I dropped into the office of John F. 
Roche, vice-president of the Manhattan 
Life, the other day and we chatted 
pleasantly for a time. He is an adept at 
Roman history, and likes to talk about 
the periods of the Caesars. One suspects 
him of feeling sympathetic toward the 
great Julius, for he mentioned him more 
than once in the course of the conversa- 
tion. 

Speaking of present day Rome and 
Mussolini, Mr. Roche feels that the dic- 
tator should be given credit for the great 
things he has done for Italy. He thought 
that Italy had been slipping back before 


the World War. 
* x 


E. S. Jordan on Advertising 


Edward S. Jordan, president of the 
Jordan Motor Car Company, writes sen- 
sibly about the subject of advertising 
and salesmanship in the October issue 
of “The Accelerator,” official organ of 
the Boston and Old Colony insurance 
companies of Boston: 

“Tf you want to sell anything,” he 
says, “you must be able to speak the 
English languave first. You must be able 
to speak it so you can be heard in an 
ordinary room. You must tell what you 
think about your own product and tell 
it to all the people you possibly can, 
and that is all there is to salesmanship. 

“The story about advertising is very 
much the same and quite as simple. The 
trouble with selling and advertising is 
that there are too many clever people 
connected with the business who are try- 
ing to make it complicated instead of 
making it simple. 

“Advertising in the advertising pages 
of a publication must compete in reader 
interest with reading matter in the pub- 
lication, and if you can’t put romance, 
if you can’t put jazz into your advertis- 
ing, you are whipped. They won't read 


” 


“There is nothing to this whole prob- 
lem of advertising except thinking in 
terms of fundamentals, thinking in terms 
of ourselves, how we feel about things, 
how the other fellow feels about it, and 
if you think from his point of view and 
write it from his point of view, he will 
read it and like it and talk about it, and 
then you will have advertising.” 

- + & 
Dr. Huebner on Fire and Life Risks 


Dr. S. S. Huebner, professor of in- 
surance at the Wharton School of Fi- 
nance and Commerce, University of 
Pennsylvania, in his address at the 
housewarming convention of the Con- 
necticut General, at Hartford, recently, 
drew an interesting comparison between 
life risks and fire risks. He declared that 
he has been astonished by the small 
amount of life insurance that is in force 
as compared with the amount of cover- 
age on property risks in this country. 

He called attention to the fact that 
the lesser, or fire risk (which is one- 
thirtieth as frequent and which repre- 
sents an average loss of only 10%) 1s 
almost universally covered with insur- 
ance, while the risk that is thirty times 
greater and which almost invariably 


means total or irreplaceable loss, is not 
covered by insurance beyond about 7% 
of the values involved. ' 
Dr. Huebner declared that such a sit- 
uation clearly indicates that the public 
has not yet been educated to the im- 
mense significance of life insurance. 











Com 
day | 
atten 
revie 
the t 
inves 
refer 
erica 
to wW 
Prus 
missi 
Prus 
of tl 
Mi 
cour: 
tion 
leadi 
the 1 
the > 
are g 
migh 
num 
out | 
by h 
self 
was 
from 
rese! 
busi: 


15 
inve 
com: 
sent 
ion 
actic 
the 
trol 
com 
weel 
him: 
miss 
that 
in n 
acqu 














November 19, 1926 






Carua 1tvo 
Ne ae 


a nn 








Page 31 

















| CASUALTY anv SURETY NEWS | 














Beha Gets To Root of 
Acquisition Problem 


CONVENTION GIVES ATTENTION 





Emphasizes at Los Angeles Meeting 
That Surety Plan Being Considered 
Is Product of the Companies 


Superintendent of Insurance James A. 
3cha of New York State stood before 
the National Convention of Insurance 
Commissioners at Los Angeles on Mon- 
day and for nearly two hours held the 
attention of those present with a general 
review of acquisition cost control from 


the time of the Armstrong life insurance 
investigation of 1906; in fact, he even 
referred to a situation involving an Am- 
erican company in 1899, which, in order 
to write business in the Kingdom of 
Prussia, had to bind itself to limit com- 
missions on insurance contracts issued in 
Prussia to a sum not in excess of 2% 
of the amount insured. 

Mr. Beha’s ultimate problem, _ of 
course, was the present surety acquisi- 
tion cost situation and his purpose in 
leading up to it step by step, showing 
the trials and tribulations strewed along 
the way in the lines of insurance which 
are governed by acquisition cost rules, was 
mighty good reasoning on his part. A 
number of times in his talk he pointed 
out that any action that had been taken 
by his predecessors in office or by him- 
self in aiming to control acquisition cost, 
was invariably in response to a demand 
from the policyholders or company rep- 
resentatives for better conditions in the 
business. 


No Desire to Use “Big Stick” 


His purpose in mentioning the various 
investigations by a number of legislative 
committees was to show that they repre- 
sented phases of public thought and opin- 
ion which had their results in legislative 
action in building up the law regulating 
the control of rates as well as the con- 
trol of expenses. Casualty executives, in 
commenting on Mr. Beha’s talk this 
week, said that in no way had he laid 
himself open to attack by other com- 
missioners or given them the impression 
that he was trying to “use the big stick” 
in making them accept a set of surety 
acquisition cost rules which had a selfish 
interest. 

Going back four years to November, 
1922, when the question of casualty cost 
rules came into the limelight, Mr. Beha 
told how a general conference of all 
stock casualty companies authorized to 
do business in the State of New York 
was called and recommendations for rules 
governing acquisition and field supervi- 
sion cost were made. The rules received 
the approval of the New York depart- 
ment and were submitted to this conven- 
tion for approval. The rules were made 
to be effective countrywide as of Febru- 
ary 1, 1923. Although these rules had 
been made by the companies themselves 
and agreed to by a majority of the com- 
panies the payment of excess commis- 
sions continued. Complaints were made 
to the New York superintendent of in- 
surance who, thereupon, undertook to 
lend assistance to the companies. who 
were keeping to their agreement in good 
faith. : 

Stoddard’s Preliminary Work 


A series of circular letters were issued by 


Former Superintendent Stoddard. The compa- 
nies were called upon to keep within the com- 
missions specified in the rules and to eliminate 
the wasteful extravagance in the paying of ex- 
cess commissions. One of the requirements of 
the rules was the filing of a pledge by each com- 
pany executive that his company would abide 
by the rules, another was the filing of lists of 
agents of each company with the conference 
which was composed of committees of company 
representatives, one National and one New York 
City. These committees with a secretary appoint- 
ed for that purpose were to administer the rules. 
Superintendent Stoddard requested that these 
pledges and registrations be made promptly. 
Some companies responded, others objected to 
making such filings and in September, 1923, a 
conference of company executives was again 
called by him. During the intervening months 
complaints came in from several states particu- 
larly those in which the larger cities were lo- 
cated. When these complaints were of violations 
in a state other than New York, a letter was 
addressed to the commissioner of that state. 
The violations were often 


alleged to be due 





JAMES A. BEHA 


to competition of companies not authorized in 

ew York State and, therefore, not under the 
jurisdiction of that department. In practically 
all of these cases, the commissioners replied that 
while they were in sympathy with keeping down 
excessive expenses they were unable to do any- 
thing because of the lack of statutory authority. 
The matter was left to the superintendent of 
New York who had at least a broader rating law 
and who would be held accountable in his state 
for reasonable rates. 

The department gave a great deal of time and 
effort in its endeavors to keep the companies to 
their agreements and while making it clear that 
it was preferable by far to have the rules ad- 
ministered by the companies themselves, the de- 
partment insisted that companies not entirely in 
sympathy with the rules must not be a disturbing 
factor in disrupting the situation. 


Beha Asks for Workable Plan 


“When I took office,” said Mr. Beha, “I was 
asked to give my approval to the rules and to 
lend assistance in making them completely effec- 
tive. I called a meeting of the chief executives 
January 15, 1925, At this meeting there was a 
ull representation of all companies authorized 
to do business in New York State. I outlined 
the situation as I found it and called for a free 
discussion of the problems with which both su- 
pervising authorities and the companies were con- 
fronted and which not only ona not be ignored, 
but must be solved not from a selfish standpoint, 
but with the interests of the policyholders in 
mind. 

The law required reasonableness in expendi- 
tures; the companies wanted the stabilization of 
the business, and if the stock company plan 
of business were to survive, the companies would 
have to keep together to preserve their organi- 


(Continued on page 37) 


















FIRE AND LIFE 


sate CORPORATION, Lidl, 

















Dispute Over N. J. 
Auto Cover Award 


MOFFATT OFFICE SUCCESSFUL 





Another Office Protests That Its Bid to 
ssex County Insurance Fund 
Commission Was Lower 


The Essex County Insurance Fund 
Newark, N. J., 
protest last week against a 
recent award of insurance on county au- 
tomobiles to the Globe from 
Frederick G. Agens, who was one of the 
bidders and who submitted figures sup- 
plied by Faulhaber & Heard, 


Commission, located in 


received a 


Indemnity, 


insurance 


agents, located at 31 Clinton street, New- 
ark. 
The award, which was for fire, theft, 


liabiilty and property damage to automo- 
biles owned by Essex County, was given 


to the Globe Indemnity through their 
agents, T. C. Moffatt & Co., of 31 Clin- 


ton street, on October 18, on the grounds 
that the indemnity company paid about 
$50,000 in taxes on its Newark property 
and it was decided by the commission 
that they should be given preference. 
From reliable it was learned 
that there were seven bidders. T. C. 
Moffatt & Co.’s bid amounted to $4,768.94 
and the bid of Mr. Agens was about 
$263 lower than the Moffatt bid. Ac- 
cording to William Heard, of Faulhaber 
& Heard, the Agens bid was for the 


sources 


National Union Fire and the National 
Union Indemnity. 
Mr. Agens contends that the bidding 


was open and should have been given to 
the lowest bidder. It is claimed that an 
error was made in the tabulating the fig- 
ures which gave the impression that the 
Agens bid was only $43 less than that 
of the Moffatt figures. 

At the office of the Essex County In- 
surance Fund Commission, located in the 
County Court House, it was stated that 
a protest against the award had been 
received and that the matter of the 
claimed erroneous tabulation would be 
taken up by the Commission within a 
very short tin 

A. Duncan Reid, president of the Globe 
Indemnity, told The Eastern Underwriter 
that he knew nothing about the award 
and did not care to discuss the matter. 


The Maryland Is Host 
To 550 In Philadelphia 


OPENING OF NEW BUILDING 


Portrait of Pecchbane a Presented to 
the Office; Tribute Paid to 
John W. Donahue 


Yesterday the M aryh il Casualty came 
into its own in Philadelphia with the 
opening of its new office building at 316- 
322 Walnut street, in the 
nearly six hundred, 
FF. Hiehlands 
board 


presence of 
President 
members of the 
of directors and other 
the company who had come on from 
Baltimore in special Pullmans to attend 
the opening. 

One of the pleasing events in the day’s 
p.ogram was the presentation of a por- 
trait of President Burns to John W. 
Donahue, resident vice-president of the 
company to be hung in the new offices. 
This presentation was made by Vice- 
President E. J. Bond, Jr., on behalf of 
the company. 

It was a source of much interest for 
those present to learn that the new 
building is situated on the site of the 
Almshouse property of the Friends, im- 
mortalized by Longfellow as the meeting 
place of Evangeline and Gabriel who 
found each other there after many years 
of vain seeking since the time they were 
exiled from Arcadia. 

Handsome Six Story Building 

The new office building is a handsome 
six story building, built in the Colonial 
style of architecture. The two lower 
stories are of limestone and the upper 
stories of colonial brick, trimmed with 
limestone quoins and_ pilasters, sur- 
mounted by a graceful pediment and 
parapet. 

The arcade of the old Walnut place 
building, which has been retained over 
such a long period, is recalled by the 
new arcade through the building to give 
access from Walnut street to the his- 
toric court yard in the rear and leading 
to Willing’s alley. 

The building, while recalling the 
is strictly modern in all its features. 
best practices of modern construction 
have been used throughout, with floors 
and columns of reinforced concrete and 
walls of brick and stone. 

The’ main offices on the first floor are 
somewhat elaborated by the use of mar- 
ble, tile and bronze work. The Colonial 
spirit pervades this floor, while the other 
five floors are simply treated. The roof 
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INDUSTRIAL LUNCHEON 


Given by Hudson County Safety Council 
of N. J.; Investigation of an 
Accident Demonstrated 

Under the auspices of the industrial 
safety committee of the Hudson County 
Safety Council of New Jersey, an indus- 
trial ,executive luncheon was given on 
Wednesday, November 17, at the Carta- 
ret Club, Jersey City. After the luncheon 
a dramatic demonstration of “Investigat- 
ing an Accident” was given by a group 
of public service men headed by R. O. 
Bentley, superintendent of the Public 
Service Electric & Gas Co., of New Jer- 
sey. 

The demonstration gave the large gath- 
ering present an opportunity of seeing 
and hearing the procedure adopted by 
the up-to-date plant in attacking the se- 
rious accident problem, which among the 
industrial plants of Hudson County has 
caused a yearly loss of approximately 
four million dollars. 


NAEF SAILS FOR EUROPE 

Robert Naef, one of the head office ex- 
ecutives of the Zurich, sailed last Satur- 
day for Europe after a two weeks’ visit 
to the United States. During his stay 
here he visited the head office at Chi- 
cago, and the eastern department office 
in New York City. 








with others. Perhaps, one of the factors 
contributing to his success is the deep 
interest he takes in his employes. He 
not only knows every one of his large 
force personally but he knows their 
work, their hopes and their ambitions, 
and is ever ready with a word of sym- 
pathy and encouragement in their trials 
and difficulties. 

The st: nding of the Maryland in Phil- 
adelphia is a tribute to the work of John 
Donahue. When he took charge, the 
company was young and little known in 
that city; it is now most highly regarded. 
The new six story building 1s a fitting 
and splendid monument to his excellent 
service. 

The Actna Casualty & Surety has 
leased one-half of the new building for 
a term of years and the Standard Ac- 
cident has leased the adjoining building 
just vacated. 
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New Philadelphia Office of Maryland Casualty Company 


Ross Explains Bonding 
Of Public Officials 


A POPULAR LINE RIGHT NOW 


Globe Senteunsiiiter ahemitee Shows 
Surety Students How to Select Such 
Business Carefully 

There is perhaps no other time when 
federal and public official bonds are 
more easily sold than immediately fol- 
lowing Election Day. New officials are 
coming into office and they are appoint- 
ing their staffs to handle the varied de- 
tails of city, state and national govern- 
ment. It is for this reason that the talk 
of Major Ernest Ross, manager, fidelity 
and surety department, Globe Indemnity, 
a short time ago betore the Insurance 
Socicty surety students was especially 
timely. 

Major Ross gave a careful review of 
the underwriting problems involved in 
the writing of this class of business, 
pointing out that the underwriter must 
consider not only the honesty, integrity 
and financial worth of the applicant, but 
also his qualifications for and ability to 
perform the duties of the particular of- 
fice for which he requires a bond. His 
lecture in part follows: 

“Federal and public official bonds, as 
all underwriters know, combine under 
one coverage fidelity, depository, burg- 
lary, fire, theft and hold-up risks. He 
must therefore carefully scrutinize the 
application, The character, business ca- 
pacity and financial re sponsibility of the 
applicant for a bond must be fully con- 
sidered, not only in general, but speci- 
fically as applying to the particular bond 
under consideration. 

“If the applicant desires a bond as 
state treasurer, where vast sums of 
money will pass through his hands, he 
must not only be a man of integrity of 
character, but must have, also, reason- 
able capacity to perform the duties of 
his office. He must be familiar with fig- 
ures, competent to make the required 
reports and to ascertain that the funds 
for which he is liable are properly ac- 
counted for. Of course, he can hire ac- 
countants and cashiers ‘to do this work 
for him, but it is much more. satisfac- 
tory if by his own examination, the 
status of his office can always be shown 
without having to depend entirely upon 
deputies or assistants. 

Should Have Private Means 

“Federal and other public officials are 
absolute insurers of the safety of the 
funds coming into their hands, acts of 
God or of the public enemy only ex- 
cepted, therefore, where laree sums are 
handled, the officer should be a man of 
some private means. This includes 
postmasters, treasurers, tax collectors 
and finaneial officers. At common law, 
a public officer, coming into the posses- 
sion of funds by virtue of his. office, 
must account for such funds and no 
excuses will be accepted, except as be- 
fore noted; so that while the official may 
he of the highest inteerity, thoroughly 
honest, and without fault, the surety 
may find itself up against a very bad 
loss. 

“This micht result from the burglary 
of a post office; holdup of a treasurer on 
his way to the bank: the failure of the 
bank in which the official deposits funds; 
or bv anv other means over which such 
official has no control. In manv states 
now. the statutes nrovide that where the 
governine body desionates certain banks 
as depositories. the financial officer is re- 
lieved of liahility as soon as he makes 
deposit in the designated bank. but he 
is not relieved where he places the funds 
ina bank not desionated, though he may 
in eood faith believe it to be a perfectly 
safe depository. 

Writine Sheriffs -nd Police Officials 

“The thoueht will nrobablv occur to 
von that almost anv office holder can ob- 
tain the execution of a bond on his be- 
half, althongh some office holders are 
known to be below nar on the qualifica- 
tions, you, as a good underwriter, would 


require of an applicant. In these cases, 
the frequency of audit, the promptness 
with which the official is required to 
pay over the funds and the amount of 
money remaining in his hands at one 
time must receive consideration, and the 
underwriter may decide that these checks 
upon the official warrant the acceptance 
of the risk. 

“In the case of sheriffs and other po- 
lice officials, where comparatively little 
money is handled, the underwriting con- 
siderations are different. Such appli- 
cant should be known to be honest, in- 
telligent and cautious. If he is possessed 
of private means, so much the better, 
but that is not necessary if he has the 
first mentioned qualifications. 

“Where the applicant holds a minor 
office such as constable or city mar- 
shal and is dependent for his remunera- 
tions upon fees, he is generally of no 
financial worth and is the source of 
much trouble to his surety, where under 
execution. against one, he seizes proper- 
ty belonging to another. In order to 
collect fees, he sometimes ‘takes a 
chance’ that no competent official should 
take. The result is a suit for damages 
against the surety and the probability of 
recovery from the principal in these 
cases is extremely remote. Some com- 
panies place this class upon the pro- 
hibited list. 

“We must, therefore, consider ant only 
the honesty, integrity and finz uncial worth 
of the applicant, but also his qualifica- 
tions for and ability to perform the du- 
ties of the particular office for which a 
bond is required. 

Intelligent Consideration of Bonds 

“Losses under these bonds being in- 
evitable, intelligent consideration must 
be given to all claims filed under the 
bonds that we have been considering, 
and in the event the examiner is not a 
lawyer, he will often find it advisable to 
consult one well versed in the law cov- 
ering the particular question involved. 
We have considered somewhat. briefly 
the burdens imposed upon official bonds 
not borne by the ordinary fidelity bond. 

“Take the case of a tax collector’s 
bond; claim is made against the bond 
for the full penalty thereof, $25,000. The 
investigation develops that the tax col- 
lector had accounted for every penny 
which came into his hands. It might, 
therefore, be asked, why the claim, if 
the officer has accounted for all the 
money that he received; but as we dig 
deeper, we find that in the particular 
state in which this tax collector’s bond 
was given, tax collectors are charged 
with the fotal amount of the tax dupli- 
cates at the time they are handed to 
him and that his accounting for the act- 
ual cash he receives is not sufficient to 
obtain cancellation of the bond. 

“In the case of personal taxes, he 
must not only account for the tax he 
collects, but must show that he has made 
every effort to collect the balance of 
these personal taxes and that they are 
uncollectible. Upon such a showing, he 
is entitled to exoneration, but not so in 
the case of taxes on real property. We 
see, therefore, that though he may be 
honest, his laxity and carelessness may 
cause his surety a very serious loss un- 
less he be a man of sufficient means to 
absorb the loss. 

“Take another case, that of a county 
treasurer. In a county seat are several 
banks, two of which are of great finan- 
cial streneth. The third bank is weak 
and its officers endeavor to obtain new 
accounts. The treasurer may not know 
it ore thouch knowing it, and wishing to 
help out his friends, he denosits the 
countv funds in the weak. institutien, 
with the result that when the bank fails, 
he has a large sum of monev on deposit 
and he and his bond are called upon to 
make good the loss. He mav be perfect 
lv honest and a good ordinary fidelity 
risk, but his weakness in riskine the 
county funds to accommodate his friends 
makes him a bad public official risk. 

Claims on Federal Bonds 

“In considering claims on federal 
bonds, you will, sometime or other, run 
up against the conflict between the 
comptroller general of the United States 
and other departments of the govern- 
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ment. Take the case of a postmaster, 
who has suffered a loss of $50,000 by 
reason of fire, burelary or holdup of the 
office. The postmaster is an absolute 
insurer of the funds in his care, but the 
United States statutes provide a method 
of relief for the officer where the loss 
has occurred without fault on his part. 
He, therefore, immediately files a state- 
ment showing exactly how the loss oc- 
curred and applies for relief under the 
particular section of the statutes. This 
must be done before the expir ation of 
six months after the loss and if the gov- 
ernment investigation shows that he is 
justified in his claim, relief is given him. 

“The comptroller general, however, 
often does not wait for this method of 
relief provided by the statutes to be con- 
summated, but makes peremptory de- 
mand upon the surety company and, 
singular to relate, he sometimes allows 
the six months to elapse before making 
claim, so that in the event the postmaster 
has failed to notify his surety and has 


failed to file his claim for relief, there 
is no way of avoiding payment. 
“It has sometimes occurred in cases 


of this kind that where the official has 
immediately notified the government and 
filed his claim for relief, and has been 
advised by the post office authorities to 
make no payment, the comptroller ¢en- 
eral will ignore such proceedings and at- 
tempt to collect from the surety com- 
pany, although he knows that at the time 
he makes his demand the claim for re- 
lief is pending adjustment. It will, there- 
fore, be seen that we must not only ac- 
quaint ourselves with the full facts of 
the claim for loss, but we must also be 
familiar with the procedure for obtain- 
ing relief, which, of course, will be 
granted only where the officer is with- 
out fault. 


Auditing Accounts 


“Public auditors employed to audit the 
accounts of an official often place him 
in an unfavorable light and make a 
surety shake in its shoes, though inves- 
tigation shows there is no cause for 
alarm. This is caused by charging him 
with cash he has received and crediting 
him only with what he has actually re- 
ceived clearance for, and showing the 
balance as a claim against him, although 
he may have accounted for and sent in 
his report covering the balance. Inquiry 
develops that the official charged with 
passing and allowing the account has not 
yet done so. This sometimes 
in the case of a postmaster, and it is 
sometimes difficult to clear up disallowed 
items in the event the postmaster should 
die before such clearance is had, 

“Bonds of sheriffs and tax collectors 
who are frequently paid by fees and not 
upon a straight salary basis, are some- 
times the source of much trouble, where 


more than one construction may be 
placed upon the law governing the fees 
they may retain. These officers natu- 


rally construe the law in the light most 
favorable to themselves and when the 
public auditors come along and a differ- 
ent construction is put upon the law gov- 
erning the fees, these officers may be 
charged with the unlawful retention of 
many thousands of dollars and in many 
cases it has been necessary to obtain 
exoneration by means of legislation.” 





EMBEZZLING AGENT CONVICTED 


Charles L. Wilkinson, for eight years 
National Surety Company agent at 
Greenville, N. C., was sentenced in the 
local superior court recently to serve be- 
tween two and three years in the state 
penitentiary. 

Wilkinson was found guilty of embez- 
zling and misappropriating more than 
$1100 premiums collected by him on Na- 
tional Surety bonds. An investigation 
by the National Accounting Company 
two years ago, when his agency was 
cancelled, disclosed that he had also 
made and withheld surcharges of 10 to 
50% above manual rates. 

Wilkinson’s defalcation were first dis- 
covered through a loss claim to the Na- 
tional Surety on a bond which he had 
written but not reported. Motion to set 
aside the verdict was denied. 


happens, 


Blainey Gives Impetus to 
Mayflower Companies 


HAS HAD 22 YEARS’ EXPERIENCE 





Came From Hampton Roads F. & M.; 
Plans to Launch Newark Companies 
Jan. 1; Hollander Board Chairman 





The action last week of the Mayflower 
Fire & Marine and the Mayflower Fidel- 
ity & Surety, two Newark companies to 
be launched in January, 1927, in appoint- 
ing James A. Blainey as their vice-presi- 


dent and general manager, attracted 
widespread attention because of the 
prominence of the new executive. Mr. 


Blainey steps into the companies at a 
time when his wide experience in both 
fire and casualty fields will be utilized to 
the fullest extent. The stock issue of 
100,000 shares for each company has been 
nearly all subscribed for by the organiz- 
ers and principals are expectantly look- 
ing forward to the very near future when 
operations will be in full swing. 

Both companies are authorized to do 
business on as wide a scope as possible 
under the New Jersey law. The May- 
flower Fire & Marine will handle all of 
the lines customary to that class of com- 
pany while the Mayflower Fidelity & 
Casualty will do a general casualty and 
surety business with the exception of bail 
bonds. Plans are also being made to 
issue a joint automobile policy to cover 
all automobile risks in one contract. It 
is understood that the 


companies are 
backed by important hotel, bank and 
mercantile interests in New Jersey and 


elsewhere. 
Blainey Has Had Colorful Career 


Mr. Blainey brings with him, first of 
all, the colorful background of twenty- 
two years of experienre in the insurance 
business. Another interesting thing 
about him is that he was a volunteer in 
the Spanish American War. He also 
served as a member of the National War 
Labor Board in the World War. 

A graduate of St. Ignatius College of 
Cleveland, Ohio, his insurance training 
has manifested itself in all branches. At 
one time he was head of an insurance 
agency where he acquired the agent’s 
point of view which will hold him in 
good stead in co- operating with agencies 
in his new capacity. He was southern 
manager of the Standard Accident; man- 
ager of the Equitable Casualty of At- 
lanta, superintendent of agents for the 
Ocean Accident & Guarantee, southern 
manager for the General of Scotland and 
manager of the Interstate Casualty of 
New Mexico. For the past few years 
Mr. Blainey has been vice-president and 
eeneral manager of the Hampton Roads 
Fire & Marine. 

Mr. Blainey will work in close har- 
mony with Samuel M. Hollander, a well- 
known insurance attorney of Newark, 
who is the organizer of the Mayflower 
companies. In fact, almost the entire 
credit for the success of this project 
should be given to Mr. Hollander, for 
he has been its guiding genius. His posi- 
tion is that of chairman of the joint 
board of directors. Other members of 
the board of directors are as follows: 
Arthur H. Diamant, Philip Fuerstein, 
Max Grossman, Albert Hollander, Hon. 
Frank L. Howland, Dr. Edgar A. Iil, 
Victor Jacoby, Louis H. Kreitman, S. J. 
Steiner. 





HOLLISTER ON HONEYMOON 

Frederick Hollister, office manager of 
the J. G. Hilliard Co., general agents in 
Greater New York for the Zurich, left 
last week for Cuba. Mr. Hollister is to 
spend his honeymoon there, returning 
about December 1. 

On the evening of November 4, a 
bachelor dinner was given to Mr. Hollis- 
ter by his business associates at the Ho- 
tel Astor, New York City. He was pre- 
sented with some handsome gifts on that 
occasion. All of the officials of the Hol- 
lander organization attended, as well as 
those of the New York office in Zurich. 


T. E. JOHNSON OUSTED 





Commissioner Hands Charges Michigan 
Surety Executive with Corrupt Prac- 
tice as School Board Head 

Removal of Thomas E. Johnson, su- 
perintendent of public instruction, by 
Governor Alex J. Groesbeck, which has 
caused something of a political upheaval 
in Michigan during the past few weeks, 
is of unusual interest to insurance men 
because of the fact that the charges 
were brought against Johnson by Leon- 
hard T. Hands, state insurance commis- 
sioner; and one of the accusations was 
that the schools executive had used his 
position to obtain business for the 
Michigan Surety of which he is a vice- 
president and director. 

Despite the removal order, issued by 
the governor, Johnson and his attorneys 
will resort to court action in an effort 
to prevent his ejection. They deny that 
sufficient cause was shown for the ouster 
order, and believe they can obtain review 
of the facts in the courts and have the 
governor's action nullified. Commis- 
sioner Hands presented evidence to the 
effect that the educational chief had 
sought business for the Michigan Sure- 
ty from officials of certain state normal 
colleges under his supervision, although 
Johnson denied he profited by these 
transactions. 

It is believed by friends of Johnson 
that the charges were instigated by po- 
litical motives, as the school head is 
said to have been an open political en- 
emy of the Michigan executive for a 
number of years. In the primary cam- 
paign, which resulted in Groesbeck’s de- 
feat for the Republican nomination for 
governor, Johnson was aligned with the 
opposing camp. 





INSURANCE SUIT HALTED 





Newark Court Restrains Southern Surety 
Action Against Commercial Casualty 
and N. J. Fidelity P. G. 

Vice-Chancellor Backes in the Court 
of Chancery in Newark issued an order 
last week temporarily restraining the 
Southern Surety of Des Moines from 
proceeding with a Supreme Court action 
to collect $50,000 each from the Com- 
mercial Casualty and the New Jersey 
Fidelity & Plate Glass. 

The order supplants one previously ob- 
tained by George W. McCarter as coun- 
sel for the New Jersey companies, which 
was without restraint and was returnable 
this week. The new order is returnable 
November 23. 

The Southern Surety seeks to collect 
the $100,000 as reinsurance issued by the 
New Jersey companies, which was with- 


out restraint and was returnable this 
week. The new order is returnable No- 


vember 23. 

The Southern Surety seeks to collect 
the $100,000 as reinsurance issued by the 
New Jersey companies on a deposit in 
the Carnegie Trust Co., at Carnegie, Pa., 
which failed a year ago. 

The New Jersey corporation has asked 
the Chancery Court to cancel the rein- 
surance policies on the ground that they 
would not have issued them except that 
an agent of the Southern Surety misrep- 
resented to them several facts including 
the financial condition of the bank and 
its president. 


ESTABLISH NEW DEPARTMENT 
John E. Gregory, who has recently 
joined the staff of Schryver & Geyler, 
managers of the Newark branch of the 
United States Fidelity & Guaranty, has 
been placed in charge of the credit in- 
surance department, recently established. 
Mr. Gregory is a man of long experi- 
ence, strong personality and thoroughly 
capable of handling all types of credit 
insurance problems. 





RATE ADVANCES MADE 


The New England Insurance Exchange 
last week adopted an important advance 
in rates which became effective Novem- 
ber 13, applying to all tariffs, except 
Lowell and Lawrence, where advances 
had previously been made. 


Casualty Companies 
Praised by Labor Dept. 


COMMISSIONER STEWART'S TALK 





In His Opinion They -_ Doing More 
Than Any Other Single Agency in 
Accident Prevention 





That 
more in 


casualty companies are 
the interest of accident pre- 
vention in industry than any other single 
agency in the country is attested to by 
Ethelbert Stewart, Commissioner of La- 
bor Statistics, Department of Labor, who 
recently expressed his views on this sub- 
ject. He said, however, that their acci- 
dent statistics are based upon volume of 
pay rolls upon which basis a much lower 
rate is figured when wages and accidents 
are high, than when wages are low and 
accidents fewer. 

Speaking to representatives of several 
industries interested in accident preven- 
tion, Mr. Stewart said that if accident 
rates were based upon hours : exposure 
of employes, the Bureau of Labor Sta- 


tistics would have something more defi- 
nite to work on. 


doing 


Rates Based on Pay Rolls 


I do not think there is a man living 
on is going to question for one minute 
that the casualty insurance companies 
are doing a wonderful work in accident 
prevention,” he said. “I do not think 
there is a man living who knows any- 
thing about the subject who will not ad- 
mit that they are doing perhaps more 
than any other agency. Admittedly they 
must base their rates upon statistics and 
base them upon pay rolls. All, or prac- 
tically all, of their schemes are based 
upon volume of pay roll. 

“L suppose that in their accident pre- 
vention work they come up against the 
fact that it is not the pay roll that gets 
hurt and that they must have some line 
on the exposure, the man- hour exposure, 
or the day-man exposure. So far as the 
pay roll is concerned, it is absolutely vi- 
tal; it is the objective of the insurance 
company; but what happens when, as in 
the building trades, wages are very high 
and accidents are also very high. The 
truth is, you do not know how high the y 
are, but because of your high wages you 
get an accident rate, based on pay roll, 
way below that of an industry where the 
wages are low and the accidents not 
nearly so high. I believe it is true fit 
most of the insurance companies which 
are doing good accident prevention work 
realize that a rate based upon exposure 
is the only guide, or practically the only 
guide, for their accident prevention 
work.” 

Mr. Stewart spoke of the desire of the 
government to have accident rates based 
upon hours of exposure of employes. “So 
far as what we are driving at here is 
concerned, most of the states have ac- 
cess to accident reports, and know how 
many accidents occur. They know the 
severity in most cases. They know all 
they want to know except the re" 
on which to base accident rate The 
exposure they have not got, ry so far 
as the states and the government are 
concerned, there is no possibility of get- 
ting it under the present circumstances. 


Asks for More Data 


“IT want to suggest this proposition, 
that if in getting your statistics of ac- 
cidents and pay roll, you will, in addi- 
tion thereto, get the exposure, as you do 
in a number of instances now—make ‘t 
a rule to get exposure—and then be will- 
ing to furnish that exposure record to 
the states and to the Federal govern- 
ment, our problems will all be solved. 
Everything will be done that we want 
done. What we want that we cannot 
and do not now get is exposure. I sim- 
ply want to leave that idea with you, 
that what the state and Federal govern- 
ment want in this accident business is 
within your power, not possibly a. mny 
instance just now, but with a min:aum 
of time and expense, to give us.” 
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Conn Alarmed Over 
Compulsory Problem 


COMMISSIONERS GET HIS VIEWS 
Tells Them to Wake Up Out of Their 


Trance and Take Some Action 
in the Matter 


problems referred to in the 
Harry L. 
National Con- 
Commisioners at 


One of the 
presidential address of Judge 
Conn of Ohio before the 
vention of Insurance 
Los Angeles this week was compulsory 
liability 
Conn, in expressing his views, said that 
he did 


tection 


automobile insurance. Judge 


not object to some form of pro- 
“It voes without saying that the 
applicant for a license, if he have not 
property qualification, should give bond 
to save the public harmless,” he stated. 
While the bond might be a_ personal 
one or a contract with an indemnity 
company, neither of these would oper- 
ate as a deterrent. 

In fact, if a bond alone enabled one to 
qui alify, it will encourage carelessness, 
in Judge Conn’s opinion, He thought 
that the old law of deodand should be 
resurrected and if an injury should re- 
sult and the accident be due to negli- 
gence, the car ought to be taken from 
its owner and sold and the proceeds ap- 
plied to the damages. Even though this 
remedy seems to be harsh, Judge Conn 
reminded the commissioners that the 
problem was a serious one and it was 
high time that they come out of their 
trance and take some action. 


Make All Lines Compulsory 

The Ohio commissioner thought that 
if the business is compelled to bear the 
yoke of compulsory automobile insur- 
ance, why shouldn't it also have com- 
pulsory fire and later compulsory life in- 
surance. He said: “When they have 
been properly or improperly arranged 
for, other insurances will demand to be 
taken into the family, and, having pro- 
vided for all sorts of such covers to the 
satisfaction (probably of short duration) 
of those who clamor loudest but know 
the least about them, why not go into 
the banking field, and compel every 
adult to make a deposit of a certain sum 
of money in at financial institution 
each month, and, by way of the recap- 
ture principle, provide that if at the end 
of the year any of these institutions 
after paying all expenses shall have 
pa hited more than 6% on their capital 
and surplus, the half or two-thirds or 
more of the excess shall be returned 
pro rata to the depositor ? 

“In the transportation field, under the 
provisions of the recapture ‘clause, the 
excess is put into the general treasury. 
This is entirely wrong; the excess should 
be distributed to the general public—as 
well to those who did not contribute to 
it as to those who did—for if any addi- 
tional money is needed for the state 
treasury, it can always come about by 
way of an increase in the already exist- 
ing tax duplicate by levy upon the insur- 
ance companies and other corporations. 

“And, finally, after we shall have a 
scheme of compulsory insurance in these 
and still other lines of finance, why not 
vo all the way, take in every activity in 
which mankind is engaged Bier embark 
upon the shoreless sea of socialism? I] 
~—e not to be misunderstood, but may 

| be indulged to say that while in their 
new departure we shall watch the efforts 
of the sovereign commonwealth of Mas- 
sachusetts and its extraordinarily able 
commissioner of insurance with interest, 
we shall watch also with apprehension.” 

Those Who Should Not Drive 

Admitting the soundness of the prin- 
ciple of compulsory insurance, Judge 
Conn felt that it should not de prive the 
commissioners the privilege of having 
something to say “regarding the prac- 
tices our brother shall pursue.” As an 
example to clarify his contention, he 
wave the case of an unfortunate young 
man in his home city of Columbus, Ohio, 
who, in spite of the fact that he has 


lost both arms, is a very efficient worker 
in a garage. 

“His ingenuity has designed a shoulder 
harness which holds to his poor stubs 
of arms small iron rods, from the outer 
end of each of which is suspended a 
hook,” stated Judge Conn. On_ the 
steering wheel of his automobile are up- 
right wooden pegs three or four inches 
in hight, separated one from another by 
an equal number of inches. The in- 
jured man himself drives the car by these 
means, guiding the steering wheel by 
placing the hooks over the pegs and pull- 
ing to one side or the other as occasion 
requires. 

“Much as one sympathizes with his 
affliction and admire s his ingenuity,” said 
Judge Conn, “certainly it will not be con- 
tended that this maimed man, however 
alert mentally he may be and whatever 
he might do on an unfrequented road, 
is able in a congested district and in 
time of sudden danger to manipulate his 
car with the necessary speed and accu- 
racy. The lame drive, the halt drive and 
the blind drive, but the cases in which 
there are physical handicaps are in no 
wise comparable to the vast number of 
the mentally afflicted who assume and 
are allowed to operate automobiles. 
Real Qualification Requirement Needed 

“A compulsory automobile statute is 
not the great desireratum. What is 
needed -is a real qualification require- 
ment, to the end that grown-ups with 
the dispositions of savages may be de- 
prived of the opportunity to commit 
legalized murder. Are the people of this 
country—the legislatures, city councils 
and other agencies—willing to allow 
present practices, now becoming ob- 
noxious, to multiply in ever-increasing 
frequency and propose no alternative ex- 
cept to say, ‘distribute the cost through- 
out the country?’ In former days, a 
highwayman was run down by a_posse 
of good citizens; now the good citizens 
are run down by highwaymen.” 

Courts May Make Rulings 

Continuing, he said: “In the course of 
events, the courts, too, may consider 
anew the relationship of a motor car to 
the human family and declare an auto- 
mobile to be a dangerous agency, pre- 
cisely as a spring-gun is such an instru- 
mentality, the sequitur of which would 
be that the owner is to be held re- 
sponsible for its meanderings. If the 
law were so announced, a youth of im- 
mature years who has injured or killed 
some useful resident of the community 
could not accept the whole blame by 
saying that he, the youth, took the car 
against instructions, thus enabling the 
owner to escape liability. Under some 
of the decisions this is now an available 
defense, easy to establish and difficult to 
disprove—yet often an ex post facto 
creation.” 





HOLD HOME OFFICE MEETING 
30 Branch Managers and Field Men of 
Metropolitan Casualty In For 
Three Day Program 
The Metropolitan Casualty held a 
home office conference this week with 
about thirty branch managers and _ field 
representatives in attendance. J. C. 
Heyer, vice-president of the company, 
acted as chairman. The Wednesday pro- 
gram was opened by an address by J. 
Scofield Rowe, president, followed by 
talks on various agency and pe aa 

problems. The speakers were J. 

Heyer, E. J. Donegan, L. E. M: siaal 
W. P. Stanton, R. W. Smiley, S. M. 
Thomas and S. William Burton. 

On Thursday the following 
mental managers talked: J. R. 
H. P. Reardon, J. E. Ryan, J. 
and E. B. Finnegan. The luncheon 
speaker was Harry FE. Moore, who dis- 
cussed problems arising from the Mas- 
sachusetts compulsory automobile liabil- 
ity insurance act. Afternoon speakers 
were L. ID. Bates, H. S. Landers and 
P. Newton. 

The program today was in the form of 
a round table discussion at which all the 
subjects of the two previous days were 
reviewed. 


depart- 
English, 
J. Heelan 


Sees Need for Radical 
Change in “Comp” Rates 


HOBBS’ TALK ON 1926 PROGRESS 


Commissioners Also Get His Report on 
Coal Mine Situation; Associated 
Companies’ Action 


The highspots in an able report sub- 
mitted to the National Convention of In- 
surance Commissioners at Los Angeles 
this week by Clarence W. Hobbs, special 
representative from the Commissioners 
to the National Council on Compensation, 
were (1) the feeling that compensation 
insuratice is costing a great deal of money 
and that the method of rate-making 
must be radically revised; (2) the tend- 
ency of groups of companies to tie up 
their members by caucuses in advance 
of committee meetings which has been 
in evidence on a number of occasions; 
(3) the possibility of a fight on the ex- 
perience rating plan which Mr. Hobbs 
feels won’t come up at once since the 
companies have been unable to reach an 
wreement; (4) a coal mine. situation 
which has come dangerously close to the 
point of chaos; (5) an existing contro- 
versy between stock and non-stock com- 
panies on the problem of rate adminis- 
tration. 

Before taking up these problems in 
detail, Mr. Hobbs touched on the gen- 
eral situation during the past year which 
he summed up as follows: “This period 
has witnessed as yet no marked change 
in the compensation situation. There 
have been a general revision of national 
pure premiums and revisions of state 
rates in accordance with the permanent 
rate-making method reported on last 
year and approved by the convention as 
a reasonable method of rate-making. 
This method has been adhered to very 
closely in spite of the fact that it pro- 
duced rate reductions in some states 
where compensation business is being 
carried on at an actual loss, due to a 
ride of collected premiums to reach 
the manual premium level. It has been 
followed not only in the states for which 
the council makes rates, but also in the 
independent bureau states, with but two 
exceptions: Minnesota and New York. 

“The rates computed by the council 
have met with favorable reception from 
officials charged with the approval of 
rates, there being but two exceptions: 
Georgia and Utah. Rate le vel changes 
have not been marked, as to increases 
and a_ goodly number of states have 
shown a tendency towards decreases, in- 
dicating that the peak of unfavorable ex- 
perience has been reached, and perhaps 
passed. 

“In the Council itself there has been 
little evidence of trouble between car- 
riers or groups of carriers; and the 
adoption of the permanent rate-making 
method, and especially of the formula 
for using state experience in the produc- 
tion of state rates have operated to ex: 
pedite and abridge committee work to a 
notable extent. In the revision of na- 
tional pure premiums, for instance, the 
work, formerly a matter of weeks, was 
disposed of in a committee meeting last- 
ing but two days; and mectings of re- 
gional committees have been likewise 
very brief 


‘Rate Revisions in 26 States 

Referring to the rate changes in the 
several states, Mr. Hobbs said that re- 
visions had been made in twenty-six of 
them. . Prior to the revision of the na- 
tional pure premiums, these commonly 
took the form of an adjustment in the 
rates of the leading classifications, the 
minor classifications being as a rule left 
alone. But since the adoption of new 
national pure premiums, revisions have 
affected all classifications. Except in 
Minnesota, which adjusts rates to the 
level indicated by the five latest policy 
years, and New York which adjusts to 
the level of the two latest years, all re- 
visions have been strictly in accord with 
the permanent rate making method. 

This policy has been adhered to, said 
Mr. Hobbs, in spite of the fact that in a 
number of states the expense ratios and 


schedule rating plans continue to produce 
average credits, thus causing the pre- 
miums collected to average less than the 
premiums | at manual rates. Under the 
old experience rating plan the gap be- 
tween manual premiums and _ collected 
premiums was very great. The new 
plan is more nearly in balance, but even 
in the states where rate regulation is 
practiced, not entirely so. 

Compensation Rates Up for Discussion 

The subject which Mr. Hobbs seemed 
to be chiefly concerned with was the 
adequacy of compensation rates which 
has been a question discussed so fre- 
quently of late that the National Bureau 
of Casualty & Surety Underwriters has 
appointed a committee of prominent 
company officials to investigate the mat- 
ter. While the committee has not ren- 
dered a report of its findings, it has con- 
sidered a number of suggestions, one in 
particular being the insertion of a profit 
loading or safety margin. This, how- 
ever, has not been as yet adopted as a 
program. 

Mr. Hobbs’ views on this situation are 
as follows: 


1. The permanent rating method adjusts rates 
to the average of the loss ratios of the three 
latest available policy years. The loss ratios 
used are the ratios of losses to manual pre- 
miums, t. e., the payrolls extended at the manual 
rates. 

The theory involved is that in the course of 
time, provided loss ratios are not consistently 
moving upward, stepping the rates up each year 
to the level indicated as above will produce pre- 
miums sufficeint to cover losses and expenses. 
And the theory is so far justified by two facts. 

Adequacy of Present Rate Levels 

(a) The nation wide experience, expressed 
in terms of present law benefits and manual 
rates now in force, shows loss ratios which 
have varied but little for the three past years 
and are approximately the permissible loss ratio, 
running indeed slightly beneath this figure. 
(b) While the experience by states shows both 
upward and downward trends, the presence of 
marked upward trends is becoming less common, 
and consequently material rate increases are 
less frequent. There is little question that the 
rate levels in force when the 1923-24 rate re- 
vision were undertaken were markedly inade- 
quate, the greatest deficiencies being in the so- 
called regulated states. But those deficiencies 
have now been made up, and it seems probable 
that marked variations upward in the future will 
be rare. Theoretically the present rate levels 
appear adequate. 

2. Practically this is not necessarily so. Pre- 
mium collections have in all but one or two 
states always averaged materially less than the 
theoretical premiums produced by extending the 
payrolls at manual rates. A table has been ap- 
pended, showing the ratio of ‘collected’ pre- 
miums to “manual” premiums. It will be noted 
from this that not only is a constant deficiency 
indicated, but this deficiency is greater in the 
so-called unregulated states, the most extreme 
deficiency being registered in Michigan. | Inas- 
much as the rate level is intended to be barely 
adequate, this deficiency must result in a prac- 
tical failure of premiums collectet to cover losses 
and expenses. 

A part of this dcficiency is unquestionably due 
to the merit rating plans, especially the  experi- 
ence rating plan, The old experience ratin plan 
was norably out of balance. The new plan is 
much nearer in balance, and the ratios of col- 
lected premiums tu manual premiums for policy 
year 1924, so far as the same have been com- 
puted indicate that a material part of the gap 
has been bridged. 


Tendency of New Plan 

But a part. still remains to be bridged. The 
new plan, while much nearer in balance than the 
old, still has a tendency to produce an excess 
of credits over charges, and this makes for in- 
adequacy. According to the latest estimations, 
21 states show an excess of credits ap charges 
greater than 1%. In 17 of these is greater 
than 2%; in 11 greater than 3%, rd 8 greater 
than 4%, in 5 greater than 5%. 

A part of this excess is possibly due to tam- 
pering with the plan for competitive purposes. 
But a part is very probably due to a failure to 
adjust the plan to the manual rates in force, 
and possibly to the failure to take into consid- 
eration the alleged difference in loss cost  be- 
tween small and large risks. It may be ob- 
served, however, that a proposition to carry into 
the rate level a factor to compensate for the 
off-balance of the experience rating plan was 
opposed by both stock and non-stock carriers. 

Furthermore, the off-balance of the experience 
rating plan does not account for the entire de- 
ficiency. Off-balance of the schedule may ac- 
count for a small part. A part must be attrib- 
uted to other causes. 


Competitive Rating in Some States 


That in some states competitive rating as an 
element is entirely probable. During the pro- 
ceedings for determining rates in Illinois and 
Kansas letters have been received from agents 
and underwriters indicating that competitive con- 
ditions were such that a margin ought to be al- 
lowed, consequently that rates should not be re- 
duced. The Council did not, however, accede 
to these suggestions, and this was, of course 
the correct practice. There is ground for includ- 
ing in a rate level calculation any known ele- 
ment which without fault of any underwriter 
makes the rates inadequate; none at all for 
affording facilities for rate-cutting. 

3. It must be observed furthermore that there 
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is a distinct possibility that a rate adequate for 
the business as a whole may not be adequate for 
the stock companeis, The theory has been fre- 
quently voiced that the loss ratios on smali risks 
is worse than the loss ratio on large risks, and 
this is inherently not improbable. Undountediy 
the stock companies write a large proportion of 
the small risks, the non-stock companies exhibit- 
ing little inclination to solicit this class of busi- 
ness; and if the theory is sound, this would 
make the loss ratio ot stock companies as a 
class higher than the average. 

fhis theory is a pet bone of contention. The 
non-stock companies have not only strenuously 
denied its truth, but have voted consistently 
against even investigating the matter. Such an 
investigation is now under way in the National 
Bureau of Casualty and Surety Underwriters. If 
proven, it would be equitable to take some 
measure to correct it; for a proven difference in 
loss cost based on size of risk would be ample 
justification for a rate differential. Such a dif- 
ference would be sufficient to account for the 
fact which has been brought out by the New 
York Board, that the off-balance of the experi- 
ence rating plan is small in the smaller risks, 
large in the larger risks; although the staff of 
the board attribute the fact to tampering with 
the plan for competitive reasons. 


A Margin of Safety 

4, Finally, it is impossible to adjust rates 
with such exactitude as to be more than approx- 
imately adequate. For this reason, suggestions 
have been made from time to time that a mar- 
gin for safety should be introduced into the 
rates. This has never gone beyond the point 
of suggestion. Compensation rates in 1918 in- 
cluded a margin for safety and also for profit: 
but this margin was abandoned in the 1920 re- 
vision. It was not, so far as I know, aban- 
doned under pressure trom supervising authori- 
ties, but was done veluntarily. More than one 
underwriter has expressed an opinion that com- 
pensation rates should include such a_ margin: 
and the propriety of such a course might well 
be considered by the convention, Legally the 
right of the carriers to a fair profit on their 
compensation business can hardly be denied. 

Expense Loading Discussed 

5. The adequacy of the expense loading is 
open to a degree of doubt. | ; . 

The normal expense loading is 40%. ‘This 
was fixed practically by the National Bureau of 
Casualty and Surety Underwriters, the non-stock 
carriers acquiescing in whatever expense loading 
the stock carriers should select. 49% is less 
than the average stock expense raiio shown by 
New York Schedule “W” over a series of sev- 
eral years, though the figures seem to be ap- 
proaching the 40% figure. For some companies 
they are of course far above this figure. ; 

The propriety of this 40% expense loading 
has been challenged in Georgia, where the com- 
missioner insisted that acquisition cost and cer- 
tain other expense items must be radically re- 
duced. In the litigation resulting from the com- 
missioner’s order an injunction has been granted 
in favor of the companies. The court made no 
formal decision, but intimated that there were 
two grounds on either of which the decision 
might be properly based. (a) The unconstitu- 
tionality of the act, (b) the confiscatory char- 
acter of the commissioner’s order. Following 
this decision the commissioner approved the 
rates as filed, and the legal proceedings were 
withdrawn. 

Carriers Not So Pessimistic 

A point worthy of notice because now under 
consideration by the council is that the expense 
loading is undoubtedly inadequate to cover the 
expenses of the smaller risks. Entirely apart 
from the question of loss experience, it can 
hardly be questioned that in case of premiums 
under $100, the 40% loading does not provide 
sufficient funds to cover the expenses incidental 
to placing the policy on the books, and_ per- 
forming the ordinary inspection and auditing. 
This is reflected in the rule providing for mint- 
mum premiums: but the rule is not entirely sat- 
isfactory, and a proposal is now under consid- 
eration to deal with the matter by means of a 
policy fee. x A : 

On the whole it may fairiy be said that car- 
riers are less pessimistic over compensation busi- 
ness than at the beginniig of the year; but the 
adequacy of compensation rates is still with 
many carriers a burning question, and proposals 
for changes in the 1ating method may be made 
before the next report. Some of the possible 
lines of change have been briefly outlined above, 
and the convention will do will to bear them 
in mind, and be reaay to issue such instruc- 
tions to their representatives ao may appear de- 
sirable. 

Associated Companies’ Action 

When Mr. Hobbs turned to the coal 
mine situation, he said that the Associ- 
ated Companies should not be blamed 
unreservedly because of their decision to 
withdraw from the coal mine _ field. 
“They probably had reason to believe 
the present rates inadequate,” he said, 
“but one regrets their action for several 
reasons. It has produced a competitive 
situation in states where none existed 
before, and substituted bargaining for a 
rate-making process based on principle. 
It has created considerable embarrass- 
ment for supervising officials. Further, 
it has not helped the Council any. In- 
deed it remains to be seen if the prece- 
dent thus established may not go further, 
and affect the making of industrial rates 
as well. ‘ 

As far as the assured are concerned, 
Mr. Hobbs said that many of them un- 
doubtedly have been put into an embar- 
Tassing position, especially those who 
have been unable to qualify as self-in- - 


surers. He pointed out, however, that 
their troubles are by no means entirely 
chargeable to the Associated Companies. 
In Oklahoma, for instance, the withdraw- 
al of the United States F. & G. has been 
productive of much more difficulty than 
the withdrawal of the Associated Com- 
panies who had there a relatively small 
volume of business. 


Coal Mine Operators’ Attitude 

Continuing he said: “The coal mine 
operators are not entirely without fault. 
Their policy in making their mines safe 
for their employes has, by and large, ac- 
cording to all reports, been decidedly 
conservative. Their attitude in rating 
matters has been to oppose all increases, 
whether justified or not, and to some 
extent they have only themselves to 
blame that the insurance carriers find 
the situation all at once intolerable. 

“A part of the opposition, however, it 

must be said, comes from the self-insur- 
ers, who in several coal mine states are 
taxed on the basis of the basic rate. A 
golden illustration of this was seen in 
Kentucky where the self-insurers op- 
posed increasing the base rate. ‘Ap- 
prove the Associated Companies’ rate for 
them,’ they said, ‘Approve the Council 
rate for those carriers who wish to use 
it, but let the base rate alone.’ The com- 
mission however did not see their way 
clear to perpetuate the fiction of a base 
vate that no insurer would use. 
_ “It may be stated here that it would 
in more than one state remove consid- 
erable trouble from the compensation 
rating problem if the basis of taxation 
of self-insurers were divorced from the 
rate. It is quite as equitable to tax self- 
insurers on the basis of their individual 
loss experience: indeed this places the 
burden exactly where it belongs.” 


The Question of Rates 

Commenting generally on coal mine 
business he said: “Coal mine compen- 
sation rates have been for a long time 
distinct from industrial rates. The busi- 
ness is indeed an industry of great mag- 
nitude and presents a variety of special 
problems from the underwriters stand- 
point. It is also an industry involving 
a high normal hazard and a very high 
catastrophe hazard. Hence the rates 
have been treated as a separate and dis- 
tinct matter. They have been made by 
a special organization. 

“The expense loading has been a nor- 
mal 34% as contrasted with the normal 
40% loading for industrial business, this 
because the scale of acquisition cost on 
coal mine risks has been 10% instead of 
the 17144% on industrial business. A 
special schedule rating plan. has been 
devised. Specially trained inspectors are 
necessary : and indeed the administration 
of the rates has been handled by a spe- 
cial bureau. A special experience rating 
plan was formerly used, though now the 
industrial experience rating plan has 
been adapted for use in coal mine rat- 
ings. 

“When the National Council was or- 
ganized it took over the making of coal 
mine rates, establishing a special coal 
mine committee which discharged the 
functions of the rates committee and the 
regional committees. Coal mine rates 
were made by this committee up to the 
present time, the method used being es- 
sentially the same as for industrial risks. 
Sasic rates were produced based on ex- 
perience data, and minimum rates were 
also established coresponding to the ‘r’ 
values in the industrial schedules. 

“It may be here observed that coal 
mining is distributed over many states 
of which only a few have sufficient vol- 
ume to establish their own rate; and 
that in the others the indications really 
mean very little. Neither, be it said, is 
the national experience entirely indica- 
tive of the hazard; for the character of 
the mining operations, the catastrophe 
hazard, the wage scales, the extent to 
which self insurance is permitted, the 
attitude of the states towards safety 
measures differ so widely as to produce 
differences in hazard which are not 
measured by any available experience.” 


Mr. Hobbs’ Recommendations 


In his conclusion Mr. Hobbs made the 
following recommendations: 


Mee Says Newspapers 
Fairly Teem With Leads 


BIG OPPORTUNITY FOR AGENTS 


Ambitious Producers of Fidelity, Surety 
and Burglary Lines Should Also 
Read Insurance Papers 

The daily newspapers, in the opinion 
of John L. Mee, vice-president and su- 
perintendent of agencies of the National 
Surety, fairly teem with leads for fidel- 
ity, surety and burglary business. In 
fact, Mr. Mee points to the newspapers 
as the greatest disseminators of sales 
talks for these lines in the world. Toa 
man with practical imagination they are 
proverbial gold mines. 

“One only has to recall the publicity 
given to an ‘ovis poli’ by the press which 
informed thousands of readers that it 
was the king of sheep, discovered by 
Marco Polo and made famous by the 
Roosevelt brothers,” said Mr. Mee. “If 
someone had mentioned it in conversa- 
tion to me four years ago I would have 
waited anxiously for some word from the 
speaker that would indicate what it was. 
In the meantime, I have thought it was 
some new sin or a star of unknown mag- 
nitude. Frankly, I did not know what it 
was all about. 

“Then finally, the country went helter- 
skeltering to dictionaries and encyclo- 
pediae for information, when leading 
newspapers for a solid weck, carried col- 
umns under scarcheads about the elu- 
sive ‘ovis poli’: 


Now ‘babes lisp it and draw its picture in the 


sand, 
The ‘ovis pol’ is sold to the world. 
The ‘ovis pol’ is over-sold. 


“Many a lover of the unusual would 
buy one if available,” stated Mr. Mee, 
“but the metaphorical consumption is 
greater than the supply. 

“Newspapers are the greatest dissem- 
inators of fidelity, surety and burglary 
sales talks in the’ world,” he continued. 
“To a man with practical imagination 
they are proverbial gold mines. [lor in- 
stance, this morning’s paper tells that 
up state New York an automobile driven 
by a prominent man, killed a woman. 
The driver was arrested. He was held 
for ten hours because he could not fur- 
nish bail. An alert salesman would 
seize upon that item immediately to sell 
automobile bail bond powers of attorney. 
_. Make the Family Jewels Work 

“On the next page is an item from 
Long Island telling how the butler of a 
private family decided to go elsewhere 
and, in a hurry. He also decided an- 
other important matter to take with him 
the family jewels, in this instance, most- 
ly heirlooms. A well-posted surety man 
would have at once communicated with 
every prominent family in Long Island, 
using that very article as an example, 
pointing out the obvious necessity of 
bonding servants. 

“Another page presents a sad case. A 








1. That the convention consider the 
necessity of amending all compensation 
laws which do not provide for an appeal 
to the courts from rating decisions. 
Without such a provision they are pa- 
tently unconstitutional. ; é 

2° That the convention give consid- 
eration to the taxation of self-insurers 
and the expediency of divorcing their 
taxes from compensation rates. 

3, That the convention consider cer- 
tain pending propositions, and instruct 
its representative as to its attitude to- 
wards them, if any. Those I have in 
mind as possible themes of discussion 
are: 

(a) The insertion of a loading in 
compensation rates as a safety margin 
or profit margin. ; 

(b) The making of a differential be 
tween small risks and large, provided, 
it is clear that there is a real differ- 
ence in hazard, evidenced by experi- 
ence. 

(c) The dealing with the expense 
item on small risks by means of a 
policy fee. 


young, honest, struggling merchant the 
week before gave a check for $45. It 
came back to his bank reading $4500. The 
bank cashed it, charged it to his ac- 
count, thereby absorbing his entire bal- 
ance and much more. The life blood 
of his business was tied up. He was 
confronted with the necessity of properly 
showing the court that it was not. his 


fault. An energetic agent would have 
used that as a practical example, vi- 
brant with facts, to sell similar 


t mer- 
chants a forgery bond, that would assure 
the payment of all legal expenses, and, 
in the event of losing the case, pay to 
the merchant the proper amount, reha- 
bilitating his finances. 

“News items from out-of-town show 
that an insane man walked into a promi- 
nent bank and stated that unless he was 
immediately given a loan he would blow 
up the building. The officials tried to 
reason with him. Before they succeeded 
the bomb in his handbag exploded. The 
bank was wrecked. Several thousand 
dollars in currency on the teller’s desk 
was blown to pieces. The bank had 
only a straight fidelity bond. 
“Loss due to explosion was not cov- 
ered. Had that bank a banker’s blanket 
bond the loss would have been covered. 
Query: (In the mind of the ambitious 
agent) ‘Should I not immediately see 
every bank in the community and point 
out to them that hazard and sell them a 
banker’s blanket bond ?’ 


Watch Financial Pages 


_ “On the financial page the news of real 
interest of the day is the completion of 
a lease for fifty years of a prominent 
piece of undeveloped property. The 
thinking surety agent will see in this an 
opportunity to convince the lessor that 
the lease should be conditioned to re- 
quire a corporate surety bond, guarantee- 
ing completion of improvements, if any 
are contemplated, and that no lien shall 
lie against the property by reason of 
such improvements, he will no doubt un- 
dertake the negotiation of a loan and 
once more the thinking surety agent will 
see in this an opportunity to convince 
the lessee that more satisfactory loan 
arrangements can be affected if the pros- 
pective lender is offered a bond of a re- 
sponsible surety company. Such a bond 
guarantees the improvements contem- 
plated shall be completed free and clear 
of liens. A bond of this description is 
particularly necessary for the proiection 
of lenders in cases where improvements 
are to be erected on leased premises. 

“Lower down in the same column is an 
account of a fairly well known firm that 
has just been forced into bankruptcy be- 
cause of the necessity of building an ad- 
dition to their plant on account of ex- 
panding business. This concern bor- 
rowed from its bankers sufficient money 
to finance the construction but did not 
require from the builder a bond guar- 
anteeing its complete and efficient con- 
struction. They did not ask for a bond 
to protect the money they borrowed. 
The contractor, not cverly strong in the 
beginning, was suddenly confronted 
with labor trouble and lack of prompt 
delivery of supplies. He was forced into 
bankruptcy thereby requiring the manu- 
facturing concern to relet the building at 
greater expense. 

“Tt is a well known axiom that it is 
good business for a growing concern -to 
provide for every contingency. This 
concern did not. Its ultimate arrival was 
set back at least five years. For the 
real salesman what a talking point to all 
other struggling expanding corporations! 


A More Recent Coverage 


“An advertisement at the bottom of 
the next page states that a certain foun- 
tain pen is guaranteed to live up to its 
reputation. What a great selling talk it 
would be for .ne manufacturer if he 
could advertise thst a leading surety 
company with miilions of dollars in as 
sets also guaranteed that the pen would 
perform and stand wear as specified. 
Query: How many other concerns are 
putting on the market reputable wares 
and seeking to increase their production, 
will use a like bond to promote their 
sales? Why the secret? Why keep 
such information from manufacturers? 
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SAMUEL APPLETON BUILDING 
110 MILK STREET, BOSTON, MASSACHUSETTS 





Practically every form of Insurance except Life 





KNOW there is a possibility of my meeting witha serious accident. 

I feel that the only disturber of my income that I will meet, over 

which I have no control, is accident. Accident insurance guarantees 

my income and creates an estate for my dependents should I meet 
with accidental death. 


That is Why I Carry Accident Insurance 


I am connected with a multiple line insurance organization. Almost 
everyone is a prospect for accident insurance. I find accident insur- 
ance is easy to sell because it may mean dollars and cents paid directly 
to the assured. Properly sold it means that the assured has been given 
“The Service That Satisfies.” It is then easier to sell him automobile, 
general lialility, residence theft, etc. 


I find accident insurance renews more easily than any other form. 
I am in the insurance business primarily to make money for myself. 


That is Why I Sell Accident Insurance 


{The above advertisement was written by one of our agents} 
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NON-CANCELLABLE 


Views of Continental Casualty Which 
Started Writing These Policies 
on October 1 


The Continental Casualty, which start- 
ed issuing non-cancellable disability poli- 
cies on October 1, said in a recent issue 
of the “Continental Agents Record”: 

“Ever since its inception, non- -cancell- 
able disability insurance has been the 
subject of much study and discussion on 
the part of the keenest minds in the in- 
surance business. Many life and casualty 
companies have ventured into it only to 
withdraw later. The development of the 
total disability clause sold in conjunc- 
tion with life insurance, strange to say, 
has not encouraged companies to enter 


the business in spite of the apparent 
similarity of non-cancellable disability 
insurance and the so-called total and 


permanent disability benefit. 

“That the public wants such coverage 
is evident to all. Much of the present 
volume of life insurance business is 
being sold on the strength of disability 
benefits offered in supplementary con- 
tracts. A tremendous amount of life 
insurance advertising is devoted to ex- 
planation of the benefits provided by dis- 
ability provisions. The similarity of 
underwriting life insurance and non-can- 
cellable disability insurance is more ap- 
parent than real, and special qualifica- 
tions for handling this unique form of 
coverage are necessary as the following 
considerations will indicate.” 





Beha on Cost Control 
(Continued from Page 31) 


zations. I had been studying the rules which 
were supposed to be in effect and had had con- 
ferences with agents and others to ascertain the 
views of all who were in any way affected by 
them. I made it plain that I was not commit- 
ted to this plan and if any one had a better 
or more workable plan that it should be submit- 
ted for discussion and adoption by the compa- 
nies, 


“I pointed out that no plan, however perfect, 
could be effective which was only partly lived up 
to, and that, although the commissioners had 
received these rules and had no objection to 
them, the companies themselves were resorting 
to petty disagreements and excuses for not living 
up to the rules. The unsatisfactory situation was 
not due entirely to the ‘outside’ companies, for 
these companies in many instances were willing 
to abide by the rates of commissions allowed 
in the rules. I made it plain to the company 
representatives that the department I represent- 
ed was decidedly in favor of a plan made by 
companies and administered by them. 

“J had been asked to support a plan agreed, to 
by the majority of companies. No other_plan 
had been suggested. The one condition I did 

make before promising aid in making this plan 
effective was that the companies all pledge them- 
selves to fully support it. Where, for instance, 
the rules did not fit some company’s plan of 
organization, I suggested that this problem be 
given consideration and that an exception should 
be made to take care of the peculiar circum- 
stances, 

Mr. Beha suggested to the companies 
at that time that they rationalize their 
own differences with the thought in mind 
of the quality of business and the lower- 
ing of costs as well as stabilization. He 
emphasized the fact that the department 
had no wish to do these things for the 
companies but that it was willing to as- 
sist in instituting some procedure similar 
to the provisions of the arbitration laws. 
He finally asked for 100% co-operation 
from all companies for the good of the 
casualty business. 


Opposition Now Over 


The reaction of two executives, one in 
opposition to and the other favoring the 
plan, impressed Mr. Beha at that time. 
The objector, which he described as the 
highest type of an executive and one 
who has brilliantly succeeded in manag- 
ing his company economically even if he 
has not always immediately subscribed 
to agreements, gave his opinion of the 
casualty acquisition cost plan to Mr. Be- 
ha with no little humor as follows: 

“When my name was called, I began to won- 
der what position I was in, whether defendant 
or plaintiff or counsel for either, then it gradu- 
ally dawned on me that the re al defendant in 
this case is Mr. Superintendent. Mr. Superin- 
tendent is being asked by these gentlemen in 
close conclave to adopt a baby. This step-child 
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$2,450,000.00 
was laid on the doorstep outside the office of 
the Superintendent. The mother of the baby 
was the National Bureau, the doctors.......... 
and the nurse was Nurse ....,......-. What 
I want you to realize, sir, is ‘that ‘this little 


infant which was laid on’ the doorstep two 
years ago is now kicking out of its swaddling 
clothes and trying to tell you of its ancestry. 
Its ancestry is this: The National Bureau, ever 
since it was a bureau, had commission and 
agency rules. Those commission and agency 
rules broke down because the gentlemen didn’t 
keep them among themselves. So that today 
they are placing the baby on the doorstep of 
the Superintendent and saying everyone of you 


must contribute to the support of this baby 
whether you want to or not. You have not 
yet adopted the baby and I hope you never 
will.” 


Effect of Casualty Rules 

Incidentally, this executive later sub- 
scribed to the rules and at a meeting held 
a little later, stated that he was entirely 
for them. In fact, Mr. Beha said: “I 
believe that he is hone stly and completely 
living up to them.” The other executive 
in giving his views in favor of the rules 
stated in conclusion that if he was right 
in his belief that the majority of com- 
panies desired the continuance of the 
rules, let the minority file their com- 
plaints. He, for one, a member of the 
majority, said that he would be glad to 
confer with the superintendent of insur- 
ance if there was any way to harmonize 
or if it is possible to produce complete 
harmony. 

Further 
ment on 


steps in coming to an agree- 
the casualty acquisition cost 


rules were that the majority of compa- 
nies voted for the support of a resolu- 
tion giving the superintendent of New 
York State the power to enforce the 
rules; Mr. Beha then took the matter 
up with the other insurance commission- 
ers and received no letters of objection. 
He said that in general that the rules 
had had a general influence in stabiliz- 
ing the business at a time when many 
companies were facing heavy losses in 
lines where large volume of business was 
written, as well as bringing about a re- 
duction of expenses. 
Surety Rules Found Necessary 

Turning to the surety and fidelity ac- 
quisition rules now the uppermost topic 
in the minds of executives all over the 
country, Mr. Beha presented a complete 
picture of the situation up-to-date. He 
told how the Surety Association on 
March 16, 1923, had informed the insur- 
ance department through its secretary 
that rules governing commissions and 
brokerage were being prepared and 
would be made effective by the compa- 
nies. That control did not follow is ad- 
mitted. 

Repeated complaints came in from so 
many sources giving instances of the high 
commissions beins, paid on bonds, that 
Mr. Beha took the initiative in August, 
1925, of addressing a questionnaire to all 
the companies authorized to do business 
in New York State. 
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made to this 








while the Surety Association of Am- 
erica was p umed » control conimissions and 
th acquisition cost, the companies did not live 
up to il rules, the majority of the companies 
hat they were forced to make excep 

tor because it con petition. 

The payment of 30% broke was common. 
Phis forced the general hn or branch offices 
to 40% or even greater fhe replies indicated 
hat the « ould welcome drastic action, 
ome companies going so far as to recommend 
that a law be passed which would control ac 
quisition expenditures and thus end the constant 
warfare and consequent disturbance which was 
damaging to the business 

executives of fidel ity and surety compa 
nies were called together February 25, 1926. ‘ 
stated that the unsound conditions were be 
ying a public scandal,” stated Mr. Beha, “and 
were bringing the entire business into disrepute 
and emphasized the fact that the insurance de 
partmet wanted the companies to take action 
to rid themselves of the onus of public disap 
pre | fhe meeting was called for them to 
discu the problem and to work out. their 
own rules which would fix reasonable commis 
sions and other acquisition expenses. gave 
them until April 1, 1926, to submit a= plan 
which would effectively control the situation and 
then lett the meeting so that the companies 
could proceed with their discussion 

“A serics of meetings of the surety Company 
representatives was held and a set of rules was 
promulgated and submitted to me. After study 
ing these rules, I called a second meeting on 
April 27, 1926, and asked the company repre 

ntatives if in their opinion they could operate 
under this plan and accomplish a reduction in 
commission cost so that they could turn over 
the business at a top cost for acquisition of 30%. 
It was evident that the executives were doubtful 
as to this and that more time would be required 
to smooth out inequitable features of the plan 


and to make it a really effective instrument, 


Pledge Exacted From Executives 


Mr. Beha then told the executives that 
he was willing that further consideration 
be given to the rules but that in the 
meantime he would ask that the compa- 
nies sign a pledge to keep within the lim- 
its of 30% of the total net fidelity pre 
niuums not inclusive of the bankers’ and 
brokers’ blanket bonds. It was provided 


that total acquisition and field) supervi- 
sion cost for such bonds should not ex- 
ceed 15% of the net premiums on them. 
Surety business had a limit of 30% of the 
total net surety premiums and the total 
expenses incurred for fidelity and surety 
other than acquisition and field super- 
vision cost, including inspéction, bureau 
expenses and general administration ex 
penses, should in no case exceed 20% of 
the total net premiums written in these 
line s. 

The pledge was signed 
ly no objection 
companies 


with practical- 
save for two or three 
\ new sct of rules was pro- 


mulgated by the companies and_ since 
these rules provided for approval by this 
convention, | sent a copy to each com- 
missioner on May 26th and also enclosed 
a copy of the pledge which had been 
signed by company executives and _ filed 


with my department. Since that time the 
rules have been again revised and some 
of the features objected to may have 
been ironed out. These rules represent 
the best thought on acquisition cost con- 
trol of the great majority of the compa- 
nies doing fidelity and surety business. 
The executives of these same companies 
ask for our help to enforce the rules. 

A Rate Control Power Rarely Used 


In summarizing his address Mr. Beha 


called attention to the fact that the leg- 
islature of New York had gone further 
than most of the states in giving author- 


ity for rate regulation and placing the 
responsibility for adequate and reason- 
able rates upon the supe lesion of in- 
surance. In - of this power the only 
recommendation which Mr. Beha made 
in connec tion with the rules for the gen- 
eral casualty business was that some 
plan of arbitration be formulated to serve 
when conditions could not be settled by 
conference committees. It was his 
thought that in this way the rules would 
allow for special consideration in cases 
where the rules did not fit a company’s 
organization and where immediate com- 
pliance with the rules would cause undue 
hardship or loss of business. 
Rate Question a National One 

“The New York Department,” he said, 
“had at all times sought the aid of the 
commissioners of other states. For, 
while the laws of other states may not 
make it mandatory for the commissioner 
to see that rates are reasonable, there is 
no question that each commissioner is in- 
terested in keeping premium rates at a 
in this 
When companies find loss ra- 


minimum and has a moral duty 
respect. 


tios are increasing and ask for an in- 
crease in rates, the request is legitimate, 
provided the busine ss of the companies 
is being conducted along sound and eco- 
nomical lines. Loss ratios are indices of 
the actual insurance costs. 

“Expense ratios, however, are almost 
entirely a matter of company manage- 
inent and it is this portion of the rate 
Which, oftentimes with reason, is ques- 
tioned by the public. From the stand- 
point of rates it has been found that the 
wider the spread of the risk experience, 
the more dependable the rate. Nation- 
wide loss experience has therefore been 
usd to a great extent in computing the 
loss element of the rate. 

“It would be a simple problem if it 
were possible to deal with acquisition 
costs within the state alone, This would 
climinate the problem of so-called out- 
side companies. But I think it is agreed 
by all that the question is a national one 


E. C. Stone’s Reply 


(Continued from page 1) 


will be but little. The ‘preliminary pro- 
ceeding’ is in effect a motion for at- 
tachment or for a special precept, al- 
ready well known in most jurisdictions to 
practising lawyers. These motions are 

easily and quickly heard and decided by 
pose justices. I believe that there will 
be so few of them that no extra judges 
will have to be appointed. If so, where’s 
there any extra expense? 

Sut if there be extra expense, it will 
be worth while. The judge who hears 
this preliminary proceeding will for- 
ward his findings to the appropriate pub- 
lic official having the right to suspend 
or revoke registrations and licenses. This 
latter official will get a far truer pic- 
ture of blame for automobile accidents 
than he does in criminal proceedings. The 
result is that certainly the reckless no- 


wer ne anaiedon tig night good wilt be kept off the highway in any 
work to the disadvantage of the other crept. ‘ficult Und sting Situati 
states where the companies might pos- No Difficult Underwriting Situation 


Involved 


make up the deficiency. sc _ 
objection which critics 


Policyholders of one state are much like The second 
those of another and while there has made to Mr. Stone’s remedy is that it 
been in our state complaints of excessive will involve the underwriting depart- 
costs and high rates in connection with ments of the companics in a difficult 
individual risks, there is also evidence of — situation in that they will be required 
concerted action on the part of insureds.” to consider for insurance coverage the 


sibly wish to 
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more serious cases where the improvi- 
dent and reckless motorist who has failed 
to purchase coverage is ordered by the 
courts to provide some suitable form of 
financial guarantee that he will be able 
to meet his future obligations to per- 
sons injured as the result of his owner- 
ship and use of motor vehicles. 

Mr. Stone replies: “This would be 
funny but for the seriousness of the sub- 
ject under discussion. The security 
which the defendant has to put up if 
he has not already available an auto- 
mobile liability policy applicable to the 
accident in question is that security 
which the court orders, up to $5,000, to 
pay the judgment in that particular case 
wherein the defendant is the defendant 
we are talking about. 

“What difficult underwriting problem 
is here involved?” asks Mr. Stone. “All 
that the underwriter has got to do is to 
get collateral or a safe and sufficient in- 
demnity agreement of some sort. This 
is the underwriter’s every day problem 
in furnishing bonds to dissolve attach- 
ments. 

“After the defend: ant succeeds in com- 
plying with the court’s order in his par- 
ticular case, he undoubtedly will seck 
automobile li ability insurance.  Deter- 
mining whether or not to sell it to him 
is still an ordinary, every day problem 
for the underwriter. If the defendant 
cannot get his policy from one company, 
he will go to another. If the competitive 
situation affords him no relief, he un- 
doubtedly is of the kind who should 
be kept off the highway. 

“If, however, anyone seriously believes 
any difficult situations will arise, an casy 

way out of them is to establish as part 
of my plan a board similar to the board 
of appeal on motor vehicle liability poli- 
cies and bonds set up by the Massachu- 
setts law. 


One Uncompensable Accident 


“The last objection is that my plan 
does not necessarily provide an absolute 
solution of the problem which I seck to 
solve. have pointed this out myself 
in all my addresses where I have said 
that the only real objection is that it is 
theoretically possible for every automo- 
bile owner or operator to have one un- 
compensable accident. 

“But that objection is not so sound 
as a practical matter. The penalty of loss 
of use of an automobile is a powerful 
deterrent to going without security. Au- 
tomobiles are bought for use, pleasure 
or business. Without the ability to use 
them, they are a mere drag upon the 
owner. Few people will take the chance 
of losing the right to use their auto- 
mobiles. Eighty per cent. of all auto- 
mobiles used today are financed. No 
finance company would finance a cat 
which might be kept off the public high- 
ways. 

“Certainly the large percentage of the 
‘unfinanced’ cars are owned by _ those 
who are prudent enough to buy insur- 
ance rather than take the chance of los- 
ing the right to use the car. 

“But even the Massachusetts compul- 
sory law has a loophole as great as, if 
not greater than, that claimed to exist 
in my plan in that the non-resident does 
not come under its provisions, 

In conclusion Mr. Stone said that he 
wanted it clearly understood that he was 
not wedded to his plan. “If a_ better 
one can be devised,” he said, “I am tor 
it. But some constructive thought must 
be put forth to meet the present situa- 
tion. Mere obstructive criticism will not 
only get us nowhere but will saddle upon 
us compulsory laws and possible state 
funds. 

“Let those who have our real inter- 
ests at heart come forward with new 
ideas and constructive plans,” he urged. 
“That is the real need of the hour and 
with those who can and will do this 
will eagerly collaborate.” 





The Killian General Insurance agency 
of Denver has been incorporated with 4 
capital stock of 1,000 <: no pat 

value. E. Killian, G. Killian and 
Cos: Howell are the aamumaiors 
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It Pays To Represent A Surety Company 


At various times and often, we have explained that 
the insurance agent, who does not represent a 
surety company, is cut off from a source of much profit- 
able business. 


Once again we reiterate that statement and submit the 
following facts by way of illustrating our point: 


State or county elections have recently been held in 
forty-one states. Every one of the hundreds of newly 
elected officials will be required to furnish a bond before 
he can qualify for office. 


Most of these bonds will be provided by surety com- 
panies and, as a result, thousands of dollars in commis- 
sions will be paid to the surety agents who place this 


business. 


FIDELITY ANnp DEPOSIT 
COMPANY 


of Maryland 
BALTIMORE 
FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltiraore, Md. 


If you are not already adequately repre- 
sented in this territory I will be glad to 
Lee Pave full information regarding an agency [l quyuuen 
connection with your Company. 


E. U. 11-19 
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ei he STORAGE facilities of the 
country handle annually many 


millions in manufactured products of 








which over 90% have been sold on credit. 
Insurance on these goods is essential to 
keeper, debtor and creditor. 


Sound insurance as symbolized in the 
Red Royal Shield is assisting men of 
commerce to carry through their obli- 
gations with confidence and certainty. 


ROY, 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 





_ ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 
" NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
William Mackintosh, Manager Field & Cowles, Managers H. R. Burke, Manager 
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